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Hunter 25s:Window Fan 


a complete sell-out 3 years in a row! 
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Modern Design 
Certified Air Deliveries 
Whisper Quietness 
Adjustable Panels 
5-Year Guarantee 


2500 or 3400 CFM 


NEW FOR 1953 ¢ PLACE YOUR ORDER NOW 
HUNTER CASEMENT FAN 


; : Hunter 
This new fan, with all the famous Hunter Window ot ew, silica 


Fan features, is designed for installation in 3-light 


or 4-leht casement windows with or without we HUNTER FAN AND VENTILATING co 
} o 


screens). Twin 12” fans have certified air delivery 392 S. Front St., Memphis 2, Tenn 
: 1. bd °@ , . 
of 2000 CFM. Write for catalog. Since 1886 


uur Hunter distributor 


Ss lor Catalog and pri 





FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS —CLAMP BACKS —NEST BACKS 


GEDNEY 4, yis/ 


NATURALLY you want to cut installation finished, individually inspected to ensure 
time and costs. And you'll do it easily with top quality. What's more, Gedney Fittings 
Gedney Fittings, for these fittings are ac- are made of unbreakable malleable iron. 
curately machined and threaded, smooth For best profits, order Gedney always! 





Corner Pull-In Elbows in 2’, 34" and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 





3-Piece Conduit Couplings in a large range of 
sizes from 2” to 6’. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 








RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 





GEDNEY FITTINGS FIT 
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Possessions, $1.00 per year; Canada and Foreign Countries, $10.00 per year 


Volume 33 Number 4 





PROGRESS 
Fouly-fiea 
CIRCLINE 
min Bee, ac 


461 series 
for 1-40w lamp 


' ... with 2 new units 


for 16°-40w lamps 


Choice of: 
CHIP-PROOF BAKED WHITE 
ENAMEL... or PROGRESS 
‘“SUPER-CHROME”’ TRIPLE- 
PLATED CHROMIUM FINISH 


INSTANT START ONLY 


{on all lamps) 





PROGRESS-PRICED for 
DISTRIBUTOR PROFIT 


Write for wit? ~ May, Bulletin 40-53 
A 
. . 
: 
% . 
“Eas ayy 
. 
463 series 
for 1-40w, 1-32w and 1-22w lamps 


PROGRESS MANUFACTURING COMPANY, INC. 
sandaee in olighting for Nearly Half a Contury 


CASTOR AVENUE AND TULIP STREET PHILADELPHIA 34, PA. 





Steady Power 


COUNTS... 


—~<— it's SIMPLEX 
Trailing Cable 


and can take it! 
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It’s dig and dump, dig and dump, all day, every working 
day. That’s the kind of operation that reduces costs and builds 
profits. Stop this shovel for one day and you come close to 
paying the price of a new cable. The output of this shovel is 
chiefly determined by the performance of its TIREX Trail- 
ing Cable. And output must be high. 


Here’s why TIREX Trailing Cable will stay on the job 
indefinitely. It has a tough neoprene armor that provides ex- 
ceptional resistance to wear and tear. The smooth, dense 
jacket of TIREX Trailing Cable is a product of the cured-in- 
lead process that provides excellent resistance to abrasion, 
snagging and crushing. TIREX Trailing Cable offers a bal- 
anced resistance to oils, grease, moisture, flame and sunlight. 


Specify and get TIREX Trailing Cable for this important 
reason: It is always on the job — always ready to work. 
TIREX Trailing Cable is always marked for your protection. 
Contact your nearest Simplex representative or write for more 
complete information. 


WIRES & CABLES 








CORDS AND CABLES | are made only by the 





SIMPLEX WIRE & CABLE CO., 79 Sidney Street, Cambridge 39, Massachusetts 
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THE #8 SOUTHERN AND SOUTHWESTERN STATES 





—April, 1953 


Vol. 33—No. 4————— 


CARL W. EVANS, Editor 


FRANCES W. BRYAN, Assistant Editor 


BARON CREAGER, Southwestern Editor In This Issue 
(1305 National City Bldg., Dallas, Tex.) 


T. W. MceALLISTER, Vice-Pres., Editorial Director 
FRANK P. BELL, Business Manager Let's bring government back home 
RUFUS G. PRICE, Asst. Business Manager 


Distribution of power to industrial lighting loads 
J. A. MOODY, Production Manager 


How to figure lighting units per branch circuits 
Editorial and Business Offices Modern lighting for a substation 
Tel. Atwood 4462 


Promotion of adequate wiring 
806 Peachtree Street, N. E., 


How to estimate electrical jobs 
Atlanta 5, Georgia 


Southwestern contractors’ conference 
SEE engineering conference 
* 
° 
z 
a ° 
Cuia®® 


ANNUAL SuBSCRIPTION—$1.00 
ForeigGn—$10.00 


Dates ahead 
a 


Economic comment 


Names in the news 
Business Representatives 


New York: News of the industry 


Gerakp TEASDALE, 78 Manhattan Ave., New York, ” : 
N. Y. Tel. University 4-2087 New product news 


Cleveland: 


W. G. Sneenan, 2516 Gasser Blvd., Rocky River 
Station, Cleveland 16, Ohio. Tel. Edison 1-0856 


a0 APPLIANCE SECTION 
Ropert A. Brum, 333 No. Michigan Ave., Chicago : me 
1, Ill. Tel. Central 6-6964 (Page 79) 


Los Angeles: 


L. B. Crapreti, 6399 Wilshire Bivd., Los Angeles Prospects see effective demonstrations 
48, Calif. Tel. Webster 3-9241 


Charlotte: It’s fan promotion time 
W. C. Rurtanp, P. O. Box 102, Gastonia, N. C. : ‘ 
Tel. 7995 Renovating used appliances 


sd 
Published Monthly by 
W. R. C. SMITH PUBLISHING COMPANY 


Atlanta, Ga., and Philadelphia, Pa. Handpicked salesmen 


Call backs train appliance salesmen 


Main Street television 


* Demonstrations furnish sales leads 
W. J. Rooke, President ; 
Ricuarp P, SmitH, Ezecutive Vice-President ; 
T. W. McALuster, First Vice-President ; 
E. W. O'Brien, Vice-President ; 
A. E. C. Sirs, Vice-Presdent ; 
O. A. SHARPLESS, Treasurer ; 
A. F. Roperts, Secretary; On the appliance front 
Serna J. Jones, Asst. Secretary and Treasurer. 


Publishers Also of 


Sell room coolers all vear 


News roundup 


Product parade 


TEXTILE INDUSTRIES Names and faces 
SouTHERN AUTOMOTIVE JOURNAL 
SouTHERN BuiILpInc SvuppPuies 
SouTHERN Power & INDUSTRY 
SouTHERN HarDWare 


Copyright 1963, W. R. C. Smith Publishing Co., Atlanta, 
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FOR THE RIGHT LINK 

AT THE RIGHT PLACE 

AT THE RIGHT TIME 
Install 

KEARNEY 

PUSE LINK 

DISPENSER 


25 
KEARNEY 


FUSE LINKS 
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FOR BETTER CONSTRUCTION —SAFER MAINTENANCE 
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Ecouomte Comment 





HOW CURRENT EVENTS WILL AFFECT BUSINESS TRENDS 





@ MARKET EXPERTS and economists 
alike have spent the last few years 
explaining the reasons for the 
move toward suburbanization of 
retail specialty and department 
stores. This movement, started 
back in depression days by some 
of the outstanding merchandisers, 
has now grown to major propor- 
tions, principally during the period 
following the end of World War II. 

During the early years of its de- 
velopment, the idea was shrugged 
off as more or less of a fad that 
could compete only temporarily 
with the consumers desire to shop 
in a central city location. How 
wrong this conclusion was is amply 
demonstrated by the suburban 
shopping areas around New York, 
Atlanta, Philadelphia, and many 
other major cities. 


Trend to suburbanization 

Although there are many good 
economic reasons for this trend, 
the main factor in the growth of 
suburban stores would appear to 
rest upon sociological grounds. Or 
you cannot truly evaluate economic 
factors when faced with feminine 
thinking. For much of this trend 
has been spurred onward by the 
thinking and expressed desires of 
the ladies themselves. Women are 
no longer as interested in travelling 
to a down-town section of a city 
even in order to acquire the most 
intricate shopping items. Conveni- 
ence and accessibility appear to be 
more important than a wide vari- 
ety of outlets and of wares. 

First of all, there are now far 
more career women than ever be- 
fore. Women in business and in- 
dustry are accepted in all shades of 
the American economy. Most of 
these women must travel to central 
city locations at least five days per 
week and the trip has lost what- 
ever novelty it might have had to 
the women of only a decade ago. 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 
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by J. Whitney Bunting, Ph.D. 


Thus, down-town shopping to the 
career girls has become almost as 
tedious and boring a process as it 
has been to most men-folk. Even 
store hours in the evening for one 
or two nights a week have not cor- 
ralled a large quantity of this 
group of feminine buyers. 

Then there are the housewives 
and family raisers. This group of 
women must consider the difficul- 
ties of transportation, baby-sitters, 
and domestic obligations before 
they can even think of shopping. 
The suburban store with ample 
parking, children’s play areas, and 
quick access provides the solution 
to most of their problems. 

And it is even possible to get 
tired husbands to go shopping in 
these areas on neighborhood shop- 
ping nights. This trend is not the 
beginning of the end for down-town 
outlets, but it means that such 
stores must lose their complacency 
and develop some new merchandis- 
ing techniques if they are to stay 
in competition. 


Cotton textiles 

It is of extreme interest to south- 
ern economists to note the in- 
creased health of the cotton textile 
business in recent months. This in- 
dustry has been used in the past 
few years as an indicator or yard- 
stick of the degree of industrial 
progress and development. 

During 1952 textile plants com- 
plained of an assortment of eco- 
nomic ills that were bad omens for 
future business health. Principal 
problems were slow orders, heavy 
inventories, and high costs ef op- 
eration. Orders trom the military 
were not sufficient to force full pro- 
ductivity, and the civilian demand 
for cotton goods appeared weak. 
All such factors contributed to a 
degree of depression within the in- 
dustry, at Jeast in the thinking of 
the textile leaders. 

There has been little change to 
date in the number of orders out of 


the military procurement offices. 
The upswing in demand seems to 
herald a new surge of cotton ac- 
ceptibility on the consumer market. 
This, of course, is certainly a most 
healthy sign for, whereas military 
demand is a passing thing and is 
subject to almost immediate revo- 
cation when world tensions desist, 
consumer demand may continue to 
grow in strength as long as the 
public accepts cotton as a material. 
Thus, the production of cotton tex- 
tiles today responds to this stimu- 
lant of consumer demand and cre- 
ates an air of southern prosperity. 

Other businesses in the South 
will benefit, of course, and the in- 
flux of textile wages on the market 
should serve to bolster income and 
productivity in all serments of the 
economy. One can expect a contin- 
uation of this pressure for the next 
half year at least. 


Taxes and economic policy 

The current crop of tax revision 
programs all have one thing in 
common; they direct their attention 
to a reduction in the scale of the 
levies. In too many cases, they do 
not take a realistic approach to the 
relation of revenue and cost of gov- 
word of 
caution must be expressed to busi- 


ernmental operation. A 
ness leaders, many of whom suc- 


cumb to temptation and become 
followers of a good sounding, but 
highly 


scheme 
One should remember that the 


dangerous, tax reduction 


best economic balance in govern- 
ment as well as in business is a 
relative equality between income 
and outgo. Governments can oper- 
ate with a deficit for many years 
but the most lasting result is infla 
tion. It pays to insure against con- 
tinuous and increasing inflation by 
adhering to a good sound tax policy. 

“Let's Back 


Home” is the title of a special arti- 


Bring Government 
cle by Allan Shivers, Governor of 


Texas, beginning of page 30. 














How to balance your 

















communications 





with your needs 











Every power line has its own individual communi- 
cations requirement. Any less is unsatisfactory. Any 
more is wasteful. 


The Bell System can provide exact amounts of 
communications service — no less, and no more than 
you should have. If your communications needs in- 
crease, we can expand your service accordingly. If 
your needs decrease, we can trim your service to fit. 


Net result: good, flexible, efficient communications 
for the job at all times. 


The Bell System places all forms of communica- 
tions at your service — using microwave radio, wire 
or cable. In every case, we have matchless experience 
to back up our equipment. 

Your Bell Telephone Company will be glad to study 


your communications problems and needs without charge. 
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PRIVATE-LINE TELEPHONE 


TELETYPEWRITER MOBILE TELEPHONE 
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NEVER RESTS 


KIULARK vive custs 











The “Red” enemy has taken his toll again. After 
ten years, exposure to a humid climote, this iron 
fitting displays all the signs of “rust-torture”— 
pitting, scaling, structural breakdown...signs of 
costly installation troubles in the near future. 


Ten years—or twenty years—from now, this 
Killark Alumalloy fitting wil still be offering safe, 
sure day-ofter-day service. Its smooth clear- 
through Alumalloy construction is mute testimony 
to the decades of reliable performance that lie 


, 
ohead for every Killark installation. - a H LLARK 
: install permanently with 


ae Alumalloy Fittings and Fixtures 


They'll Never Rust... Never Corrode! 


Night and day rust is busy eating away at ordinary electrical installations— 
devouring years of future performance, consuming profits, creating costly 
Killark Alumalloy Fittings breakdowns and lost time. 
Meet Government But Rust's relentless appetite can't harm Killark Fittings. They're made 
of exclusive Alumalloy—the 20th Century Metal. They can't 


Specifications rust—they won't corrode. 


And there are many other shining examples of Killark superiority. For example: 
Alumalloy is satin-smooth inside and out... won't break under excessive 


strain...is safe and non-sparking ...60% lighter than iron... 
always produces a clean-cut, easy-to-install thread. 


“KILLARK —a Fitting Name to Remember” 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


Atlanta 69 Mills Street, N. W. Dallas 1901 Griffin Street Philadelphia 2014 Chancellor St. 
SALES OFFICES and Boston 156 Purchase St. Denver 1073 Galapago Pittsburgh 50 26th St. 
WAREHOUSE STOCKS Buffalo 18 Quay St. Detroit 8319 Mack Ave. San Francisco 140 Spear St. 
Chicago 564 West Adams St. Los Angeles 412 Seaton St. Seattle 4130 First Avenue South 


SALES OFFICES Baltimore 11 W. 25th St. Columbus 2700 E. Main St. Minneapolis 924 Andrus Bidg. 
Cincinnati 49 Central Ave. Kansas City, Mo. 616 W. 26th St. New York 600 W. 181 St. 
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Faced with an overloaded, out-of-date wiring 
system? Then consider NEasbestus, National Electric s 
asbestos-varnished cambric wires and cables. With 
NEasbestus you buy less copper, require less con- 
duit space, yet deliver the same load! 

NEasbestus wire can permissibly operate at 
higher temperatures than the same size rubber or 
sia-Tauile) oliokiioMaritlioli-temaclileltatele Melacelsellale MoM ial. 
National Electrical Code. Thus, you can use smaller 
sizes of NEasbestus wire to carry a given load. 


For example: 


Size 500 MCM-RH—capacity 380 Amperes. 
Size 350 MCM-NEasbestus— 
capacity 390 Amperes. (Approximately 
20% savings in cross-sectional area) 
Size 1000 MCM-RH—capacity 545 Amperes. 


Size 700 MCM-NEasbestus— 
capacity 560 Amperes. (Approximately 
27% savings in cross-sectional area) 


With NEasbestus wire you can use your present 
conduit—save the cost of new, enlarged conduit 


ae ees! = runs and resultant structural alterations. Just pull 
— — 


out the old wires, pull in NEasbestus. 


@ Save the cost of new, larger-sized cable. 


@ Save major carpentry, plastering, painting 
repair bills. 


For maximum continuous operations in external or 


internal hot spots, install NEasbestus today. There's 
a sales office near you. 


Write today for the free NEasbestus catalog 


VERYTHING IN WIR 


National Electric Products - 
PITTSBURGH, PA. 


3 PLANTS 7 WAREHOUSES 42 SALES OFFICES 
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CONDULETS 


Quality does count in practically every electrical conduit installation that you 
make. When you use CONDULETS you know that you are putting in electrical 
equipment of the highest quality, because CONDULETS have been doubly 
tested .. . in the factory and in the field. 


Crouse-Hinds quality control assures a long-lasting product and field records 
prove it by the test that only time can give. Thousands of CONDULET instal- 
lations are still in tip-top condition after twenty, thirty, or even more than forty 
years of dependable service. 


The illustration at the right shows four of Crouse-Hinds’ basic quality features 
that are common to all CONDULETS. The fifth, Wedge Nut Fasteners, is an 
exclusive Crouse-Hinds feature that has made Obround CONDULETS preferred 
by electricians everywhere. 


Taper tapping. Condulet threads are taper 
tapped to match tapered conduit threading. Makes 
a rigid joint that will not loosen. This assures perma- 
nent ground continuity . . . important for safety. 


integral bushing. A smooth rounded surface 
protects wire insulation. 





Material. Feraloy...aspecia! alloy that is strong 
and tough, resists corrosion, and gives sharp, full 


Type EVA Explosion-Proof threads 


Lighting Fixture 


CONDULET 


Finish. A triple treatment provides long-lasting 
protection ... exceeds Federal and U.L. specifications. 


Wedge Nut cover fastener. Clear cover 
opening ...no projections. No loose parts ... Wedge r 


Nuts and screws self-retained. No screw holes to 
am \\\iitl 


align. 
More than 15000 items are listed in the Condulet 
Catalog including a complete explosion-proof and dust- 
Type ARE Arktite tight line for use in hazardous locations. | 


Receptacle Equipment On your next job, use CONDULETS . .. they're made 


right to last longer. 


*CONDULET is a coined word registered in the 
U. S. Patent Office. It designates a product 
made only by the Crouse-Hinds Company. 


Type FS Condulet 
With Pilot Lamp Receptacle, 
Switch and Plug Receptacle 


Type VC Vaportight ; 
Industrial Lighting Fixture Type EPC Explosion-Proof 
Type GUAC Explosion-Proof Type FLB Explosion-Proof Motor Starter and 
Junction Condulet Circuit Breaker Condulet Circuit Breaker Condulet 


A CROUSE-HINDS COMPANY 


Nationwide 


Distribution Syracuse 1, N. 2 


Through Electrical OFFICES: Birmingham — Boston — Buffalo — Chicago - - Cincinnati _ Cleveland ~ Dallas — Denver — Detroit — Houston 
Wholesalers Indianapolis — Kansos City — Los Angles — — New Orleans — New York — Philadelphia 
. Pittsburgh — Portland Ove San Feonclece- - Seattle — St. Louis — Tulsa Washington 
RESIDENT REPRESENTATIVES. Albany — Atlanta — Baltimore — Charlotte — Corpus Christi — Richmond. Va — Shreveport 
Crouse-Hinds Company of Canada Lid. Toronto. Ont 





CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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And now we have not one ‘or two &€ 
but three times {§'S ge te capacity 


to meet the demand <-= for 


cast iron boxes like our types YS 


Everybody wants them ak SA Htarae. $B 
Batt 


{= 


for 02. boxes are quality cutee’ 
from drawing board vA i, They're OK 


if they're 0. 2. 





to completed box = © 


Of course, increased production 


262 BOND STREET - BROOKLYN 2,N. Y. 


means reviged (pRIces _ CONDUIT FITTINGS © CABLE TERMINATORS © CAST IRON BOXES 
Ve —- 


SOLDERLESS CONNECTORS ¢ GROUNDING DEVICES « POWER CONNECTORS 


a ’ for your new price list today | 
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Prominent Distributor tells why 


he prefers to sell fluorescent fixtures 
using CERTIFIED BALLASTS 


ARTHUR N. ANIXTER, of Engiewood Electrical Supply Company 


ee 


“We prefer to sell fluorescent fixtures that use Certified Ballasts because they reduce ballast 
trouble and keep our customers satisfied,” says Arthur N. Anixter of Englewood Electrical 
Supply Company, an outstanding Midwestern fixture distributor. 


Architects, engineers, fixture manufacturers, contractors and distributors alike know that 


CERTIFIED BALLASTS assure — 
Full Lamp Life Rated Light Output Long Ballast Life 


CERTIFIED BALLASTS are made by 10 leading manufacturers to 
precise specifications, then tested by Electrical Testing Laborato- 
ries, Inc., which certifies they conform to these high standards. 
Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 
; a | Participation in the CERTIFIED BALLAST program is open to 
2 any manufacturer who complies with the requirements of 





CERTIFIED CERTIFIED BALLAST MANUFACTURERS. 


[paTIFLED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Give Your Hospital and Other Customers 
Modern Cireuit Protection... 
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Buffalo State Hospital and Surgery Building — another @ equipped 
institution. Architects, York & Sawyer, New York; Engineer, Edward 


Southeast Florida Tuberculosis Hospital, Lantana, Florida, equipped ‘ 
A. Sears, New York 


with @ products. Architects and Engineers, Reynolds, Smith & Hill, 
ar “a Florida; Associate Architect, Charles F Kuhm, Jacksonville, 
orida. 


Justall 
ELECTRICAL PRODUCTS 


SHUTLBRAK 
@ PRODUCTS are noted for their safety, efficiency,  satcnacnans 


dependability, and economy of operation — vitally 
important factors in modern hospital and other types 


‘ PULFUZSWITCH 
of construction. 


PANELBOARD 
A pioneer in the manufacture of products for the 
control and distribution of power and light, @® has 
specialized in the development of equipment that is 
modern in design, rugged in construction and will 
give long and trouble-free service — products that 
measure up fully to the requirements of the Under- 
writers’ Laboratories, Inc., and the highest standards 
of the industry. 
If you want to assure your hospital and other clients 
modern circuit protection, then install on all your 
jobs. Your nearest @ representative, listed in Sweet's, 
or your electrical wholesaler, will be glad to provide QP QUICKLAG P 
additional information on any or all @® products. emeeneaees 


Frank e€dam Electric Co. 


P. 0. BOX 357 © ST. LOUIS 3, MISSOURI Our 62nd Year 


Makers of: BUSDUCT © PANELBOARDS » SWITCHBOARDS « SERVICE EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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“Toughest operating 
but the first batch of 


Says Chief Electrician, Hudson Plant, 
Universal Atlas Cement Company 


@ Year after year, at this quarry, the Amerclad is ex- 
posed to knife-sharp fragments of flying rock. During 
the summer, the rock often gets so hot that you can’t even 
touch it. Other times, the cable lies out in the rain and 
snow— often at sub-zero temperatures. 

At the Hudson, N. Y. quarry of Universal Atlas, Chief 
Electrician Frank Rodmond said, “This Amerclad runs 
the constant danger of being hit with flying rock frag- 
ments through secondary blasting. Yet the down-time 
cost of this operation is so high that we just can’t stand 
cables that keep failing. We kept that last batch of Amer- 
clad 12 years before we replaced it, yet it was still service- 
able when we switched over to new Amerclad.” 

If you want service like this, specify Amerclad the next 
time you need cable that can really take it. Amerclad is 
available in a great many sizes and constructions, with 
or without shielding. There is a type to power anything 
from a river dredge or mine locomotive down to a rough 





and tumble electric hand drill. Send the coupon, and get 
more information. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIC 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





AND CABLE 


paper & varnished cambric cable 
asbestos wire and cable 


inten A Si ANDAR D Cable for 
> 
> 


aerial, underground & submarine cable 


THIS IS A TYPICAL DRILL. It uses a > shovel & dredge cable 


USS AMERICAN ELECTRICAL 
eee 
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condition in our quarry— 
- Amerclad lasted 12 years” 








¥ % ES rT a 


NOTICE THE CABLE TRAY fastened to the shovel. This was developed by Universal Atlas for easier cable handling 


it also prolongs life of the cable. 


HERE A CABLE is raised on horses to clear the railroad track. It 
feeds the shovel visible in background. 


every SPECIAL Soh / 


P mold cured portable cord 





P machine tool & building wire 


> special purpose wire & cable 


WIRE & CABLE 
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TWO WORKMEN WATCH from blast shelter as charge is set off in 
distance. Low horses cushion cable from shock of falling rock in 


secondary blast areas. 


~ SEND THE COUPON 


American Steel & Wire Division 

Room BE-43, Rockefeller Building 

Cleveland 13, Ohio 

[) Please give me more information about Amerclad. 
[] Id like to talk to your representative. 
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There is a Prescolite for any commercial or residential in- 
stallation. Easy to install, Easier to sell! Exclusive features, 
pre-wired units. Wide range colors, styles and finishes — 


unit packing, easy to stock and reship. 


Write fur complete new catalogs to: Prescolite 
2229 Fourth Street, Berkeley 10, 
California. 


A-1 Architectural 
R-7 Recessed 
S-2 Swivel 


PRESCOLITE MANUFACTURING CORPORATION 
Berkeley, California Neshaminy, Pa. 


16 





-wired Unit 
fis Pat. No 2561986 
US Pat. No. 2593513 
other patents pending 


3 removable access 


make wiring 
play under all conditions 


ge wired unit 


pry-out knock-outs 


Exclusive Swing-Way hinge 


See your distributor or your near- SWEET’S FILE 
est Prescolite sales representative. ARCHITECTURAL 


Atianta, Ga.—Charles L. Woodyard, 161 Simpson, N. W. 
Baltimore, Md.—T. H. Bailey, Jr., 409 National Marine Bank Bidg. 
Boston 10, Mass.—John W. Fay, 176 Federal St 

Cedar Grove, N. J.—P. M. Sales, 118 Sunrise Terrace 

Chicago, Illinois—Rudolph h. Soukop, 1585 Merchandise Mart 
Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Rd 
Dallas, Texas—The John Hancock Company, 2921 Fairmount 
Dayton 2, Ohio—Gary Roof, 1147 Third National Bidg 

Denver, Colo.—Kenneth B. Schumann, 1073 Galapago St 

Des Moines, lowa—). H. Hu!!, 1300 - 47th St 

Detroit, Mich.—L. H. Beck Electric Sales Co., 7744 Hamilton Ave 
Erie, Pa.—D. S. Pollock Co., 622 W. 9th St 

Kansas City, Mo.—Car! W. Thorsell, 1195 E. 77th St 

Knoxville, Tenn.—C. E. Pitner, P. 0. Box 693 

Los Angeles, Calif.— Barney DeRamus & Assoc., 125 S. Santa Fe 
Milwaukee, Wisc.—Willis H. Murphy, 4520 N. Woodruff Ave 
New Orleans, La.—E£. J. Hagan, 3820 Louisiana Ave 

Oklahoma City, Okla.—The Tom Fielder Co., 313 N. W. 4th St 
Omaha, Nebr.—Geo. C. Mittauer & Assoc., 11121/2 Farnam St 
Philadelphia, Pa.—Bond & Kyack, 1817 Callowhil! St 
Richmond, Va.—W. H. Lassiter, Jr., Crenshaw Bidg., 300 E. Main 
Salt Lake City, Utah—J). R. Christensen, 247 E. 5th South 
Sacramento, Calif.—A. L. Perdue, 4305 Ravenwood Ave 

St. Louis, Mo.—J. A. Noser, 3204 Bailey St 

St. Paul, Minn.—Charles L. Schwab, 345 N. Wheeler 

St. Petersburg, Fla.—Frank McPherson, 6417 - 7th Ave., North 
San Diego, Calif.—John Alien Ware, 301 West ‘‘G”’ St 

Seattle, Wash.—Gleasons, 901 E. 45th St 

Syracuse, N. Y.—Fay-Sullivan, Inc., 1117 Cumberland Ave. 
Vancouver, B. C.—J. S. Edwards, 1206 Hamilton St. 


Export Agents: Uniworld industrial Mart, 31 E. 10th St., New 
York, N.Y 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 21, 111, 112 and 113) 


, 1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued by Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 
440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 


1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 
eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 


1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof 
Wire and Cable” catalog, No. 22. By word and picture 
the story of Rome wire and cable including specifications 
and a technical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Il. 


1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photometric and 
acoustical performance of the Wakefield Ceiling. This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. F. W. 
Wakefield Brass Co., Vermilion, Ohio. 


1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 


1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor PIl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 


1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 


1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 





ELECTRICAL SOUTH 


806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





1008 1030 1032 1048 1054 
1058 1068 1076 1082 1086 
1088 1090 1092 1110 1130 
1136 1140 1144 1146 1150 
1156 1166 1172 1178 1180 
1182 1184 1186 1188 1190 
1192 1198 1204 1206 1208 
1214 1216 1218 1220 1222 
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phen 


WITH PEMCO LUMINAIRES 





Collins Avenue, Miami Beach the “Miracle Mile” 


Man-made magic of Miami—with modern Pemco street lighting 
fixtures to brighten the night scene. Note in the daytime photo, 
please, the graceful, cleancut design of these luminaires. This new 
installation, numbering over 700 lights, is another example of suc- 
cessful teamwork between local government experts and Pemco's 
Engineering Department. We'll be glad to assist in the planning 
of your project! Write for our Lighting Catalogue! 


PHILADELPHIA ELECTRICAL & Mrc. Co. 
1200 N. 31st STREET, PHILADELPHIA 21, PA. 


yA STREET LIGHTING DIVISION 
ae Side or top opening hood, 


reflector and glassware 
readily interchangeable to 
meet varied needs 


America’s Pioneer Street lighting Manufacturer © Offices in Principal Cities 
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1140—Pole Line Hardware. Catalog No. 50 has just been 
announced by Hubbard and Co., 6301 Butler St., Pitts- 
burgh, Pa. Hundreds of new products in the pole line hard- 
ware and accessories line are included in this new edition 
which is bound in burgundy fabricoid, embossed, and 
printed in two colors throughout. 

1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 
has just been issued by Lithonia Lighting Products Co., 
Lithonia, Georgia. It contains descriptive material and 
specifications on a wide range of fluorescent equipment 
suitable for residential, commercial, industrial and other 
applications. 

1146—Ceil Heat Electric Radiant Heating Cables. New 
illustrated folders, fully describing Ceil Heat invisible 
Electric Radiant Heating Cables, have just been issued by 
the Ceil Heat Division of Homes, Inc., 5212 Homberg Dr., 
Knoxville, Tenn. Consumer explanation of radiant ceiling 
heat as well as technical installation instructions are in- 
cluded in the literature. 

1150—Fluorescent Fixtures. Colorful, 20-page catalog. 
Front cover shows interesting illustration of “Light 
through the Ages.” Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by 
Light & Power Utilities Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn. 

1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured 
by the Jones Metal Products, Inc. of West Lafayette, Ohio. 
Several new sections have been added and all major light- 
ing units have revised illustrations, cutaway views, di- 
mentional drawings, plus typical installation diagrams and 
photos. 

1166—Electrical Fittings. 40-page illustrated catalog 
and price list and wide Gedney line. Shown and listed are 
conduit, threaded entrance, SEC, EMT and ground fittings, 
and box connectors for both armored and non-metallic 
cable. Most of the line is made of tough malleable iron and 
hot dip galvanized. Desired copies available from Gedney 
Electric Co., RKO Bldg., Radio City, New York 20, N. Y. 

1172—Bus Duct Manual. A new 68-page manual describ- 
ing types of bus duct and accessories available, and pre- 
senting application and test data, specifications, informa- 
tion on pricing a typical bus duct installation, and a typi- 
cal bill of materials, is available from Westinghouse Elec- 
tric Corporation, Box 2099, Pittsburgh, Pa. The manual 
is designated as Bulletin No. B-4272A. 

1178—Remote-Control Wiring System. Bulletin 16-200 
is a 36-page manual describing layout and installation of 
remote-control wiring, and is available from General Elec- 
tric Co., Construction Materials Dept., Bridgeport 2, Conn. 
Advantages and explanation of the system are followed by 
illustrated installation procedure. System components, cir- 
cuit diagrams, and a typical home layout round out this 
completely descriptive manual. 

1180—Fluorescent Lighting. 24-page catalog describing 
complete line of commercial, industrial strip and kitchen 
lighting units, shielded and open, showing installation and 
maintenance data and price lists. Available from Louisville 
Lamp Co. Louisville, Ky. 

1182—Switch and Bus Insulators. A new bulletin giving 
specifications engineering data, contours, dimensions, etc. 
on its full line of Switeh and Bus Insulators has been re- 
cently published by Victor Insulators, Inc. of Victor, N. Y. 
Write for Bulletin No. 5 or use reply ‘coupon below. 

1184—Underground Cables. Complete 16-page catalog. 
Describes construction and illustrates uses for Simplex- 
ANHYDREX Cables. Catalog contains cable weights and 
diameters, as well as complete splicing instructions. Copies 
may be obtained from Simplex Wire & Cable Co., 79 Sid- 
nev Street. Cambridge 39, Mass. 

1186—Electric Heating File, offered by Electromode 
Corporation, Rochester 3, N. Y., is made up to suit in- 
dividual requests for information on Electromode Heaters 
for domestic, industrial or farm use; or to contain mate- 
rial on the complete Electromode line if desired. Included 
are specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 

1188—CSP Distribution Transformers. A 32-page, three- 
color catalog, “Transformers That Cut Distribution Costs,” 
is now available from Westinghouse Electric Corp., Box 
2099, Pittsburgh 30, Pa. The “how” and “why” of these 
transformers is presented in four divisions: performance, 
evidence, construction, and the products. 
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1190—Electrical Fittings and Fixtures. Blackhawk In- 
dustries, Dubuque, lowa offer a new 2-color bulletin deserib- 
ing and illustrating B-I Electrical Fittings and Fixtures. 
Included are conduit and cable fittings, conduit and cable 
straps, staples, box supports, sill plates, locknuts and 
bushings, wire holders and yard lights. 


1192—Wire Pulling Lubricant. Illustrated six. page 
folder showing the advantages of an improved Y-Er Eas 
wire pulling lubricant is available from Electro Compound 
Company, 3812 West 150th Street, Cleveland 11, Ohio 


1198—TOOLS AND WIRING MATERIAL. A_ new 
eight page folder showing the new JIFFY SAW ATTACH- 
MENTS and other hole cutting tools, as well as SNAP-IN 
BLANKS, BOX SUPPORTS, NO-KINK FISH TAPE, and 
other wiring specialties, has just been issued by CLYDE 
W. LINT CO., 1144 W. Washington Blvd., Chicago, Ill 


1200—Fluorescent Fixtures. Complete information on 
fluorescent lighting for offices, commercial interiors of all 
types, industrial plants, school, libraries, etc., available 
from Leader Electric Company, 3500 N. Kedzie Avenue, 
Chicago 18, Illinois. 


1202—Hazardous-Location Equipment. Bulletin 2631 
contains up-to-date information (following 1951 Code re- 
vision) on why equipment for hazardous locations is de- 
signed and built as it is, and is available from Crouse- 
Hinds Co., Wolf & 7th, No., Syracuse 1, N. Y. A detailed 
treatment of Article 500 of the 1951 Code is found in 
Bulletin 2627, also available from Crouse-Hinds. 


1204—Electrical Conduit Fittings, Conduit Nipples, 
Couplings, Elbows. Illustrated Catalog available upon 
request to Electrical Fittings Corp., Woodside, N. Y., or 
our nearest warehouse in your locality. 


1206—Electrical Tape. Available in catalog sheet form 
are Haartz-Mason specifications for Paramount Friction 
Tape, Stronghold Rubber Tape, and the new Paraplastic 
Plastic Tape which effectively does the work of both rubber 
and friction tapes for faster and neater taping. Haartz- 
Mason, Inc., Watertown 72, Mass. 


1208—Contemporary Lighting Fixtures. New catalogs 
are available from Pressteel Company, 800 Bancroft Way, 
Berkeley 2, California. Profusely illustrated, the catalogs 
feature their Recessed, Swivel-Lite and Architectural 
Series, and include prices, framing-in-dimensions and 
candle-power distribution curves. The Swivel-Lite and 
Architectural Series are available in a wide range of 
decorator colors. 


1214—Wire, Fuses, Wiring Devices, General Catalog of 
Royal Electric Company, Inc., Pawtucket, R. I., covering 
flexible service and lamp cords, cord sets, extensions, 
trouble lights, wiring devices and decorative Christmas 
lighing is available to wholesalers. Dealer catalogs may 
be secured from Royal distributors 


1216—Metal Framing—New Pocket Catalog No. 800. 
Handy reference for the engineer, draftsman, or man on 
the job—84 pages of useful reference tables, ideas, photos, 
drawings and other data on how to mount, frame, hang 
and support all types of mechanical and electrical equip- 
ment with UNISTRUT All-purpose Metal Framing. Uni- 
strut Products, 1013 Washington Blvd., Chicago 7, Tl. 


1218—Carbon Products. A 28 page catalog on Motor 
and Generator Brushes and carbon products telling how to 
order brushes, grade recommendations, characteristics 
and description of brush grades, and a complete review 
of tvpes of shunts, brush connections, terminal and shunt 
location. Catalog #95 ‘s available from the Helwig Com 
pany, 2536 North 30th Street, Milwaukee, Wis 


1220—Stadium Lighting. The Pyle-National Company, 
1334 N. Kostner Ave., Chicago. Ill., announces the avail- 
ability of a new 8 page bulletin, No. 605, on stadium 
lighting, describing in detail floodlighting of a typical 
outdoor athletic arena stressing the importance of using 
fully enclosed floodlights 


1222 — Decorative Carbon Lamps. Nalco Candylbeme 
rative carbon lamps are the ibject of a new leaflet 


decoré 
which is now available from North American Electric 
Lamp Co., 1014 Tyler St., St. Louis, Mo. Descriptions, 
specifications, and list prices are given for the lamps which 
are suitable for use in electric candle sticks, crystal table 
displays, funeral chapels, wall brackets, altar lights, can- 


delabra, torchieres, menorahs, churches, and hotel 
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Some 9,500 people were in South Amboy, N.J., 
that drizzly evening in 1950. At the water- 
front, longshoremen were transferring the 
last of 12 freight cars of ammunition to light- 
ers that would carry it to a waiting vessel in 
Raritan Bay. 


But the City Hall clock never got to 7:27— 


radius of 12 miles; and hundreds of people 
looked at their arms and legs and saw that 
flying daggers of glass had stabbed them. 

At dawn, 312 of the injured had been counted. 

* * * 

Such disasters have happened many times be- 
fore in America. They could happen again. 
there 














of the injured. For blood saves lives? 

But blood cannot be mined or manufactured. 
It must come from the veins of healthy men 
and women. Men and women who feel concern 
for a suffering neighbor So give blood now! 
Whether your blood goes for Civil Defense 
needs, to a combat area, or to a local hospital 


and the freighter’s deadly cargo never got 
loaded. Explosions shattered windows over a 


Give 
Blood 
Now 


CALL YOUR 
RED CROSS TODAY! 


National Blood Program 
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Business Executives! 


y Check These Questions! 


If you can answer “‘yes”’ to most 
of them, you—and your com- 
any—are doing a needed job 
or the National Blood Program. 


Have you given your em- 
pores time off to make 
lood donations? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 


And if they do—and when they do 
must be blood plasma on hand to take care save < 


Have you set up a list of 
volunteers so that effi- 
cient pians can be made 
for scheduling donors? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 


Donor Program? 


Have you informed em- 
ployees of your company’s 
plan of co-operation? 
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this priceless, 


American life! 


Was this information 
ag through Plant Bul- 
etin or House Magazine? 


Has your company given 
any recognition to donors? 


Have you conducted a 
Donor Pledge Campaign 
in your company? 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 
for any American . . . the need 
for blood is urgent! 





painless gift will some day 





: 
4 
1 
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Cat. +633-618 Flush or Surface 


“Ggneral brings you a “Main and Range Plus”! The quadruple 100 Amp. main lugs feed 4 pull- 
pullout unit that actually plans for the future. Not only does this outs connected in parallel. One 


all-in-one unit take care of today’s wiring requirements . . . it 60 Amp. functions as a main dis- 


anticipates tomorrow's needs. Eliminates costly auxiliary wiring coanset for sign? 20 Amp. pup 


fuse branch circuits and the 60 


equipment, and unsightly additions. The “Genera! Quadruple 
™ vital Ge P Amp. sub-feed lugs. Three addi- 


Pullout unit is neat, compact, thoroughly dependable. It saves you 
tional pullouts (one 60 Amp. and 


time and materials . . . at a price you want to pay. No wonder own 20 Amp) conteel enaliahihe 


wholesalers and contractors all over the country are saying: such as, Ranges, Water Heaters 
Switch to “Generel today! Available everywhere exclusively Dryers, etc. Other combinations 


through wholesalers. may be ordered. 


are General 


in every Write for 


Major City Switch Corp. —_ 


45 ROEBLING ST. - BROOKLYN 11, W. Y. 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE EQUIPMENT e BRANCH CIRCUIT PANELS 
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00K / less burring Z 


with Youngstown 
Buckeye Conduit 


HERE’S WHAT A CONTRACTOR SAYS 
ABOUT CONDUIT: “We electrical contractors 
prefer the conduit that gives us a minimum of 
burring. The fewer burrs, the more hours I 
save on reaming time. Buckeye Conduit gives 
a contractor a chance to cut installation costs. 
That’s why I like it.” 


ELECTRICAL ENGINEER PRAISES BUCK- 
EYE CONDUIT: “From experience I’ve found 


that contractors protect wires better if they 
use Buckeye. Youngstown makes rigid 


steel conduit from start to finish. This 
assures a quality control of manufac- 
ture and thus better steel. That is 
why Buckeye cuts easier and cre- 

ates fewer burrs.” 


Take a tip from electrical men! Get Buckeye 
Conduit for a minimum of burrs and a maxi- 


mum of protection. 


Shipments of Buckeye rigid steel con- 


duit are now being 


made from our 


conduit mills at Indiana Harbor 


and Youngstown. 


Pe eye 


—= 


WS 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 


TUBULAR PRODUCTS - 


CONDUIT - RODS - SHEETS - PLATES 


General Offices “— Youngstown 1, Ohio 
Export Office -500 Fifth Avenue, New York 


BARS - RAILROAD TRACK SPIKES. 
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DESIGN 









THE NEWEST ADVANCE IN 


FLUORESCENT LIGHTING FIXTURES FOR 





SCHOOLS, OFFICES, STORES AND PUBLIC BUILDINGS 


Tomorrow's fixture today — 
the new Wheeler FLO-LINER 
combines high efficiency 
and smart styling with 
unique maintenance ease 
and economy. When 
detached, louver assembly 
is automatically suspended 
below channel by supporting 
chains — allows quick, 
easy access to operating 
equipment. Amazingly 
flexible — 2 lamp and 4 lamp 


units available for both single 
pin and bi-pin lamps! 
45° CROSSWISE SHIELDING — provided by 


the unique use of a plastic center panel which 85% EFFICIENCY 
gives comfortable shielding to this shallow, 
smartly styled unit. 


- translucent 
plastic side panels and center panel 


give low brightness for more comfortable 
seeing and high efficiency. For further seeing 

7 comfort, 51% of the light is directed F 

| Write for special FLO-LINER bulletin | shove the heriaantet end 36% Setew. 


EASILY JOINED — in continuous 


rows by simply joining ends together 
with two screws which are 


. supplied. Units may be 
a suspended from pendant stems 
Distributed Exclusively Through Electrical Wholesalers 
WHEELER REFLECTOR COMPANY 
275 Congress Street Boston 10. Massachusetts 


or attached directly to ceiling. 
REPRESENTATIVES IN PRINCIPAL CITIES 


Miami BEACH 


Ses the Light 


Following the modern trend in lighting, Miami 
Beach, Florida has, as shown here, installed the 
latest modern designed street lighting equip- 
ment to give adequate light in the residen- 
tial sections as well as the business districts. 
Adequate light means greater public safety 


through reduced traffic hazards. 


Free | Write today for your free copy of Catalog 
* AIA. It gives detailed specifications. Just 
send your request on your letterhead to 


KERRIGAN IRON WORKS, Inc. 


GENERAL SALES OFFICE 
274 MADISON AVE. NEW YORK CITY 
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Switches 


For those who want performance with a well appearing 
installation for a group of switches or a single switch. 


Positive-Make with spring actuated quick-break 
Knife-Blade construction 

Enclosures are NEMA type 1 for general purpose 
Ample wiring room with conveniently located knockouts 
Finish is of gray hammertone 


Suitable for use as Service Equipment 


BullDog Master Type “A” 
Vacu-Break Safety Switches 


The simplified line to make switch handling easy, less 
costly, while providing a switch for more safety, longer 


service, fits all type “‘A”’ and “C”’ applications. 


WALKER BULLDOG DISTRICT OFFICES IN ALL 
LEADING CITIES IN THE SOUTHEAST 
Write for Walker and BullDog Bulletins 


on Electrical Equipment 
WECO 


ATLANTA 4 





- Waukan BLAGRRICAL CO. ANC. 


__ 70 Bennett Street, N. W. - P.O. Box 8 ° 


a Narn 2 








ELECTRICAL SOUTH for APRIL, 1953 





Through Research, Tomic 
adds something 


| x 
mUCH EASIER TO INSTALD: 


1 
PROVIDES MORE PERFECT BOND: 


GREATER PULL TEST! 


Lock washers are now pre-flexed at the 
factory to make your jobs easier... to make 
Tomic Fittings the best in the business! 


TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 
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Day-Brite ‘‘Close-Up”’ Quality 


MAKES YOUR 
PROFITS SAFE 


because it makes satisfied customers | 





THIS IS A CLOSE-UP of the interlocking louver feature of 
Day-Brite’s PLEXOLINE ® fixtures. Each cross-wise louver is 
firmly locked into the center “V” louver and is tied at both ends 
by a steel rod. The whole shielding unit is rigid. It won't sag. 
It won't rattle. Louvers will not twist or bend out of shape during 


installation or when the fixture is being cleaned or relamped. 
THIS ““CLOSE-UP”” QUALITY FEATURE is important to you 
because it helps make installation easier, faster and more profit- 
able. It means safer profits through elimination of costly, time- 
consuming “call-backs.’ 
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YOU'LL FIND THE DAY-BRITE 
REPRESENTATIVE IN YOUR AREA 
HELPFUL AND COOPERATIVE 


ATLANTA 1, GEORGIA 
Cecil Cannon & Oren Ruff, Jr. 
P. O. Box 1304 


BALTIMORE 17, MARYLAND 
Sam Masland 
625 West North Avenue 


CHARLOTTE 2, N. CAROLINA 
Gordon Wells 
212 Builders Bldg 


CORAL GABLES, FLORIDA 
James Foerster 


1533 Delgado Avenue 


DALLAS 2, TEXAS 
H. A. Auchter 
102 Thomas Bldg 


HOUSTON 6, TEXAS 
N. O. Reed 
1602 West Main Street 


LUBBOCK, TEXAS 
Stewart Norris 
P 1 @) Box 146 


MANDARIN, FLORIDA 
Joseph N. Crevasse 
P.O. Drawer 7 


MEMPHIS 3, TENNESSEE 
Munding Elec. Sales Agency 
186 Monroe Ave 


NEW ORLEANS 12, LOUISIANA 
Paul Hogan, Jr 


342 International Trade Mart 


RICHMOND 24, VIRGINIA 
Earl Dagenhardt 
41000 Maury St 
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wer Ave., St. Louis 7, Mo. In Canada 


Amalgamated Electric Corp., Ltd., 
Toronto 6, Ontario 


' “DECIDEDLY BETTER’ 


DAY-BRITE. 
ai lighting Ditres 





An outstanding opponent of continued 
expansion of centralized government says 


Let’s Bring Government 


HE PEOPLE of the United States today have a 
real opportunity to reverse the trend toward Big 
Government. 

For a discouragingly long time we have seen the 
growth in this country of a feeling of impatience 
with any limitations on the powers of the Federal 
Government. We have witnessed the spread of the 
doctrine that Congress and the President and the Fed- 
eral Government should have any power they chose 
to assume—that they should be permitted to coerce 
the individual citizen to whatever extent they may 
deem necessary in promoting their own concept of 
the general welfare. 

Now, happily, it seems that the pendulum is poised 
for a swing in the other direction: away from an all- 
powerful central government, away from government 
by executive decree, away from the specious theory of 
“paramount rights” assumed without benefit of con- 


“We must fight to halt the 
flow of governmental power 
to the national capitol." 
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By ALLAN SHIVERS 
Governor of Texas 


stitutional or statutory provision—away, in short, 
from Big Government and its attendant evils. 

A demand is growing among the people of the 
United States—and especially among the people of 
the South—that government be brought back home. 

Back home to the states. 

Under the basic law of our land, the states have 
never been in a position of subserviency to the Federal 
Government. The states are the creators, not the crea- 
tures, of the Federal Government. That fact has been 
too much forgotten. 

The doctrine of states’ rights is not an empty con- 
cept, not merely a topic for speeches by politicians. 
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Back Home! 


No. 5 of a series on problems 
of business and government 


It is the foundation stone of our whole system of 
government. 

Article X of the “Bill of Rights” of the Constitu- 
tion of the United States provides specifically and in 
unmistakable terms that all powers not expressly dele- 
gated to the Federal Government remain with the 
states and with the people. That is one of the funda- 
mental safeguards provided in the Constitution. 
Another is that which guarantees the individual citi- 
zen the free and full exercise of certain rights and 
protects him against encroachment and coercion with 
respect to those rights. 

It is because of such safeguards as these in the Con- 
stitution that the American Government has survived 
longer than any other government which existed at 
the time of the document’s adoption. 

Ours is a government which derives its powers from 
the governed themselves—from the people. Our Fed- 
eral Government is not sovereign. Only the people are 
sovereign in this country. In our Constitution, the 
American people set up a government of law, not a 
government of men. 

To the extent that we stray from this basic concept, 
our American form of government is endangered. 
There has been too much straying from it in recent 
years. 

But, say the proponents of an all-powerful central 
government, conditions have changed along with the 
times. When the Constitution was adopted in 1787, 
this country had a population of less than four million 
and the Union was composed of only thirteen states. 
The Big Government advocates claim that the men 
who drew up the Constitution could not have foreseen 
these changes and would not have presumed to legis- 
late finally for a country which is now composed of 
- forty-eight states with a combined population of more 
than 150 million. 
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ALLAN SHIVERS has had a notable career in the 
service of the Lone Stor State. At the age of 26 
he was elected to the Texas Senate and served 
three four-year terms. In 1946 he was elected 
Lieutenant Governor and three years later he be- 
came Governor. In 1951 he was elected Chairman 
of the Southern Governors’ Conference. 


Is there justification for this claim? 

I think not. 

I believe that the framers of the Constitution meant 
for certain of its provisions to be as rigid as language 
could make them. I believe that they intended for 
these provisions to remain unchanged through the 
years, so long as this nation should endure. It is my 
considered opinion that these rigid provisions are 
principally responsible for the survival of our Con- 
stitution for one hundred and sixty-five years, making 
it today the oldest constitution in continuous operation 
in the world. 


We Have a Federation of States 

The provisions I am talking about are those which 
set up our government as a federation of states—a 
Federal Government—and not as a centralized national 
government. 

here are several such provisions. Let us consider 
just two of them: that providing for amendments to 
the Constitution and that giving each state equal rep- 
resentation in the United States Senate. 

The Constitution provides, of course, that amend- 
ments may be submitted to the States by two-thirds 
vote of each house of Congress. But amendments can- 
not be put into effect until they have been ratified by 
three-fourths of the states. It is important to note 
that this ratification is not by the people of the United 
States as a whole. Such ratification must come from 
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the states acting as separate units. In the process, 
any state has as much voice as any other state, regard- 
less of their respective populations. 

The other provision mentioned reads as follows: 
“No state, without its consent, shall be deprived of 
equal suffrage in the Senate.” That provision, above 
any other in the Constitution, guarantees that we 
shall have a federal form of government—that is, a 
government made up of a federation of states, and 
not a centralized national government. In the legisla- 
tive processes carried on in the Senate, as in the ratifi- 
cation of proposed amendments to the Constitution, 
every state is equal with every other state. 


The chief argument made in favor of this form of 
government, at the time the Constitution was being 
written, was that this country would expand, that it 
would grow in area and population, and that only a fed- 
erated government could survive such expansion and 
growth. The history of the past one hundred and 
sixty-five years certainly has proved the soundness of 
this contention. 

If it had not been for these safeguards, our Govern- 
ment would have passed years ago under the control 
of a baker’s dozen or so of the most populous states. 
Our Constitution and our Government have survived 
precisely because we have had a federated government, 
a federation of states. 


Framers of Constitution Foresaw Changes 


There have been great changes in this country since 
the Constitution was adopted, certainly; but the 
greater the changes, the more apparent becomes the 
wisdom of the authors of the Constitution in making 
certain provisions inflexible. 

In 1887, when our Constitution was a century old, 
the population of the United States had grown to sixty 
million people, or fifteen times the population of the 
country at the time the Constitution was adopted, and 
the number of states had increased from thirteen 
to forty-one. Those figures represent tremendous 
changes. But here we have gone on for another sixty- 
five years, with the population increasing by 150 per 
cent and with seven more states added to the Union, 
without making any fundamental change in our Con- 
stitution or in our form of government. 

It is a weak case the Big Government proponents 
advance in support of their theory that the authors of 
the Constitution would have framed that document 
differently if they could have foreseen the great 
changes destined to take place in the United States. 
The framers of the Constitution did foresee change. 
They deliberately planned and worked to prepare the 
Union to meet change without its essential govern- 
mental structure being impaired. 

The Constitution has been subjected to a terrific 
battering during recent years. It has been assailed as 
an obstacle in the path of progress. Its authors have 
been stigmatized as representatives of privilege. Those 
who hold an abiding respect for the letter and spirit 
of the Constitution have been labeled reactionaries. 
Those who have defended its principles have been 
termed “economic royalists” and “tories.” 
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In spite of all this, however, the Constitution is still 
the Constitution. Our Constitution, as drawn up in 
1787 and as amended from time to time since then— 
by the states as separate units—is as much for today 
as it was for yesterday and will be as much for tomor- 
row as it is for today. 

To the extent that Big Government has led us away 
from the basic doctrine that this Union is a federa- 
tion of states, we must fight our way back. 

In this fight, the states themselves are in a position 
of critical importance. Only by bringing government 
back home can we make certain that the individual 
and social and economic freedoms guaranteed to us by 
the Constitution remain in effect. 


The States Have Responsibilities 


The states are the battleground on which we must 
fight to halt the powerful flow of governmental power 
to the national capitol. We may as well recognize that, 
regardless of which political party is in power in 
Washington, we shall have always with us those self- 
seeking or misguided men who want Washington to 
fill the role of that well-advertised soap powder which 
“does everything.” It is up to those of us who hold 
to the traditionally American concept of states’ rights 
to oppose the plans of these men, no matter in what 
high places they may be seated, no matter what their 
political allegiance. 

Along with the assertion of states’ rights there 
must be, of course an assumption of states’ responsi- 
bilities. 

It is vitally necessary that we get away from the 
idea of letting Uncle Sam do it. We must show less 
eagerness for handouts—of our money—from the Fed- 
eral Government, for with the handouts inevitably 
goes control. We must vigorously and unceasingly 
resist efforts by any department of the Federal Gov- 
ernment to encroach still further on our inherent 
rights as states; that, indeed, is our basic respon- 
sibility. 

From my own experience in state government, I 
should like to add a cautioning thought that the seats 
of state government must not themselves become min- 
iature Washingtons. The idea of bringing government 
home to the people should work downward as well as 
upward. Counties and municipalities within a state 
have their own rights in respect to local self-govern- 
ment. Those rights should be rigorously upheld and 
zealously protected by the several state governments. 

In working to bring government back home to the 
people, the states of this Union are simply performing 
a duty to their citizens and to their businesses and 
industries. That duty is to maintain the proper per- 
spective as regards freedom of the individual and 
freedom of business enterprise. 


For the individual] units of this federation of states, 


ours is a time of challenge and of opportunity. We 
can realize the opportunity by meeting the challenge. 
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Distribution of power to 


industrial lighting loads 


by W. H. Kahler, Westinghouse Electric Corp., Cleveland 
and R. N. Bell, E. I. du Pont de Nemours & Co., Wilmington 


@ THE RELATIVE MERITS of several (1) Separate power and light- —ing—lighting 120/208 V by small 
methods of distributing power to ing — lighting 120/208 V power dry -type transformers—power 460 
lighting loads can be obtained from 460 V wye. V wye. 

the results of comparison of sup- (2) Combined power and light- (3) Combined power and light- 
plying the lighting in a _ typical 

low bay industrial plant installa- 

tion. A brief description of the FIG.1 DISTRIBUTION STUDY WITH FLUORESCENT LIGHTING 

basis for this comparison and also 
the results obtained are shown in 
Figure I. Both system investment 
and copper content were considered 
in this comparison. 
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industrial plant which was 900 by 
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lying the li i é i is OLTAGE 
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This article is adapted by special 
permission of the American Institute 
of Electrical Engineers from a paper 
by the authors entitled “Electric Dis- 
tribution and Control for Lighting Sys- 
tems,” presented at the 1953 AIEE 
Winter General Meeting, in New York 
City. 
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ing—lighting 265 V from 460/265 
V system—power 460 V wye. 

(4) Combined power and light- 
ing—lighting 460 V—power 460 V 
wye. 

(5) Combined power and light- 
ing—lighting 460 V—power 460 V 
delta. 

The economic comparison _in- 
cluded the installed cost of all of 
the distribution system required 
for the lighting loads from the 
secondary substations to the branch 
circuits to the luminaires. The costs 
of the luminaires and lamps were 
not included in the comparison. In 
this particular case, the cost of the 
luminaires and lamps would be es- 
sentially the same for the five ar- 
rangements being considered. The 
substation cost for the combined 
systems was obtained by dividing 


up the total cost of the substation 
in relation to the amounts of power 
and lighting load which the sub- 
station supplied. 

The copper comparisons were 
based on the copper content of the 
secondary substations, low-voltage 
feeders, and branch circuits in the 
distribution systems supplying the 
lighting load. 

In the combined systems separate 
low-voltage feeders were provided 
for supplying the lighting load. 
Each of the five arrangements was 
designed so that the sum of the 
voltage drop in the low-voltage 
feeders and the branch circuits was 
limited to 3 per cent or less. Twenty 
ampere branch circuits were used 
in each of the five systems. 

The economic comparison shows 
that the two systems which employ 


FIG.2 DISTRIBUTION STUDY WITH FILAMENT LIGHTING 
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a 120/208 volt supply to the light- 
ing load required the largest in- 
vestment. The separate power and 
lighting arrangement was actually 
the most expensive. The combined 
system using small dry-type trans- 
formers to step down to 120/208 V 
for lighting required just slightly 
less investment than the separate 
power and lighting arrangement. 
The relatively high of the 
small dry-type transformers in this 
combined system was primarily re- 
sponsible for its cost being almost 
comparable to the separate ar- 
rangement. 

The relative cost of all three of 
the arrangements in which the 
lights were supplied directly from 
a 460 volt system was appreciably 
less than the separate power and 
lighting system. These three ar- 
rangements were approximately 
equal in cost being about 60 per 
cent of the investment in the sepa- 
rate power and lighting arrange- 
ment. 


cost 


The relative copper contents va- 
ried in approximately the same 
fashion as the system investments. 
The copper content of the arrange- 
ment in which 265 V fluorescent 
lamps were connected from line to 
neutral on the 460 V wye system 
was 40 per cent of the separate 
power and lighting arrangement. 
The two schemes in which the lumi- 
naires were connected line to line 
on the 460 volt system required 35 
per cent of copper in the separate 
power and lighting scheme. 


Nigh-bay lighting 

To further investigate the dif- 
ferent distribution system arrange- 
ments which can be used to supply 
the lighting load in an industrial 
plant, a comparison of the power 
distribution to high bay lighting 
was made. This comparison was 
based on supplying the lighting 
load in two adjacent high bay areas 
which were 80 by 860 feet. Both 
1000 W filament high bay lights 
and 1000 W mercury vapor units 
were considered for lighting in this 
installation. The lighting layout 
for both filament and mercury va- 
por sources was designed to provide 
approximately 50 footcandles of 
illumination. The power and light- 
ing loads were supplied from sec- 
ondary substations at three 
tions in the plant area. 


loca- 
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A comparison of three distribu- 
tion system arrangements for sup- 
plying the 1000 watt filament light- 
ing is illustrated in Figure 2. The 
three systems that were considered 
for supplying the 1000 W incandes- 
cent units are the following: 

1. Separate power and lighting 
systems with lighting supplied at 
120/208 V. from panelboards _in- 
stalled at the floor level. 

2. Separate power and lighting 
system with lighting supplied at 
120/208 V- from. panelboards _ in- 
stalled overhead. Remotely-con- 
trolled contactors installed overhead 
for control of lights. 

3. Combined power and lighting 
system with small dry-type trans- 
formers stepping down to 120/208 
V for lighting. Panelboards and 
dry -type transformers overhead. 
Lighting controlled by breakers at 
floor level. 

The economic comparison of 
these three schemes shows that the 
separate system with panelboards 
at the floor level and the combined 
system using smal] dry-type trans- 
formers for lighting require ap- 
proximately the same amount of 
investment. The cost of separate 
power and lighting system employ- 
ing remote contactor control was 
about 8 per cent higher than the 
other two schemes. The difference 
in copper content among these 
three arrangements was so small 
that for practical purposes they 
can be considered negligible. 

Mereury vapor lighting 

The comparison which was made 
on the basis of 1000 W mercury 
vapor lighting for the high bay in- 
stallation is outlined in Figure 3. 
The distribution system arrange- 
ments which were considered for 
supplying this mercury vapor in- 
stallation are the same five ar- 
rangements that were investigated 
in the low bay fluorescent lighting 
comparison. As is illustrated in 
Figure 3, the results obtained in 
this comparison are very similar to 
those obtained when the same five 
systems were considered for sup- 
plying the fiuorescent lighting in- 
stallation. System number 5 which 
was a combined lighting and power 
arrangement with the lights con- 
nected line to line on an ungrounded 
460 V delta system is not shown in 
the diagram. However, the cost 
and relative copper content of this 
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FIG.3 DISTRIBUTION STUDY WITH MERCURY LIGHTING 
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system are essentially the same as 
system number 4. 

In the figures that are included 
with this paper no attempt has been 
made to show the relation between 
the costs of the distribution sys- 
tems for supplying filament and 
mercury vapor lighting on the high 
bay industrial installation. It is in- 
teresting to note that the cost of 
the separate lighting 
system which was designed to sup- 


power and 


ply the mercury vapor lighting was 
roughly 67 per cent of the invest- 
ment required for the 
power and lighting arrangement 
that was discussed in 
with the 1000 W filament lighting 
comparison. The combined powe1 
and lighting systems incorporating 
460 volt supply to the 


separate 


connection 


mercury va- 
por lights represented approximate- 
ly 43 per cent of the cost of the 


RELATIVE C 


separate power and lighting ar- 
rangement designed to supply the 
filament lighting. The _ relatively 
high cost of the distribution sys- 
tems for supplying the filament 
lighting can be attributed to the 
fact that power requirements of the 
filament lighting is over twice that 
of the mercury 
All three 


were described in this paper were 


vapor lamps. 
comparisons which 
based on the assumption that with 
a combined lighting and power sys- 
160 V utilization voltage 
would be suitable for all the power 


tem, a 


loads. In many cases it may not 
supply all of the 
the 460 V system 
This factor will tend to reduce the 
which 


be practical to 


power loads from 


advantages are shown for a 
160 \ lights. 


ever, in most instances the amount 


supply to the How- 


of power load which it is desirable 
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to supply at a some lower voltage 
will be relatively small and intro- 
ducing this consideration into the 
comparisons should not have any 
appreciable effect on the over-all 
results. 

The results of the comparisons 


indicate that the investment in the 
distribution system for supplying 
lighting loads can be considerably 
reduced by installing a combined 
power and lighting arrangement in 
which the lights are supplied di- 
(Please turn to page 78) 


How to calculate lighting 


units per branch circuit 


® DETERMINING the number of 
lamps that may be connected to a 
single branch circuit can some- 
‘times be a complicated problem. 
In a paper presented before the 
1953 Winter General Meeting of 
the American Institute of Electri- 
cal Engineers, by W. H. Kahler, of 
Westinghouse Electric Corp., and 
R. N. Bell, of E. I. du Pont de 
Nemours and Co., entitled “Electric 
Distribution and Control for 
Lighting Systems,” there was in- 
cluded a comprehensive table show- 
ing the number of lamps that 
could be connected to circuit break- 
ers of 15, 20, 25, 35, and 50 ampere 
ratings, respectively. The table 
took into consideration the derating 
required for continuous operation 
of panel breakers, as well as such 
factors as coordinating the time- 
current curve of the breaker with 
the time-current characteristic of 
mercury vapor lamps. The table 
which is reproduced here covers 
filament lamps, fluorescent lamps 
of both pre-heat and slimline types, 
and mercury lamps. 

“The National Electrical Code 
classifies branch circuits as 15, 20, 
30 and 50 amperes,” the authors 
reported. “According to the Code 
it is the rating of the circuit pro- 
tective device which actually de- 
termines the rating of the circuit. 
Fluorescent equipment and medium 
base screw shell lampholders are 
permitted on 15 and 20 ampere cir- 
cuits. Heavy duty lampholders are 
permitted on all four sizes of 
branch circuits. 

“Circuits are normally protected 
by circuit breakers or fuses. The 
primary function of an over-cur- 
rent protective device is to guard 
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against over-heating of the circuit 
conductor and to isolate a circuit 
fault. The operation of a thermal 
protective device (circuit breaker 
or fuse) is affected by the ambient 
temperature around the device. 
Circuit breakers are calibrated in 
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tripping even if power is interrupted oer circuit re-energized 


open air and therefore when en- 
closed should be derated. The Na- 
tional Electrical Manufacturers 
Association recommends derating 
factors for circuit breakers of 30% 
when used in panelboards and 20% 
when individually enclosed. 

“The selection of a circuit 
breaker size must therefore be 
based upon its derated value plus 
consideration of starting, operat- 
ing and possible lamp outage con- 
ditions of the lighting load. With 
mercury vapor lighting in particu- 
lar, it is necessary to coordinate 
the time-current curve of the 
breaker with the  time-current 
characteristic of the mercury vapor 
load. This is a rather tedious pro- 
cedure, and therefore the table has 
been prepared for all common 
lamps used with consideration 
given to all factors that influence 
the breaker selection.” 


NUMBER OF LIGHTING UNITS PER CIRCUIT 
CALCULATED FOR THERMAL-MAGNETIC TYPE BREAKER 


Breaker Bates 
<0 = 
e 





nuous 0 peration 
>] Bre a ke rs *+* 


14.0 17.5 24.5 35 





Lead-Lag Sequence Start 


rer Per ~S P 


Single Lamp H.P.F. 
Single Lamp H.P.F. 
Two Lamp Lead-Lag 


Two Lamp H.P. F. 
P.F. 


*According to National Electrical Code, 
pee lamps and fluorescent lamps may be connected 


lampbolders ft 


Capacity ¢t 
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Modern lishting for a substation 


by James A. Banton 


Illuminating Engineer 
Tampa Electric Company 


@ THE 11TH AVENUE SUB-STATION 
might truly te called the nerve 
-enter of the Tampa Electric Com- 
pany. From it radiate high-voltage 
transmission lines to all parts of 
the Tampa Electric Company sys- 
tem. From it go out also intercon- 
nect lines to power companies 
serving adjacent areas. Here op- 
erators and load dispatchers main- _ aa el 

tain a 24 hour vigil, watching a ; wrTyt a @ 
dozens of instruments for the first “ha a 
indication of trouble on Tampa es, va oc 
Electric lines or lines of intercon- 
nected power companies. An acci- 
dent involves a pole hundreds of 
miles away, lightning strikes in a 
distant part of the state—whatever 
may happen, operators and dis- 
patchers must detect the first indi- 
cation of trouble and act swiftly to 
prevent entire cities being thrown 
into darkness. 

To give this kind of service, op- 
erators must be able to detect in a 
split second glance, the first flicker 
of an instrument. There must be 
no dark spots, no glare obscured 
instrument faces caused by im- 


< 


properly located light sources, no 
straining to see. In short, the 
lighting of a switchboard must be 
right! And this is what the Tampa 
Electric Company has recently 
done—made the lighting in its 11th 
Avenue Sub-station right! 

To accomplish all of these things 
was not easy. It required a careful 
study of the particular job, a broad 
general knowledge of lighting, and 
a specific knowledge of sub-station ! 
lighting. : : 

General lighting was provided by 
four rows of Guth “Furturliters,” 


Please turn to page 78) 


These before and after pictures show 
the relighting of the Tampa Electric 
Company IIth Avenue Substation. II- 
lumination intensity on the faces of 
the instruments is now 65 footcandles 
in comparison with 8 footcandles with 
the former lighting installation. 
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J. M. Mooney, wiring consultant for 
Louisiana Power and Light Co., 
New Orleans, told the conference of 
the successful efforts of dealers to 
help sell adequate wiring. 


@ ADEQUATE WIRING will receive 
greater promotional emphasis than 
ever before in the period ahead. 
This fact emerged clearly at the 
9th Annual AW Conference in Chi- 
cago, recently, as speaker after 
speaker cited the need for height- 
ened sales effort. 

Buyer resistance is forcing AW 
to the forefront, it was empha- 
sized. Home builders are looking 
for plus features, electrical con- 
tractors are seeking rather than 
turning down work, utilities have 
excess power to sell, and appliance 
merchandisers are finding that 
overloaded circuits are dampening 
public enthusiasm for new equip- 
ment. As a result, AW has come 
into its own as a top item on the 
electrical industry’s promotional 
agenda. 

A record turnout of 206 dele- 
gates from 28 states participated 
in the discussions on how to sell 
the new and old home markets and 
how to assure widest industry sup- 
port. They heard presentations by: 
A. R. Hines, chairman of the Na- 
tional Adequate Wiring Bureau, 
who discussed, Are People Using 
Too Much Electricity?; Carl T. 
Bremicker, vice-president in charge 
of sales for Northern States Power 
Co., who answered the question, 
Why Should a Power Company 
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Promotion of adequate wiring 


Promote Adequate Wiring?; Dom- 
inick Dunn, Chicago real estate 
appraiser, who covered, What Does 
Adequate Wiring Mean to the Ap- 
praiser?; J. M. wiring 
consultant for Louisiana Power 
and Light Co., who explained how 
Dealers Are Helping to Sell Ade- 
quate Wiring in his area; Lester 
E. Barrett, chairman of the Na- 
tional Bureau’s Plan Committee, 
who described the 1953 AW Pro- 
gram; and E. W. Commery, illumi- 
nating engineer for GE’s Lamp 
Division, who covered Wiring Re- 
quirements for Light-Conditioning. 
The rest of the program was de- 
voted to panel and 
discussions. 


Mooney, 


open forum 

Adequate Wiring and the Light- 
Conditioned Home was the subject 
of the first panel which aired the 
experiences of several who have 
successfully combined these two 
features in merchandising efforts. 
Panelists included H. H. Brenan, 
manager of residential sales for 
Pennsylvania Power and Light; 
Robert W. Neel, of Cincinnati Gas 
and Electric’s Subdivision Develop- 
ment, Lighting Division; Frank 
Loula, of Northern States Power’s 
Lighting Sales Section; Art Jones, 
assistant manager of Westinghouse 
Electric’s Better Homes Bureau: 
and E. W. Commery. Panel mod- 
erator was J. F. Biggi, of the Na- 
tional AW Bureau. 

Key personnel connected with 
two successful wiring moderniza- 
tion programs participated in the 
panel, Selling the Biggest Market. 
They discussed the inner workings 
of their activities which have 
netted contractors an average of 
$156 per modernization job and in- 
creased KWH consumption in re- 
wired units about 30 per cent. Par- 
ticipants were J. M. Hollingsworth, 
director of merchandise sales and 
publicity for Iowa-Illinois Gas and 


Electric; W. M. 
wiring supervisor, and Mrs. Luvisa 


Rinck, adequate 


Driscoll, home wiring advisor, with 
Roberts, 
lighting sales supervisor for St. 


the same company; S. J. 


Joseph Power and Light; electrical 
contractors Fred Schleicher, of St. 
Joseph, G. O. Farlow, of Moline, 
H. L. Shaw, of Davenport; and 
electrical inspector Harry C. Frie- 
den, of Moline. Panel moderator 
was Frances Armin of the Na- 
tional Bureau. 

How Electrical Contractors Build 
Business Through Adequate Wir- 
ing Promotion was the subject of 
a third panel moderated by Bruno 
H. Barg, head of his own contract- 
ing firm in Milwaukee. Other par- 
ticipants included Carleton J. 
Bunce, coordinator of the Electri- 
cal Contractors’ Division, Bureau 
of Home Appliances of San Diego 
County, and contractors Simon 
Halle, of Colorado Springs, E. B. 
Oberlander, of Peoria, and George 
Hickenbotham, of Sheboygan, Wis. 

A novel feature of the conference 
was the I Want to Know reverse- 
panel discussion. Members of the 
audience were solicited by the pan- 
elists for answers to fundamental 
questions on AW promotion. The 
interrogators were either new to 
AW programs or represented re- 
cently-formed certification bureaus. 
Participants were: H. H. Brenan, 
representing the Central Eastern 
Pennsylvania AW Bureau; Earl 
Byers, AW representative for the 
Electrical League of Cleveland; A. 
A. Dick, wiring and lighting spe- 
cialist for Pennsylvania Electric 
Company; Les Waggoner, adequate 
wiring specialist for Arizona Pub- 
lic Service; and moderator W. R. 
Milby, assistant superintendent of 
Detroit Edison’s Customers Service 
Division. 

Forty-two of the 206 conference 
delegates represented the contract- 
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stimulated by competitive conditions 


ing branch of the industry, 91 were 
from utilities, 5 wholesaler and 24 
manufacturer representatives were 
present, along with 44 other dele- 
gates from local adequate wiring 
bureaus, electrical leagues, city in- 
spection departments, trade papers, 
etc. 

Under the general chairmanship 
of W. R. Milby, who is EEI repre- 
sentative on the National AW Bu- 
reau’s Executive Committee, the 
meeting opened with a _ keynote 
speech by A. R. Hines, commercial 
vice president of General Electric’s 
Marketing Services Division. 


Wiring Key to Future Sales 


Discussing the subject, Are Peo- 
ple Using Too Much Electricity ?, 
A. R. Hines pointed out that the 
electrical share of the gross na- 
tional product should increase from 
its present level about three per 
cent to five per cent in ten years. 

“Also, there are predictions that 
the residential use of electricity 
will again double in the next dec- 
ade. But this rosy sales future 
hangs on the wiring capacity in 
America’s homes, commercial and 
industrial buildings,” he said. “Our 
first order of business must be in- 
tensive promotion of adequate wir- 
ing among professional builders 
and the public. All branches of the 
electrical industry must unite to 
intensify this effort—because today 
we are certainly putting a strain 
on the average home wiring 
system! 

“Speaking from a manufactur- 
er’s viewpoint, it is important that 
we make sure that the wiring sys- 
tem is not a stumbling block in our 
path to the sale of more electrical 
products. And I do not think it 
need be, if all segments of our in- 
dustry will recognize its impor- 
tance.” 

Hines concluded his presentation 
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with some facts on the size of the 
market. An 
$2,000,000,000 in rewiring business 


wiring additional 
alone is a conservative estimate for 
the old home market, he 
Coupled with this is another $100,- 
000,000 


said. 


annually for adequate 
rather than minimum code wiring 
in the nation’s new homes. 

From the 
segment of our industry, adequate 
wiring is important—for many of 
Why be content 
with some wiring and some busi- 


viewpoint of every 


us it is a must. 


ness, he asked, when we can have 
more wiring and more business? 

The time has come when al! 
branches of the electrical industry 
realize that consumers cannot con- 
tinue indefinitely to add electrical 
appliances, said Carl T. Bremicker, 
vice president in charge of sales 
for Northern States Power Co. 
Residential wiring systems already 
are close to the elastic limit, he 
emphasized. 


AW effort an economic necessity 


“We can produce all the energy 
needed to serve new appliances our 
customers acquire, but how long 
can the wiring system on the cus- 
tomer’s side of the meter take it?” 

Speaking on the subject, Why 
Should a Power Company Promote 
Adequate Wiring? Mr. Bremicker 
pointed out that in 1953 the indus- 
trv is expected to concentrate its 
advertising and merchandising ef- 
forts on the so-called growth appli- 
ances—the room air conditioner, 
the electric clothes dryer, the home 
freezer and the electric sink. 

“But in doing so, it will not, T 
believe, discontinue promoting elec- 
tric ranges, electric water heaters, 
automatic laundry equipment, re- 
frigerators and a host of electric 
housewares. What does this mean 
in terms of the customer’s ability 
to use and enjoy these products?” 


Lester E. Barrett, president of Bar- 

rett Electrical Supply Co., of St. 

Louis, and chairman of the National 

Adequate Wiring Bureau’s Plan 

Committee, described the 1953 AW 
Program, 


he asked. 


system today is probably serving 


“The customer’s wiring 


the lighting needs in the home, pro- 
viding energy for appliances using 
heating elements, motorized appli- 
ances and elect ronic devices. It was 
more than likely designed for much 
less. The traffic on these copper 
pathways in the average home is 
getting heavier and heavier, year 
by vear. How much more can they 
take? How many 
consuming devices, which we know 


more current 


the customer plans to buy, can his 
present wiring system serve with 
9 


safety, convenience and economy 
“Tf utilities are 


a constantly increasing residential 


interested in 


use of electricity (and, believe me, 
they are), we must take a realistic 
view of the fact that the number 
of appliances which can be served 
in the customer’s home is deter- 
mined by the adequacy of the wir- 
ing system.” 

Bremicker then gave details on 

Please turn to page 73) 
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@ IF THE TAKE-OFF has been accu- 
rate and there has been a detailed 
listing of the materials required 
for the job, the estimator has built 
a sound foundation for the next 
steps in preparing the estimate. 
This installment will deal with the 
fundamental principles of obtain- 
ing and applying material and 
equipment prices, the determining 
and applying of labor units, and 
the extension and totaling of the 
entries. 

“The intelligent application of 
material prices and labor units,” 
says the National Electrical Con- 
tractors’ Association, “requires a 
great deal more than a blind use 
of published price and labor unit 
data.” 

Of first importance is to make 
an intelligent analysis of the com- 
piled data. Are they up to date? 
Will they be correct at the time the 
job is to be installed? Are they 


“* 


by C. E. Wright 


based upon the same quantities as 
listed in the estimate? Do you have 
the proper data for the item to 
which they are to be applied? Are 
the data correct as applied? 

No matter how accurate the take- 
off and material listed may be, the 
final estimate may be incorrect be- 
cause of improper application of 
material or labor units. An estima- 
tor must continually question the 
accuracy of any material price or 
labor unit he may use; he must 
take nothing for granted, for he 
alone is responsible for the final 
accuracy. 

There are two principal bases for 
applying material and labor opera- 
tion pricing data. One is a selling 
price basis, wherein the unit price 
includes the basic cost of the ma- 
terial or labor, the direct cost of 








handling or supplying the material 
or labor (direct cost expense), the 
proportionate general operating ex- 
pense allowance (overhead), and 
the proportionate amount of profit 
required. 

The other is the cost basis which 
is based upon the actual or esti- 
mated cost of only the item or op- 
eration itself. The direct cost of 
handling or supplying the material 
or labor, the proportionate general 
operating expense allowances, and 
required profit are accounted for 
in the summary of the estimate. 
The labor operation cost unit may 
be either on a dollar and cents basis 
or on a man-hour basis. 


Cost basis most popular 


A majority of estimates are com- 
piled by using units and prices 
based on cost. The cost basis is 
held to be more flexible in its appli- 
cation and less cumbersome in 








This is another of a series of several articles 
describing the course in electrical estimating 
which some 1,500 electrical estimators and 
would-be estimators are studying. The course 
is sponsored by the National Electrical Contrac- 
tors’ Association and represents a part of its 
expanded services to members. The objective 
of the course is to increase the accuracy of elec- 


trical estimating and to reduce the number of 
below-cost bids that plague the trade. Obviously, 
this series of articles can only present the high- 
lights of the course which is copyrighted by 
NECA and represents an important member- 
ship advantage. However. the articles will out- 
line the subject matter of the course for those 
who would like to pursue the study further. 
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for 


surface 


installation, 





anywhere. 





No. 5235 
Pull Chain 


No. 5236 
Keyless 
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No. 5231 
Single Pole Switch 


No. 5233 
3 Way Switch 


No. 5237 
Rosette 
or Junction Box 


Now—a completely new line 

of surface wiring devices— bases and covers 
are made in Urea Plastic 

— for Non-Metallic or B-X Cable wiring. 
Complete wiring instructions in each box. 


Send for additional information. 


LEVITON MANUFACTURING COMPANY 


brooklyn 22, new york * chicago * los angeles 





maintaining correctness of the 
data. It is easy to change the cost 
basis data whenever there is a 
change in material prices or labor 
allowance, but when selling price 
data are used there must be a com- 
plete recalculation of the data units 
with each change in material price 
or labor allowance. 

Because of its widespread use, 
the NECA estimating course de- 
votes most attention to the cost ba- 
sis, though it points out that a sell- 
ing price basis generally results in 
a greater tendency to _ include 
proper contingency allowances as 
well as proper overhead and profit 
allowances. 

It is pointed out, however, that 
the use of the same pricing data 
by two or more electrical contrac- 
tors or their employees by direct 
or indirect agreement is considered 
to be in violation of the anti-trust 
laws, though it is completely legal 
if individual contractors, by their 
own decision, use the same type of 
data as their competitors. 


Unit basis not favored 

There is a third method of pric- 
ing an estimate by which unit 
prices, either on a selling price or 
cost price basis, are calculated in- 
cluding the material and labor costs 
in a single unit and usually includ- 
ing contingency allowances. This 
method, however, is held to be cum- 
bersome to change with each varia- 
tion in cost. 

The advantages of the separate 
cost bases for material and labor 
are considered to be these: the ac- 
tual basic or prime cost can be de- 
termined; basic costs are more eas- 
ily adapted to progressive job cost 
analysis; cost units are more eas- 
ily changed to account for fluctua- 
tions in material prices and labor 
operation; and different percent- 
ages of mark-up for general over- 
head and/or profit for different 
types of material and equipment 
can be applied if such is desirable. 
Selling price units must necessarily 
include contingency allowances 
which may be overlooked or inten- 
tionally omitted in summarizing an 
estimate prepared on a cost basis, 
thus tending to result in a higher 
quotation not so closely related to 
the actual cost. 

Since price books supplied by 
manufacturers and jobbers are us- 
ually cumbersome, many estimators 
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compile from such books and from 
other dependable sources a list of 
the commonly used items, usually 
entered in pencil so that they can 
be changed as may be required by 
market conditions. In some of the 
larger contracting organizations, 
pricing is done by price clerks and 
not by the estimators. 

Sometimes a 
distributor will make his own take- 
off of a job and furnish a quota- 
tion, which may be either lump-sum 
or individually itemized. In some 
cases such quotations may cover 
everything in the job or may cover 
only special items or the major 
items. Errors have been known to 
occur in such quotations; while 
they are of great help to the esti- 
mator, he is cautioned to check 
them carefully as they are not usu- 
ally guaranteed. 

In some instances, such as an 
extensive signal system, a lump- 
sum quotation may include iabor 
for final connections or supervision 
furnished by the manufacturer or 
distributor; in such a case care 
should be taken that the quotation 
is not used as though only material 
and equipment are involved, as 
there might be a duplication of the 
labor unit application. 

In using quotations for mate- 
rials, estimators are cautioned to 
do the following: 

(1) Make requests for quota- 
tions on special materials early in 
the course of preparing the esti- 
mate. 

(2) Obtain written confirmation 
of all oral quotations. 

(3) Check all quotations for 
compliance with job specifications. 

(4) Check lump-sum quotations 
as to quantities of items and inclu- 
sion of items. 

(5) Whenever possible obtain a 
guarantee of the quoted price for 
a definite period. 

(6) Determine possible contin- 
gent liability due to price increases 
when quotations cannot be obtained 
with escalator clauses. 

(7) Determine if those making 
quotations can actually deliver the 
type of items required in the quan- 
tity and time and place required 
by the job. 

(8) Observe the Golden Rule of 
price quotations. 


This last admonition, the Golden 
tule, is discussed at some length 


manufacturer or 


by the NECA, which says in part: 

“Electrical estimators and con- 
tractors are always the first to pro- 
test when a general or building 
contractor uses their bid to obtain 
a job and then shops around for 
lower prices from other electrical 
contractors after the job has been 
awarded, and yet they will do the 
same thing when they purchase the 
materials and equipment for an 
electrical job. Many contractors 
and estimators feel that doing this 
is smart business practice. How- 
ever, they are soon faced with the 
refusal of some of the suppliers to 
furnish them with quotations, par- 
ticularly lump-sum quotations for 
special equipment.” 

Some electrical contractors carry 
an inventory of commonly used 
items. On a rising market the ma- 
terial actually used on a job would 
cost less than if the material were 
purchased at the time of required 
delivery. A question often dis- 
cussed is whether the estimate 
should be priced on the basis of 
current or date-of-delivery prices. 
It is believed that most bidders 
settle this question on the basis 
of the competitive situation and 


whether, by taking advantage of 


such lower inventory prices, they 


may be more competitive on a job. 
However, it is pointed out that 
costs incident to maintaining an 
inventory such as interest on the 
investment, fire insurance, and ex- 
tra handling and delivery expenses, 
should be recognized in pricing the 
estimate. 


Labor unit values 

Labor unit prices have been de- 
veloped by individual electrical con- 
tractors and estimators and by 
electrical contractors’ associations, 
based upon many years of experi- 
ence and study. A majority of esti- 
mators use labor units based on 
man-hours or a percentage of man- 
hours work. Others prepare labor 
units with an actual dellars-and- 
cents value for each unit. Some 
contractors feel that it is easier 
for less experienced estimating 
personnel to use the dollar units. 
One disadvantage of the latter 
method, it is pointed out, is that 
whenever the hourly rate of pay is 
changed the entire list of units 
must be recalculated. 

The use of man-hour units is 

(Please turn to page 72) 
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WE WILL BE AT THE 44/7: CONVENTION 


CONRAD HILTON HOTEL e BOOTH NO. 151... 


MAY 24th THROUGH MAY 29th 


ANDERSON Brass Works has for more than a quarter of a 


century been a leader in the engineering and manufacturing of aluminum 
and bronze power connectors, clamps, fittings and accessories. The prac- 
tice of selecting only the finest of materials, without regard to precedent, 
and developing them into superior products through exacting engineering 
and imaginative design, has always been our standard. We sincerely hope 
you will take this opportunity to visit with our representatives, and become 
better acquainted with our ‘quality-controlled” products. 








4 ABW DESIGN 
MEANS . . . QUALITY 
and STRENGTH IN 
THE RIGHT PLACES! 
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\ Ee ati : 
Aluminum and Bronze WV 
ae Anpverson Brass W 
CLAMPS INCORPORATED 


FITTINGS 
and 
ACCESSORIES 


for 


SUBSTATION — TRANSMISSION — DISTRIBUTION 





After welcoming members of the National Electrical Contractors’ Association, 
District Five, to his state, Governor Francis Cherry presented “Arkansas 
Traveler Certificates” to NECA executives. Left to right, Governor Cherry, 
D. B. Clayton, president of NECA; J. L. McClure, NECA district five vice- 
president; and Paul M. Geary, NECA’s executive vice-president. 


by Baron Creager 


Southwestern contractors 


eonfer at Little Rock 


@ THROUGH THE VIEWPOINTS 
of almost a score of speakers, mem- 
bers of the National Electrical 
Contractors’ Association of Dis- 
trict Five probed tentatively into 
the future, gave attention to short- 
comings within the industry, past 
and current, and considered ways 
and means of strengthening their 
position in all respects, during 
their spring convention in Little 
Rock, Ark., March 18 to 20. 

' For two days before the fully- 
packed business sessions got under 
way there were conferences in- 
volving chapter managers and 
members of the District Five Coun- 
cii, and a group of manufacturers 
and distributors were setting up 
booths for a modest merchandise 
exhibit. 

For the first time in years the 
District Five NECA convention 
proceeded with but a single voice 
raised by a representative of the 
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International Brotherhood of Elec- 
trical Workers. Although this con- 
vention long hence set and has 
maintained precedent for the in- 
dustry by bringing together an- 
nually members of NECA and 
members of IBEW of District 
Seven, the Little Rock location re- 
moved proceedings from the boun- 
daries of District Seven and the 
IBEW voice was barely heard. 

Furthermore, the convention was 
saddened at the outset by a period 
of prayer and devotion, conducted 
by J. L. McClure, of Dallas, Texas, 
district vice-president, in the mem- 
ory of Mr. and Mrs. Walter Schnor- 
bus, of Houston. Both died early 
this year in the ill-fated plunge of 
an air liner into the Gulf of Mexico. 

At the time of his death, Schnor- 
bus was district vice-president and 
McClure, who had previously 
served in that office, was appointed 
to fill the vacancy. 


First on the speaking program, 
McClure was programmed for a 
response to the various welcoming 
addresses and a report from the 
vice-president’s office. But he held 
his remarks to a minimum, com- 
mented upon that being the twelfth 
annual meeting of the group and 
said he had “no report, except to 
hope that the people of our dis- 
trict will carry on as they have in 
the past.” 


Good business ahead 

Three business later, 
after having heard doubts about 
the immediate future expressed by 
speakers from both within and 
without the industry, Don B. Clay- 
ton, of Birmingham, Ala., national 
president of NECA, in effect told 
the convention he found nothing 
wrong with the business picture of 
tomorrow. 

“We are told by the prophets 


sessions 
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CRESCENT WIRE 


VETERANS HOSPITAL 
ALBANY, NEW YORK 
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CRESCENT ENDURITE BUILDING WIRE 


e500 000 CM BOO RH-75Cor RW-60C 


CRESCENT is the choice of leading architects, engineers and contractors 
for outstanding buildings because of its proven reputation for ease 
of installation, trouble-free service and DELIVERY ON SCHEDULE 


& WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, NEW JERSEY 
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that the construction total will be 
33 billions plus, or more than it 
was last year,” he said. 

“Utilities are increasing their 
generating capacity by ten million 
kilowatts this year and that should 
mean two billions of dollars on our 
side of the fence. With repairs and 
maintenance added, we should end 
‘up with as much or more business 
as last year, which was 4.1 billions 
of dollars. 

“But, have you given any serious 
thought to where our journeymen 
will come from in the next ten 
years?” 

Clayton then quoted facts and 
concluded that the industry would 
be short of journeymen by 1958. 
He quoted statistics on the avail- 
able number of “A” journeymen in 
the brotherhood and described the 
ratio of that number to the appren- 
tices as inadequate. 

Clayton expressed the opinion 
that “if we handle ourselves right” 
the national legislation in which 
NECA is interested will become 
law, and asked contractors to con- 
tact their senators and congress- 
men. 

He discussed briefly, codes and 
standards, proposed constitutional 
amendments for NECA and the as- 
sociation’s experimental branch of- 
fices, then turned to what he ad- 
mitted is one of his pet subjects, 
the chapter managers’ institute. 

“The longer this goes on the 
better progress the institute ap- 
pears to be making,” he com- 
mented. “I accepted an _ invita- 
tion last year and again this year 
and, you know, one must be in- 
vited to this institute to be pres- 
ent. And I can only report in the 
most glowing terms on what I saw 
and heard. 

“Friction among contractors 
from different chapters can often 
be eliminated because two chapter 
managers know each other and are 
probably on such friendly terms 
they can straighten out troubles 
between contractors. 

“That is just one benefit of this 
institute and at the sessions which 
I attended this year there were a 
total of 27 discussions, with 85 
out of 104 chapters represented. 
My only criticism would be that 
the institute lasted only three 
days. I don’t think that is long 
enough, and it would be my sug- 
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gestion that it run for a whole 
week next year.” 


Below-cost bidding 


Including McClure and Clayton, 
a total of six active contractors 
appeared on the program and one 
of them made the trip from Des 
Moines, Iowa, to discuss “Below 
Cost Bidding.” He is F. E. Keith, 
of the construction firm by that 
name. 

“Below cost bidding is some- 
thing to be avoided, and it is never 
fully justified,” said Keith in his 
address, adding that “the only good 
excuse is that a contractor needs 
work to keep his organization oc- 
cupied. 

“How do we avoid it? Well, 
where we go wrong is on items for 
which we don’t find space on the 
recap sheet in the estimate.” 

He enumerated some of the fac- 
tors as availability of labor, pro- 
duction by labor, material-labor 
ratio on the job, and procurement 
failures on the part of the owner. 
Then he grouped a number of pos- 
sibilities under the heading of 
“special risk factors.” These, he 
said, are weather, climate, re- 
sponsibility for apparatus, special 
insurance clause, heavy moving 
costs, job management burden (a 
job 200 miles away takes more 
time), conflict with other work and 
other contractors on the job. 

Another mistake contributing to 
below cost bidding, Keith said, is 
the practice of using a common 
mark-up for material and labor. 

The speaker explained he was in 
his tenth year of business and had 
shown a profit consistently except 
in the first year. He specializes 
on power plant and other heavy 
work exclusively. 

“One question the contractor 
has to ask himself,” he continued 
“is, ‘What per cent of my facili- 
ties is this job going to tie up and 
what do we need for a gross mar- 
gin?’ 

“In our business, we provide the 
high-priced workmen with the very 
best instructions. Before we start 
the job, we hold what we call a bid 
conference in which we discuss all 
the possible factors involved.” 

Keith said his company figured 
each of 13 foremen should produce 
in gross revenue, for example, 
$15,000 each annually to insure 


$130,000 in gross annual margin. 

Henry Gable, Dallas contractor 
and member of the national NECA 
committee on codes and standards, 
discussed possible imminent 
changes as indicated by thinking 
of members of this committee. 

Gable lightly compared the Na- 
tional Electrical Code to a Bikini 
bathing suit—“what it reveals is 
wonderful, but what it conceals is 
vital.” 

“The code is a legal document 
and a law in many places so, like 
all laws, it must be ambiguous,” 
he continued. “That’s what some- 
times makes codes so difficult to 
interpret!” 


Code changes indicated 

Gable said indications are that 
three-wire cords will soon be re- 
quired for all appliances, with 
three-wire, polarized, 15-ampere 
receptacles, the latter being indi- 
cation that the proponents for 
grounding have prevailed, “prob- 
ably because they talked louder,” 
over the proponents of isolating, 
or insulating. He also indicated: 

“Type R wire may not be with 
us much longer, and there is a 
feeling that the 15-ampere circuit 
is obsolete. Also, what we know 
as BX may be outlawed as a wiring 
method. There will be no more 
irons without thermostats and the 
underwriters say all hot water 
heaters will have to have tempera- 
ture limiting devices. A new regu- 
lation will probably make it more 
difficult and costly to mount a 
fluorescent fixture against a ceil- 
ing.” 

Harold Ingersoll, of Austin, 
Texas, spoke from experience on 
“What Electrical Contractors 
Should Know and Do About Re- 
negotiations.” He said many con- 
tractors suffer from lack of fa- 
miliarity with procedure and that 
there are two principal methods of 
government procurement. 

“One is by formal advertising 
and negotiation,” he said, but 
warned that “government is not 
obligated to show a contractor how 
to renegotiate or reprice a con- 
tract. The other method is by 
fixed price, or cost plus fixed fee, 
which we know as CPFF.” 

Safety entered into convention 
discussion twice, first through an 
address by Lee Harvill, Little Rock 


ELECTRICAL SOUTH for APRIL, 1953 





CAPACITY 


Elements mounted in the back of the 
meter allow shortest possible current coil 
leads—more capacity can-be built in. All 
MH 50-ampere socket-type meters have 

Type MH-2P adequate capacity for 200 amperes con- 
tinuous load, when installed in mounting 
devices of comparable capacity. 


SURGE RESISTANCE 


The electromagnet insulation has been 
increased to provide twice the minimum 
acceptable safety factor. An Alnico damp- 
ing magnet prevents calibration changes 
due to lightning surges. 


ACCESSIBILITY 


As with all Duncan meters, adjustments 
are accessible from the front. “Micro- 
set” action greatly reduces testing time. 
Meter discs are accessible for every type 
of testing. 


APPEARANCE 


The Type MH polyphase meter is a meter 
of clean-cut design. A neat appearing 
“utility representative” on any customer's 
premises. 


Type MH-2S 


DUNCAN 


makers of walthour westere por 


DUNCAN ELECTRIC MFG. CO. LAFAYETTE, INDIANA 
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contractor, who said that insurance 
rates were up or going up 5 to 6 
per cent. 

“When some contractors find 
their competitors lower, they sus- 
pect he is making a mistake,” Har- 
vill pointed out, “but if they will 
analyze the situation they may 
quite likely find that the safety 
program of one compared with the 
other makes a big difference. 

“One contractor who missed a 
job by $10,000 sat down with the 
successful bidder and found the 
latter had a 21 per cent credit be- 
cause of his safety program, while 
the contractor who lost the job per- 
ceived that he had been penalized 
15 per cent for lack of safety. Other 
things being equal, except for this 
difference, the high man would 
have gotten the job. 

“Here in the Arkansas chapter 
we apply the safety program along 
with apprentice training. With 
organized labor and the insurance 
companies working with us, we feel 
sure we can establish a safety pro- 
gram that will benefit all of us. 
If we can reduce this cost even 2 
per cent it will mean millions of 
dollars.” 


Planning for safety 

Safety was also discussed by an 
insurance engineer who is a gradu- 
ate electrical engineer, John D. 
Gallagher, of the Hartford com- 
pany, one of three speakers from 
outside the industry. He began by 
identifying three classes of con- 
tractors with respect to safety pro- 
grams—those who do an outstand- 
ing, a moderately satisfactory or 
less than average job. Specialists 
in construction safety estimate 
that more than half of the acci- 
dents that injure 230,000 men an- 
nually in construction can be 
avoided, he added, and continued: 

“Training of men is often over- 
looked because it is generally ex- 
pected that union men sent to the 
job are well qualified so far as skill, 
training, and experience are con- 
cerned, but actual field experience 
shows it is wise not to take this 
too much for granted, especially 
when there may be a shortage of 
workers in the locality. And some- 
times even skilled men need train- 
ing to make them as safe and effi- 
cient as they should be to get the 
job done at lowest cost. 
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“Actually, the biggest part of 
accident prevention is just plain 
common sense. Supervisors trained 
in construction are familiar with 
the best methods of doing various 
jobs, but in their hurry to get on 
with the work, they sometimes 
allow short-cut methods that may 
result in injuries and other hin- 
drances, and in the long run they 
may tend to delay rather than 
speed up the job. 

“The workman’s attitude towards 
safety depends entirely on the at- 
titude of the foreman. If the fore- 
man is indifferent, the men will be 
indifferent; but if he believes in 
safety, if by what he does he con- 
vinces his men that he is deter- 
mined to have safe work practices 
followed, and to have a good safety 
record on the job, then his men 
will respond accordingly. 

“What is actually needed is to re- 
mind the average foreman periodi- 
cally about things he already 
knows; and to emphasize the im- 
portance of job methods which are 
best, not only from an operating 
standpoint, but also from the 
standpoint of safety.” 

Gallagher said contractors can 
get valuable assistance from their 
insurance companies, and he recom- 
mended membership in the Ameri- 
can Society of Safety Engineers, 
in the National Safety Council and 
in the local safety council. 

Two other non-industry speak- 
ers were G. V. Satterfield, Jr., Little 
Rock banker, and “Ham” Moses, 
chairman of the board, Arkansas 
Power and Light Company. 


Banker not optimistic 

At the outset Satterfield guaran- 
teed he was no financial prophet, 
opining that “if I could tell you 
what will happen in finances in ’53 
I would not be in Little Rock, I 
would be at the right hand of the 
U. S. treasury officials.’ How- 
ever, he interpreted some signs of 
warning. 

“The money market has _ not 
been so tight, by my observation, 
since 1938,” he emphasized, “and 
the Federal Reserve rediscount 
rate of 2 per cent is unusually 
high. 

“The mortgage market is un- 
usually tight, for the investment 
interests are not concerned with 
mortgages that yield only 4 per 


Other forms of investment 
are competing and, meanwhile, the 
big corporations are trying to beat 
the treasury to the money that is 
available. Credit volume is at a 
very high level and it looks like 
everybody wants to borrow money 
or has already borrowed.  Resi- 
dential construction will probably 
be down, also commercial, but pub- 
lic construction should be up, with 
less government construction. 

“To me it looks like prices of 
many soft goods will tumble, with 
not much of the same in hard 
goods, but the finance companies, 
at least in this territory, have 
taken over and are now operating 
lots of used car lots and it appears 
that appliances will weaken. 

“So, if I were a contractor or 
any kind of business man I believe 
I would operate this year as a 
scared business man, while build- 
ing up my cash and cutting down 
my inventory and accounts re- 
ceivable.” 


cent. 


Rosy future for Southwest 

A more rosy tint to the future, 
at least for the Southwest, was 
applied in the picture painted by 
the utility officer, Moses, who 
found it possible for contractors 
“to talk and look yourselves into 
bad business. You and a few 
groups like you, who live on ex- 
pansion, can make or break the 
Southwest,” he added. 

“Our population will be up 20 
per cent in the next 25 years, and 
have you seen the charts on na- 
tional income for the past 25 
years? Farm population is steadily 
decreasing and there will be 65 
million homes in America in 1975. 

“We were worse off ten years 
ago than we are today. Why, 
5,000 business concerns of the 
North are right now looking for 
a place to locate in the Southwest. 
Our company will spend 25 millions 
of dollars this year, and every 
time we spend a dollar somebody 
will have to spend four to con- 
sume what we produce. I wonder 
if you contractors are willing to 
dream about the next ten years 
with we people in the _ utility 
business.” 

The Southwest got additional 
praise in a presentation by L. W. 
McLeod, of St. Louis, vice-presi- 

(Please turn to page 70) 


ELECTRICAL SOUTH for APRIL, 1953 











... but they can if they’re made of 


Left: Victor No. 729 Stacking Unit undergoing 
cantilever test to determine ultimate strength. 


It’s pretty satisfying to know that the insulators on 
your system can take more punishment than they’ll 
ever get in service. That’s why more and more 
power men specify Victor Purified Porcelain insula- 
tors. Laboratory tests show they have unequalled 
cantilever, torsion, tension, and compression 
strength, perfection of glaze and durability under 
all service conditions. For complete ‘engineering 
data, send for Bulletin No. 5. 
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VICTOR NO. 742 
(NEMA TR-NO. 7) 
SWITCH and 
BUS INSULATOR 





FREE BOOKLET gives you the 
full story on how Victor insu- 
lators are made ~ how and why 
Purified Porcelain was devel- 
oped. Write us for your copy. 
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' ' 





/ 


VICTOR INSULATORS, INC., VICTOR, N.Y. 


Low and High Voltage Pintypes + Suspensions + Guy Strains + Spools + Switch and Bus Insulators - Custom Designed Porcelain 








Engineering conference 
program announced 

GENERAL SESSIONS have been ar- 
ranged for the first day, and pro- 
grams have been planned for the 
Distribution, Production and 
Transmission Committee Meetings 
on the second day of the scheduled 
two-day meeting of the Engineer- 
ing and Operation Section, of the 
Southeastern Electric Exchange, to 
be held at the Edgewater Gulf 
Hotel, Edgewater Park, Miss., on 
April 16 and 17. 

The address of welcome at the 
first session will be delivered by 
L. P. Sweatt, president of the 
Mississippi Power Co., Gulfport, 
Miss. The session will also hear 
addresses by E. S. Lee, General 
Electric, Schenectady, N. Y., on 
“What Is Ahead For the Engi- 
neer?”; C. W. Leihy, publisher, 
Electric Light and Power, Chicago, 
on “Engineering Practices of Eu- 
ropean Utility Systems”; H. J. 
Scholz, president, Southern Ser- 
vices, of Birmingham, on “Long 
Term System Planning”; and J. A. 
Hutcheson, vice-president, West- 
inghouse, Pittsburgh, who will 
speak on “Research in the Electri- 
cal Industry.” 

Thursday’s afternoon _ session 
will be highlighted by addresses by 
Ben R. Askew, industrial power 
specialist, Georgia Power Co., At- 
lanta; Francis O’Brien, assistant 
director, Southern Research Insti- 
tute, Birmingham; and Justin Wil- 
son, of Justin Wilson and Associ- 
ates, Safety Consultants, Baton 
Rouge, La. Mr. Askew’s subject 
will be “The Customer is Your 
Boss—What Does He Expect?” 
Mr. O’Brien will discuss, “Commer- 
cial and Industrial Possibilities of 
the Heat Pump,” and “Safety” will 
be the topic of Mr. Wilson. 

Meeting simultaneously on Fri- 
day, the three committees will each 
hear several outstanding speakers. 

Speakers at the morning meet- 
ing of the Distribution Commit- 
tee will include H. G. Barnett, dis- 
tribution engineer, Westinghouse 
Electric Utility Department, Pitts- 
burgh; D. O. Smith, assistant di- 
vision superintendent, Georgia 
Power Co., Atlanta; J. A. Salin, 
Bbasco Services, New York City; 
John W. Hunter, distribution de- 
sign engineer, Carolina Power and 
Light Co., Raleigh; and C. C. 
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Crockett, transportation and build- 
ing supervisor, Louisiana Power 
and Light Co., New Orleans. 

The committee’s afternoon ses- 
sion will hear an address on “Dis- 
tribution System Problems in 
Connection with Residential Air 
Conditioning and Heating Installa- 
tions,” presented by F. G. Ham- 
ner, distribution engineer, South- 
ern Services, Inc., Birmingham. 
C. M. Stallings, Virginia Electric 
and Power Co., Richmond, will 
speak on “Banked Secondaries.” 


Those attending the Friday 
morning meeting of the Production 
Committee will hear Graham Bice, 
Head, Steam Generation Section, 
American Gas and Electric Service 
System, New York City; W. B. 
Gurney, system efficiency engineer, 
Gulf States Utilities Co., Beau- 
mont, Texas; H. H. Gnuse, vice- 
president, Nanthahala Power and 
Light Co., Franklin, N. C.; and 
Frank P. Hyer, superintendent of 
operations, Delaware Power and 

(Please turn to page 69) 





American Institute of Elec- 
trical Engineers, Southern Dis- 
trict Meeting, Seelbach Hotel, 
Louisville, Ky., April 22-24, 
1953. 


International Association of 
Electrical Inspectors, South 
Carolina Chapter, Columbia Ho- 
tel, Columbia, S. C., April 24-25, 
1953. 


Electric Association of Kan- 
sas City, Industrial Trade Show, 
Exhibition Hall of KMBC Build- 
ing, Kansas City, Mo., April 27, 
28 and 29, 1953. 


International Association of 
Electrical Inspectors, George 
Welman, North Louisiana-East 
Texas, Texas and Texas Gulf 
Coast Chapters, joint meeting, 
Baker Hotel, Dallas, -Tex., May 
1-2, 1953. 


Edison Electric Institute, 
Transmission and Distribution 
Committee, Edgewater Beach 
Hotel, Chicago, IIll., May 5-6, 
1953. 


Nashville Electrical Dealers 
Association, Inc., and Nashville 
Electric Service, 1953 Electric 
Show, Electric Center Drive- 
Thru Garage, Nashville, Tenn., 
May 5-8, 1953. 


Edison Electric Institute, 
Electrical Equipment Commit- 
tee, Sir Walter Hotel, Raleigh, 
N. C., May 11-12, 1953. 


Illuminating Engineering So- 
ciety, Southern Regional Con- 
ference, Sedgefield Inn, Greens- 
boro, N. C., May 18-19, 1953. 


International Association of 
Electrical Inspectors, Virginia 





Dates Ahead 


Chapter, George Mason Hotel, 
Alexandria, Va., May 18-19, 
1953. 


Southeastern Electric Ex- 
change, Industrial Power Sales 
Conference, Fort Sumter Hotel, 
Charleston, S. C., May 21-22, 
1953. 


National Association of Elec- 
trical Distributors, 45th Annual 
Convention, Conrad Hilton Ho- 
tel, Chicago, Ill., May 24-29, 
1953. 


National Industrial Service 
Association, 20th Anniversary 
Convention, Hotel Statler, New 
York City, N. Y., May 24-28, 
1953. 


National Store Modernization, 
4th Building and Maintenance 
Show, Madison Square Garden, 
New York City, N. Y., June 
9-12, 1953. 


American Institute of Elec- 
trical Engineers, Summer Gen- 
eral Meeting, Chalfonte-Haddon 
Hall Hotel, Atlantic City, N. J., 
June 15-19, 1953. 


International Association of 
Electrical Inspectors, IAEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Edgewater 
Beach Hotel, Chicago, Ill., Sept. 
21-26, 1953. 


American Institute of Elec- 
trical Engineers, Middle East- 
ern District Meeting, Daniel 
Boone Hotel, Charleston, W. 
Va., Sept. 29-Oct. 1, 1953. 


National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting, Mayo 
Hotel, Tulsa, Okla., (tentative 
dates) October 7-9, 1953. 
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Soule 


PRODUCTS 


ACSR CONDUCTORS 


ALL ALUMINUM 
WIRE AND CABLE 


BARE COPPER 
WIRE AND CABLE 


NEOPRENE-COVERED 
COPPER WIRE 


NEOPRENE-COVERED 
ALUMINUM WIRE 


NEOPRENE-COVERED 
BUILDING WIRE 


GALVANIZED 
STEEL STRAND 


CABLE ACCESSORIES 


COPPERWELD 
COMPOSITE 
CONDUCTOR 
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oy CAN DEPEND ON 
and Service 


Utilities, REA’s, contractors and whole- 
salers are finding out from first-hand experience 
that the name SOUTHWIRE means something to 
them — in terms of quality products and de- 
pendable service. 

Now from one centrally-located Southern 
source you can obtain a complete variety of wire 
products and accessories for all your transmission 


and distribution needs. 


Let us tell you about our facilities and 
service — show you how we are cutting costs 
for others and making deliveries that are often 


almost too good to be true! 


Write, wire or telephone 


CARROLLTON, GEORGIA 





APPLETON 
Explosion-Proof Equipment 


AA-S51 Series 
Vented Type 
Explosion-Proof 
lighting fixture. 
Cooler operat- 
ing ... easier to 
service. 


“Type ARTC Explo- 
sion-Proof Tumbler 
Switch Unilet. Made 


of unbreakable ( 


MALLEABLE IRON, 
light and strong. 


Type FSQX 
Explosion-Proof 
and Dust-Tight 
plug and recep- 
tacle with inter- 
locking safety 
switch, 


1. Cool Temperatures. Appleton Explosion-Proof 
lighting fixtures operate cool enough to prevent igniting 
the gas, vapors or dust outside the fixture. Fluorescent 
fixtures operate at low, safe temperatures. Incandescent 
fixtures have full circle venting and porous metal inte- 
riors to disperse heat evenly and safely. 


2. Flame-tight. Appleton Explosion-Proof MALLE- 
ABLE IRON conduit fittings and lighting fixtures are 
made tight to confine dangerous arcs, to prevent escape 
of flames or burning gases, or to cool escaping gases 
after an internal explosion. Flame-tightness is assured 
in that five full threads must be completely engaged 
before contact can be established. Accurately machined 
flat joints at cover openings assure perfect alignment. 


3. Explosion-Proof. Appleton Explosion-Proof 
Equipment withstands at least four times the maximum 
possible internal pressures without bursting or loosen- 
ing screws or joints. Fittings are made of unbreakable 
MALLEABLE IRON. 


APPLETON 


Type EFU Explosion-Proof flvores- 
cent lighting fixture. Available for 
two 40 Watt, 48” lamps; or two 


Vara 100 Watt, 60” lamps. 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1754 Wellington Avenue e 


Chicago 13, Illinois 


CONDUIT FITTINGS ¢ LIGHTING EQUIPMENT ¢ OUTLET AND 
SWITCH BOXES ¢ EXPLOSION-PROOF FITTINGS © REELITES 


Sales Engineers in All Principal Markets 


C. A. Tatum, vice-president and 
commercial manager of Dallas Power 
and Light Co., has been promoted to 
vice-president and assistant to the 
president. P. M. Rutherford, Jr., has 
been named commercial manager to 
fill the vacancy created by Mr. Tatum’s 
promotion. 


Mr. Tatum began work for the 


C. A. Tatum, Jr. 


Dallas company in 1928 as a sales rep- 
resentative. He was made commercial 
manager in 1939, and in 1950, he be- 
came a vice-president of the company. 


P. M. Rutherford, Jr. 


Mr. Rutherford was employed in 
1934 as lighting director. He became 
assistant general sales manager in 
1941, and advertising manager in 1944. 


Bennett H. Williams has been ap- 
pointed the representative for Pitts- 
burgh Reflector Co., in center and 
southern West Virginia, eastern Ken- 
tucky, and southern Ohio. He will 
handle sales and service in this area 
for the entire line of Pittsburgh Per- 
maflector fluorescent and incandescent 
lighting equipment, and will head- 
quarter at 815 Fourth St., in Hunt- 
ington, W. Va. 

Mr. Bennett comes to Pittsburg Re- 
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THERE'S A KAISER ALUMINUM EC DISTRIBUTOR 
CONVENIENTLY LOCATED TO SERVE YOU 


City Electric Distributors, Inc. Mine & Smelter Supply Company 
Central Electric Supply Company, Inc. Nelson Electric Supply Company 
Capital Electric Supply Price Electric Company 
Crescent Electric Supply Co. Russell Beldon Electric Company 
Dauphin Electrical Supplies Company General Electric Supply Corporation Stuart C. Irby Company 
Dutton-Lainson Company Hunzicker Brothers Stubbs Electric Company 

Eoff Electric Company Interstate Electric Co Tafel Electric & Supply Company 
Electrical & Mechanical Supply Corp of Shreveport, Inc. The Korsmeyer Company 

Florida Electric Supply, Inc. Line Material Company Virginian Electric, Inc 

George H. Wahn Company Maydwell & Hartzell, Inc Westinghouse Electric Supply Co 


Take advantage of the many services offered by your nearby 
Kaiser Aluminum EC Distributor. Here are a few: NEOPRENE AND POLYETHYLENE 


© He has available large stocks of Kaiser Aluminum Conductor COVERED CONDUCTOR, SOLID 
© He insures fast delivery to help reduce your inventory 

e His specialized knowledge helrs solve your individual problems 
e He provides top-notch engineering services TRIPLEX CABLE + ACSR 

e He keeps you abreast of latest deveiopments and techniques ; ALL ALUMINUM CONDUCTOR 
© He gives you friendly, personal attention on any size order 


Kaiser Aluminum 


setting the pace—in growth, quality and service 


AND STRANDED « SELF-SUPPORTING 
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flector from the Thomas W. Bullock 
Co., of Louisville, Ky. 

The Pittsburg company has also an- 
nounced the appointment of A. E. 
Grawemeyer as representative for its 
line in Arkansas, eastern Tennessee, 
and northern Mississippi. He will make 
his headquarters in Memphis, at 3827 
Chickadee Ave. 

Mr. Grawemeyer formerly held the 
position of senior lighting representa- 
tive for the Public Service Company 
of Indiana. Prior to this, he was a 
principal in his own electrical con- 
tracting business. 


Four new appointees to the ser- 
vice section of Allis-Chalmers General 
Machinery Division have been an- 
nounced by C. B. Smith, section man- 
ager. 

They are Richard R. Goetz, Frank- 
lin B. Gregersen and Howard F. Ricker, 
Interrupting Capacity Rating in excess of named installation superintendents, 
Underwriters’ Laboratories Stondords is and Robert R. Whitehead, appointed 
eneninet by tote contested & oe service representative for the com- 
cone aap gay papal ser pany’s Southeast Region with head- 
Pumar Funes: quarters in Atlanta. 

All of the men have completed 

Allis-Chalmers’ training course for 
graduate engineers. 
@ 

An announcement made by Jim Shir- 


’ reffs, president of S and M Lamp Co., 
SHAWMUT S$ NEW TRI-ELEMENT Los Angeles, has disclosed that C. C. 


Myrick, Jr., is the company’s new 


Al-P. Si Flood-Lite Division representative in 
Furpose Superfuse 


Here is a newly designed All-Purpose Superfuse. Use it wherever you need 
One-Times, Renewables or Dual Element fuses. Tri-onic is the first low 
voltage fuse with a published interrupting capacity of 25,000 Amps. at 
rated voltage for fuses. This is 15,000 Amps. more than required by 
Underwriters’ Laboratories Standards for fuses. 


TRI-ONIC, THE NEW TRI-ELEMENT SHAWMUT SUPERFUSE COMBINES: 


800 Amperes A. C. 
ry, 





Z\_| 1. HIGHER I. C. 25,000 Amps. @ 250V and 600V. 

3 Pe It can handle short-circuits 2)2 times larger than 

699 peak Vet | ordinary fuses. Tri-onic expands fuse application 

into the 25,000 Amp. zone with the same interrupt- 

ing rating and time-current characteristics as 25,000 

sone Amp. molded case air circuit breakers. Buy Tri-onic 

for bus plug-in duct, bus-ways, feeders, motor 
control panels and branch circuits. 


€. C. Myrick, Ir. 

2. LONG TIME DELAY, based on heat absorption _ a 
TT Fe 003s see rinciple, permits Tri-onic to safely start heavily 
semattinaeeen una ae. oades motors without blowing. Eliminates need- the Southeast. Mr. Myrick will cover 
circuit @ 240 Volts 60 Cycles less “outage”’ of circuits due to heavy inrush cur- the states of Tennessee. Alabama 
rents or load swings. 1 ae ‘ 


A TRI-ONIC FOR EVERY CIRCUIT Georgia, and South Carolina from his 
en ame Te > ortarive oe. 3. COOLER due to Tri-onic’s inherent low resist- headquarters in Atlanta 
current ratings, ranging from 1/10 ance. I2R losses very low. Blowing temperature is a 
to 600 Amps. for both 250 and 600 286°F or 500 degrees lower than that of ordinary P y 
orn pro jotety’s scke insist zine links. Use it for distribution boards, panel The appointment of John B. Muller 
circuits. Send for Trivonic Bulletin now, DPOards, motor starting panels, knife and enclosed as eastern regional sales manager of 
switches. lighting products for the Lighting Di- 
~ vision of Sylvania Electric Products, 


om s a - , " av > ¢ 
ri-onic) ~ Stuabe AC The Surteh Inc., was announced today by Charles 


A. Burton, divisional sales manager. 


mee THE CHASE-SHAWMUT co. Mr. Muller will supervise the sales 
of lighting products in eight Light- 

- ia. - 382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS | {ng Division sales districts, with head 
quarters respectively in Boston, New 

Rie York City, Philadelphia, Alexandria, 

tr am, Con @ “lm, A Va. (Washington, D.C.), Buffalo, N. 


2 ta : A Y., Atlanta, Ga., Newark, N. J., and 
Ampirap Tronic) aaede C-Q-T  Frione# «ox Q-T ree FUSE WIRE Pittsburgh, Pa. His headquarters will 
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ALL-STEEL EQUIPMENT Inc.—soo Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED* 
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be in Sylvania’s executive offices in 
me i A member of the Lighting Division 
K WH tie. hs Bf sales staff since 1941, Mr. Muller has 
L Fe ag . oe been sales manager of the New York 
des ‘ ; : ° > 
viously he was associated for 13 years 
ae with Westinghouse Electric Corpora- 
sls ia 
Mines . sales staff. 
\N THE <5 ° 
; Ms Murray J. Whitfield, president of 
pointment of John A. McDougall to 
the position of general sales manager. 


New York. 
City sales district since 1943. Pre- 
\ tion as a member of the lamp division 
an Hay AT Revere Electric Manufacturing Co., 
| DIC y ty 7 of Chicago, has announced the ap- 
» s ‘ 





J. A. McDougall 

Hes iabeadesar ict, 
TD sath aaa =. ; Mr. McDougall, who has been on 
the sales staff of Revere for the past 
12 years, was formerly manager of 
airport lighting sales. 

Prior to joining Revere, he was em- 
S, ployed by Commonwealth Edison Co., 
¥ of Chicago, as a lighting specialist. 


that’s why we call our portable cords and cables 


Several appointments to positions 


in Southern offices of the Westing- 

house Electric Corp., have recently 

been announced by company officials. 

= M. G. Myers has been appointed en- 
a 


gineering and service supervisor of 
the New Orleans branch office accord- 
ing to an announcement by R. F. 
Wright, branch manager, and H. G. 
it has a tough hide of 60% by weight Tp. Harvey, Southeastern District engi- 
Neoprene that is highly resistant to sun- neering and service manager. Mr. 
light, ozone, oil, acids and alkalis. Certi- ee Myers has been with Westinghouse in 
fied has a heart of 99.9% pure soft an- “a - various capacities since 1940, and has 
nealed fine-stranded copper conductors / served as local service supervisor 
coated with super-aging Cold Rubber in- ; since 1952. 

sulation. Synchro-curing gives it stamina E. P. Athens has been named man- 
and flexibility. Jackets are branded with ager of the Corporation’s Jacksonville 
complete data, “BRONCO” repeated £ office it was announced by O. O. Rae, 
every two feet makes it easy to measure : re manager of the company’s Southeast- 
To get the most dependable, flexible, Nie ye, ern District with headquarters in At- 
convenient cord made, always specify A lanta, and by Thomas Fuller, Jr., 
Bronco 60 Certified oF manager of the newly created Atlanta 
branch. Since 1949, Mr. Athens has 
been local industry supervisor in the 
Jacksonville office. He became asso- 
ciated with Westinghouse in 1929, and 
has served in sales positions in the 
Atlanta office until 1940 when he be- 


WESTERN INSULATED WIRE C0. — a salesman in the Jacksonville 


Announcement of the creation of a 


Los Angeles 58, California Westinghouse office in Greenville, 
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It’s a Thoroughbred--and Looks it! 


A THOROUGHBRED — whether a dog or a safety switch both extra safety and clean-lined tailoring. See how 
— always looks the part because it’s better on all all parts and assemblies are engineered as a perfectly 
points. In the BullDog Vacu-Break Switch — the co-ordinated unit to assure maximum efficiency, 
thoroughbred of safety switches—the trim, func- safety and economy. 
sere sang hic atapeecbacies i fine engineering —__ RITE TODAY FOR FREE Bulletin B-250, and get com- 
plete details on BullDog Vacu-Break Safety Switches. 
LOOK INSIDE . . . and see how BullDog’s exclusive Vacu- BullDog Electric Products Company, Dept. ES43, 
Break with its practical, compact design, gives you Detroit 32, Michigan. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 





» BEPCO 
CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES - 
Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mfg. Co. 


70 Bennett St., N.W., P.O. Box 8, Section D 2930 Commerce Street 101 E. Maple Street 


2401 Federal Street 
Atlanta, Georgia Houston, Texas San Antonio, Texas Sitios gst 
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S. C., and the appointment of J. H. ~ 
Reeves as manager was also made by , ALL 


Mr. Rae, and by W. W. Ballew, man- 


« 8) 
eo ‘* 
ager of the Charlotte branch office. | ian ¢ a | HEAVY DUTY 
A veteran of more than 25 years with 4 FULLY AUTOMATIC 


Westinghouse, Mr. Reeves joined the =, 
company in 1925, and has been in E L E CT 4 | C 4 EAT f RS 
Greenville since 1932. 


- 

Following several years’ experience 
in the electrical field, C. E. Bitzer has 
accepted the position of electrical dis- 
tributor sales manager of Anderson 
Brass Works, Inc., of Birmingham. Full line from one source. 

Prior to accepting his new position, 
Mr. Bitzer had been associated with : 
Westinghouse since 1940 when he lived. Accurate thermostats. 
joined the Merchandise Division in 


Efficient. Trouble-free Long 


Your customers will enjoy 
years of carefree service from 
: CAVALIER HEATERS. You can 
all automatic models 


enn kee dheened te install them and forget them. 
FIVE MINUTES OR LESS! A FAST SELLING LINE! 


SOLD THROUGH LEADING ELECTRICAL 
DISTRIBUTORS AND CONTRACTORS 


> 


FLOOR FURNACE 
5 KW and 8 KW 


(. E. Bitzer 
SURFACE MOUNTED 
Mansfield, Ohio. In 1945, he was trans- 1, 1'2, 2, 3, and 4 KW 
ferred to the Westinghouse Interna- 
tional Company, where he served as 
assistant to the manager of the Spe- 
cial Projects Department, and late 
as executive staff assistant. 

Appointed product specialist in 
1948, Mr. Bitzer travelled extensively 
for Westinghouse in most of the Latin 
and South American countries. At the 
time of his joining Anderson, he was 
serving as manager of the Westing- 
house Appliance Department. ~ 

e WALL INSERT & 

Walter E. Bornemann, manufac- 1, 1'2, 2, 3, and 4 KW 
turers’ representative residing at 4719 
Cartier Ave., New Orleans, La., has 
been appointed Mississippi-Louisiana 
representative for H. H. Buggie & 
Company, Toledo, Ohio, manufacture 
of connectors, cable assemblies and 
component parts for the communica- : 
tions and electronics _ industries. = Pe ALSO 
Charles R. Thorpe, sales manager, an- Oo ae AVAILABLE 
nounced the avpointment. eo .. BATHROOM 

Mr. Bornemann is a Cornell Univer- v “ pos HEATER 
sity graduate with a degree in elec-| PORTABLE & INON-AUTOMATIC 
trical engineering, and attended Har- 2 3 d 4KW ’ eal oe: 
vard and Massachusetts Institute of er b2S0W., 105 /120¥ 
Technology wartime electronics and 
radar courses while serving with the 
Army Signal Corps. He also worked 
for the Bell Laboratories in New York | MMMel ING 14 Siete) life] YN ile), Pt ai aes enol 

” in CHATTANOOGA 2, TENNESSEE 

Verrall Moe, vice-president of Moe MANUFACTURERS CAVALIER CEDAR CHESTS AND CAVALIER BEDROOM FURNITURE 


Light, Inc., manufacturers of residen- COOLERS: FOR COCA-COLA (AUTOMATIC VERE ee Wire TPES) 
tial lighting fixtures, recently an- 





QUALITY PRODUCTS SINCE 1865 
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nounced the appointment of R. W. 
Minett, Jr., as sales promotion and 
advertising manager. 

Mr. Minett has had an extensive 
background in the lighting fixture in- 
dustry on the manufacturer, distrib- 


R. W. Minett, Jr. 


utor, and dealer levels prior to join- 
ing the Moe executive staff. He has 
been associated for the past six years 
with the Moe Brothers Northern Co., 
Appleton, Wis., electrical distributor, 
where he was vice-president and sales 
manager. Prior to that he held various 
key positions in the sales department 
at Moe Light, Inc. 


INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Industry moves South 
theme of AIEE meeting 


IN KEEPING WITH its theme “In- 
dustry Moves South,” the Southern 
District Meeting of the American 
Institute of Electrical Engineers 
at the Hotel Seelbach in Louisville, 
Ky., April 22-24, will devote two 
sessions to that subject, according 
to M. G. Northrup, general chair- 
man. 

The opening session will be ad- 





WATERTIGHT 
CONNECTORS 


give you real protection 


Nove OMFreRénce 
Btroee $ Artee 
COMPRESSING. 





where you need it 


} An engineered product — 


the M&W Standard Water- 
tight Service Entrance Cable 
Connector. All sizes avail- 


able for %“, 1” or 1%,” 
Hubs or Sockets. 


Featuring Long - Life 


Hace Size 


Fig. 1 Fig. 2 


Neoprene bushing 


@ Longer-lasting watertight cable service is 


assured with M&W, the easy-to-use connectors with the tapered bushing. 
They hug the cable, form a positive watertight joint that gives depend- 
able, trouble-free service. Note the rugged castings, clean-cut threads, 
simple two-screw compression flange. A real time-saver, used by leading 
contractors. Write for Catalog No. 53 today. 


Non-Watertight Connectors —.Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 


The M. &W. ELECTRIC MFG. CO., Inc. 


EAST 


PALESTINE, OHIO 





dressed by former Governor Keen 
Johnson, and AIEE President 
Donald A. Quarles. Mayor Charles 
Farnsley will welcome the engi- 
neers from the Southern District 
which includes the states of Ken- 
tucky, Virginia, Tennessee, North 
and South Carolina, Mississippi, 
Louisiana, Alabama, Georgia and 
Florida. 

The sessions on industry in the 
South will be held Thursday 
afternoon, April 23, with presen- 
tation of papers on coal mining, 
industrial power systems, educa- 
tion and industrial relations and 
on new features in the new electri- 
cal engineering laboratories at the 
University of North Carolina. 

Other sessions will be devoted 
to industry, power, appliances, 
communications and electronics. 


Greensboro to be setting 
of Southern IES meet 

SEDGEFIELD INN., near Greens- 
boro, N. C., will be the scene on 
May 18 and 19 of the Southern 
Regional Conference of the Illumi- 
nating Engineering Society, ac- 
cording to R. M. Johannesen, pub- 
licity chairman. 

The two-day session will be 
highlighted by several outstanding 
speeches and the presentation of 
papers by a number of members 
and others. An address by Everett 
M. Strong, president of IES; a 
discussion of “Progress in Home 
Lighting,” by E. W. Commery, GE 
Lamp Division, Cleveland, Ohio; 
and a paper on “Meeting the Need 
for Home Lighting Information,” 
by Mrs. Charlotte Creighton, Duke 
Power Co., Charlotte, will be fea- 
tures of the Monday morning ses- 
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PERFECLITE 
PRODUCTS 


Foot Candles — Reading Level: 25 


Job: Flow Memorial Hospital, Denton, Texas 

Architect: Bennett & Crittenden 

Electrical Engineer: Landauer, Guerrero & Shafer 

Fixture: PERFECLITE HBL-3 with Holophane Controlens* § THE MARK OF 
LIGHTING SERVICE 


® Holophane Company, Inc. 





PERFECLITE SALES OFFICES 
W. J. Milner & Co. Roy V. Gordon 


148 Walker St. S.W. 1506 N. Kenilworth St OR CATALOG 
Atlanta, Ga. Arlington, Va. | aN 

Walter J. Huemmer R. G. Titherington Co. THE PERFECLITE COMPANY 
Dallas Transfer & Terminol 914 Corondolet St. at 1457 East 40th Street 
Warehouse Bldg. ew Odeon. Le q Cleveland 3, Ohio 


Dallas, Texas 

E. B. Thronton Lewis J. Crews 

2829 Sunset Blvd. 202 E. Cary St. Nome 
Houston, Texas Richmond, Va. 

Title 


The PERFECLITE Company |= 
@ 


Address 








1457 East 40th Street Cleveland 3, Ohio Please have a representative call ‘s 
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sion. On Monday afternoon, “Color 
and Illumination for Room _ In- 
teriors” and “Color in Lighting” 
will be the subjects of J. A. 
Meacham, Sherwin-Williams (Cn, 
Cleveland, Ohio, and M. L. Harkey, 
GE Lamp Division, Charlotte. 

Tuesday morning’s session will 
be highlighted by the presentation 
of three papers. James Paul War- 
ner, electrical engineer, Pitts- 
burgh, Pa., will address the group 
on “Lighting the Greater Pitts- 
burgh Airport.” “Brightness vs. 
Illumination for Luminous Ceil- 
ings,” will be discussed by R. D. 
Burnham, F. W. Wakefield Co., 
Vermilion, Ohio; and R. L. Zahour, 
Westinghouse Electric Lamp Divi- 
sion, Bloomfield, N. J., will pre- 
sent “Economics in Classroom 
Lighting.” 

Final session of the meeting will 
feature “My Most Interesting 
Lighting Jobs” presented by win- 
ners of the contest from Southern 
sections and chapters. The ses- 
sions will adjourn after a report 
by R. C. Paslay, vice-president of 
the Southern Region. 
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TRANSFORMERS FOR THE SOUTH—General Electric planners are shown 
laying out the new 25-million-dollar power transformer plant at Rome, Ga. 
The planners have set up in scale model form the complete manufacturing, 
testing, and shipping processes before fixing any building dimensions. 
William S. Ginn (left), general manager of the company’s Power Trans- 
former Department, and Davd B. Lawton, who will be manager of the new 
Rome plant, study the interior layout model of the coil-winding building 
for the new facilities. Construction of the Rome plant has been started 
and is expected to be completed this summer. In the new plant, power 
transformers will be entirely assembled by production line methods. 
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New reactor produces 
nuclear energy power 
THE PRODUCTION of useful 
amounts of electric power by nu- 
clear energy has been achieved 
from successful operation of a new 
type of reactor—an experimental 
reactor at Oak 
Ridge National 
Atomic Energy 
nounced recently. 
At 1:00 a.m. on February 24, 
scientists brought a pilot-model of 
the unique reactor system up to its 
full design power of 1,000 kilo- 
watts of heat output. The reactor 
steam then was switched to a tur- 
bine-generator and about 150 kilo- 
watts of electricity were produced. 
Capable of producing both fis- 
sionable material and _ electric 
power, the small homongeneous re- 
actor was developed at Oak Ridge 
National Laboratory, which Union 
Carbide and Carbon Corporation 
operates for the AEC. However, 
this reactor was not designed to 
produce economic electric power. 
Project scientists emphasized 
that many problems remain to be 


homogeneous 
Laboratory, the 
Commission an- 
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solved, but declared that this dem- 
onstration of the feasibility of 
homogeneous liquid-fuel, reactor 
systems is an important milestone 
toward economical production of 
electricity by means of nuclear re- 
actors. 


Capacitor trend 
eontinues upward 

A BIG STRIDE was made last year 
toward the predicted 1965 ratio 
of one installed capacitor kvar to 
each two kw of peak load on U. S. 
power systems, according to A. E. 
Peltosalo, manager of market re- 
search for the General Electric 
Company’s Capacitor Department. 

He reports the additional ca- 
pacitor kvar installed in 1952 
equaled approximately 70 per cent 
of the increase in kw peak load. 
This upped the percentage ratio of 
installed capacitor kvar to 29.6 per 
cent, Mr. Peltosalo said. The 1952 
figure compares to a ratio of 25.7 
per cent in 1950 and only 5.8 per 
cent in 1940. 

The G-E manager expects this 
trend toward higher ratios to 
continue, as indicated by the latest 
figures. The 1952 ratio is based 
on a total utility and industrial in- 
stalled capacitor kvar of 22,300,000 
and an estimated peak load ca- 
pacity of 75,500,000 kw. 


Fluoreseent lighting 
growing in home use 


FLUORESCENT LIGHTING will soon 
be a major source of electric light 
in most modern homes, Richard F 
Townsend, Westinghouse Lamp 
Division commercial engineer, told 
a meeting of the Georgia Section 
of the Illuminating Engineering 
Society, in Atlanta recently. Cuts 
in the cost of operating the lamp, 
now the most economical type of 
white light in the history of arti- 
ficial lighting, as well as in the 
cost of installing it, are making 
fluorescent lighting more advan- 
tageous for the average house- 
holder, he said. Is that motor overloaded? Does the system need rewiring? 


7 , Snap the Amprobe around one conductor (insulated or 
New low-cost ballasts, electrical : , 

: ; : uninsulated) and you have your answer in seconds. 
circuits, and permanent installa- It’s the only pocket-size snap-cround volt-ommeter, for 
tions that require a smaller initial measuring current instantly without shut-downs or ammeter 
investment are giving the modern connections. Write for Catalog. Dept. €S-43. Pyramid Instrument 
home-owner an opportunity to use Corp., Lynbrook, N.Y. (Export Div.: 458 Broadway, N.Y 13) 
the tubular lighting which lasts Amprobe “600” 0-15/30/60/150/300/600 amps A-C 
i P 0-150/300/600 volts A-C. Complete with cowhide case ond 
seven times as long as the incan- voltage test leads, $59.50. Amprobe ‘'1200°' (to 1200 omps 


is a A-C) $67.50 complete. Amprobe ‘'300'' (to 300 amps A-C) 
descent and gives three times more $49.50 complete. 
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light per watt, Mr. Townsend de- 
clared. 
“At the same time, the cost of 
operating fluorescent lamps is only 
ten per cent of what it was in 
1938, the result of constant re- 
search in the lamp laboratory to 
bring new, more efficient light 
sources quickly within the means 
of the consumer, particularly the 
average householder,” he  con- 
tinued. 
As a result, Mr. Townsend 
pointed out, “fluorescent lighting 
last year accounted for more than 
50 per cent of all of the artificial 
lighting produced in the United 
States. There are nine times as 
many standard sizes and types of 
fluorescent lamps as there were 
when fluorescent lighting was 
originally put to work in 1938. ON THE ELECTRONICS FRONT—Don P. Caverly, commercial engineer, 
“Theatrical Lighting in London Sylvania Electric Products, Inc., was the featured speaker at a recent meet- 
idk Parle” was the subject of the ing of the Georgia Engineering Society, Atlanta. With an elaborate display 
. of equipment and charts, Mr. Caverly briefed his engineering audience on 
talk given by Harry T. Yopp, current trends in electronic development, as well as supplying background 
lighting engineer in the Atlanta information of a theoretical nature which enabled his listeners to under- 
Division of Georgia Power Co., to stand current developments in the electronic field. Mr. Caverly is well- 
the IES Study Club prior to the known as a lighting engineer and is the author of a “Primer of Electronics.” 
regular meeting. Major Yopp re- 
cently completed a tour of duty “Tiluminating engineers in En- commercial and industrial design 
abroad with the Air Force. gland and France have the latest information, but are not able to 
secure as many good lighting jobs, 
relatively speaking, as we do in 


= this country. The cities of London 
KUHLMAN y SOUTHERN DIVISION and Paris have many lighting in- 


stallations that equal anything in 
— always ready to serve your transformer needs the United States,” Major Yopp 


Rapidly growing industry throughout the South can depend on the new modern plant stated. 

of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the The speaker also declared that, 
sturdy, dependable transformers they need to keep production humming. Nearly 60 “In the field of theatrical lighting, 
years of experience in building safe, efficient transformers, and a consistent record of ii Mek tee ove ahead of 
leadership in the improvement of modern transformer design is Southern industry's : see es tage 
assurance that Kuhiman will serve them well. Specify Kuhlman transformers for your this country. Very elaborate light- 
next installation. Write us today for complete details and the name of your nearest ing effects are used in staging of 
Kuhiman representative. 











musical comedies and other types 
of shows. We still have many 
things to learn about stage light- 
ing that are common in London 
and Paris.” 








Westinghouse creates 
Atlanta branch office 

THE CREATION of an Atlanta 
branch office of Westinghouse Elec- 
tric Corporation has been an- 
nounced by O. O. Rae, manager of 
the Southeastern District with 


ye a headquarters in Atlanta. 


SER The new branch will be com- 

GE parable to the Birmingham, Char- 

lotte, and New Orleans offices 

ELECTRIC COMPANY which have been in existence for 


BAY CITY, MICHIGAN © CRYSTAL SPRINGS, MISSISSIPPI a number of years. This and other 
Southeastern District changes are 
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being made to 
customer 


area. 


provide improved 

throughout the 
The move in Atlanta will 
also relieve Southeastern District 
industry and staff managers of di- 
rect local supervisory duties. 

Mr. Rae has also announced the 
appointment of Thomas Fuller, 
Jr., as manager of the new Atlanta 
branch. Mr. Fuller will be re- 
placed in his former position as 
manager of the Chattanooga, 
Tenn., branch by J. J. Hill, ac- 
cording to an anouncement by Mr. 
Rae and Mr. Fuller. 

A veteran of 18 years service 
with the company, Mr. Fuller came 
to the Westinghouse in 1935, and 
Mr. Hill joined the organization as 
a salesman in 1938. Previous to 
that, he had served for a short 
time in the Birmingham office. 

To implement the Atlanta branch 
office staff, Mr. Fuller announced 
the appointment of M. A. Land as 
sales supervisor and S. M. Morton 
as office manager. George W. 
Miller was appointed distribution 
apparatus manager by B. M. Gat- 
ling, Jr., electric utility manager. 

Along with the reorganization 
plan, branch service and engineer- 
ing managers were named. H. G. 
Harvey, Southeastern District en- 
gineering and service manager, ap- 
pointed T. J. Woth as Atlanta 
branch engineering manager, and 
G. W. Alexander as branch service 
manager. 


service 


Electrieal Institute 
meets at Raleigh 
ACCORDING to an 
made recently by 
state 


anouncement 
N. E. Cannady, 
engineer and _ in- 
spector, the annual two-day Electri- 
cal Institute of the Insurance De- 
partment of the State of North 
Carolina, will be held on April 21 
and 22, at the Carolina Hotel, in 
Raleigh. 


electrical 


Similar to the procedure carried 
out last year, the 
consist of a 


program will 
series of panels. 
Panels are being arranged for dis- 
cussion of Code problems, inspector 
and inspection problems, and for 
the interests of electrical contrac- 
tors. The panels will be served by 
groups of various contractors and 
inspectors, and in this way, con- 
tractors and inspectors will have 
an opportunity to question each 
other and try to bring about more 
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ARRO — the complete line of quality anchoring and 
drilling devices for masonry. 


es (PAS. G. Gas) 


ARROFIUTE CARBIDE MASONRY DRILL £ 


(RS 


LAG SCREW EXPANSION SHIELD 





TwO WING 


SPRING-TYPE 


TOGGLE BOLT 
A-C-E EXPANSION SHIELD 


cam eS 


DOUBLE EXPANSION SHIELD 


SPRING HEAD 
STEEL TOGGLE BOLT 


DS, = 
~ RIVETED HEAD 
} TOGGLE BOLT 
O aaa <) 
7 ‘ 7) X\ 


LITTLE MAJOR TURNBUCKLE 


O-E EXPANSION SHIELD 


*) E— 


FOUR-POINT HAND STAR DRILL 
MACHINE SCREW ANCHOR 


p EE 


THREE-POINT DRILL POINT 
4 


STUD BOLT ANCHOR SS 


FOUR-POINT DRILL POINT 


eS 


TWIST DRILL POINT 


—————_— 


LEAD SCREW ANCHOR 


Se) 


MAL-LEAD BOLT ANCHOR 
See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1520 BOONE AVE. MARION, OHIO 


RUBBERGRIP 
DRILL POINT HOLDER 


SOSH SSSESEHOHHSHOHHSHSSHHSHEESESHHSSSESESHESHHHEHHHH HOHE EEEEDG 
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No. 3202 — 
Two Single 
Pole T Rated 
Switches. Com- 
mon Feed. 5A.- 
250V., 10A.,- 
125V.T. Brown 
or Ivory. 


Brand new 
3200 line... 
Fits one gang 
switchbox |! 


No. 3200 — Sin- 
gle Pole T Rated 
Switch and 
double contact 
receptacle, Sep- 
arate Feeds. 
Switch 5A.- 
250V., 10A.- 
125V.T. Recepta- 
cle-10A.-250V., 
15A.-125V. 
Brown or Ivory. 
No. 3201-— 
Common Feed. 


uniform understanding and prac- 
tices in the state. 

Representatives of all branches 
of the electrical industry will be 
on hand at the meeting to answer 
the various questions which always 
come up as the result of panel dis- 
cussions. Any person having a 
question which he wishes to have 
discussed should mail to to. Mr. 
Cannady. Code questions should 
be accompanied by the Code sec- 
tion number which probably ap- 
plies. 


Southwest Georgia office 
opened by GE Supply 

GENERAL ELECTRIC Supply Co., 
a division of General Electric Dis- 
tributing Corp., has announced the 
opening of a new branch office in 
Albany, Ga., at 410 Hodges Ave. 

The new office will handle whole- 
sale sales of lamps, fixtures, appli- 
ances, radio and television. Park- 
ing space and counter service are 
being made available to customers. 

Proctor R. Screven is local man- 
ager of the Albany branch. Other 
members of his staff include 
Charles E. Solomons, John E. 
Foote, Dan L. Bodin, Sam Burns, 
and Tom F. Wyatt. 


NEW PRODUCT NEWS 


Multi-unit centrel centers 


THE ALLEN-BRADLEY Company of 
Milwaukee, Wisconsin, is offering a 
28-page bulletin featuring Multi-unit 
Control Centers. 

This Bulletin contains a complete 
explanation — from the purpose to 











HE'S GOT 


No. 3208 L-B 
—Pilot Light & 
Single Pole T 
Rated Switch. 
Pilot Light 
takes S-6 Bulb. 
10A.-125 V.T. 
Brown or Ivory. 


Takes standard 


tacle wall plates. 


SOMETHING NEW! 


\ 
 \ 


No. 3210 — 
Two Single 
Pole T Rated 
Switches, Sep- 
arate Feeds. 

.- 250V., 
10A, - 125V.T. 
Brown or Ivory. 


duplex recep- 


WW 


TRENTON 4 NEW JERSEY 


Circle F Mfg. 1.0. 


TRENTON 4, NEW JERSEY 
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the construction of multi-unit control 
centers. Included also are unit dimen- 
sions and ratings, and some typical 
applications. 

An informative feature is ‘Pattern 
for Planning a Control Center.” Lay- 
out charts and floor arrangements 
are illustrated to simplify planning. 
Information required in inquiries is 
clearly stated in the section, “How 
to Order.” A typical specification is 
also included. 

Requests sent to the Allen-Bradley 
Company, Milwaukee, Wisconsin, will 
be answered promptly. 


eS 
Cable capacity booklet 


For users of 0 to 5,000 volt non- 
metallic sheathed power cables, a new 
booklet, entitled “Okolite - Okoprene 
Cables for Direct Burial Installa- 
tions,” should be of special interest. 
Brief and factual, construction fea- 
tures, dimensional data, and installa- 
tion recommendations are included in 
addition to current carrying capacity 
data not generally available. For 
copies write for Bulletin OK-1066, 
The Okonite Company, Passaic, N. J. 


Dust-tight panelboard 

CrousE- HINDS Company has re- 
cently developed a new type DTP cast 
aluminum dust-tight and weather-re- 
sistant panelboard which will accom- 
modate up to eight three-pole, 100- 
ampere, 600-volt circuit breakers. The 
manufacturer reports that this is the 
first time a panelboard consisting of 
a single enclosure suitable for use in 
Class II hazardous (dusty) locations 
has been made available for circuit 
breakers larger than 50 amperes, 250 
volts. 

The panelboard consists of a rec- 
tangular cast aluminum enclosure 
with gasketed cover and dust-tight 
and weather-resistant external oper- 
ating mechanisms for the circuit 
breakers. The external operating 
mechanisms are so constructed that 
they can be made to engage the circuit 
breaker handles after the cover is in- 
stalled, thus eliminating the necessity 
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World’s Newest and 
Largest Helicopter 
Plant Selects... 


Capacities from 
1to 3000 KVA 


e DISTRIBUTION 

e GENERAL PURPOSE 
e UNIT SUBSTATION 
¢ PHASE CHANGING 

e ELECTRIC FURNACE 
o RECTIFIER 

e WELDING 

e MOTOR STARTING 

@ SPECIAL 





“Mark of Quality” 


Representatives 
in 
Principal Cities 


ee 


—_— wuucer la & CORPORATION 


Bank of 12 Transformers 
Total Capacity 4000 KVA 
Electrical Contractor 
RIGGS DISTLER & CO., INC. 
Philadelphia, Pa. 


Piasecki Helicopter Corporation, makers of 
two of Uncle Sam’s most important heli- 
copters —the 14-passenger Air Force Work 
Horse, and the 6-seat Navy HUP—has in- 
stalled Marcus dry type Transformers to do 
the vital power job in their big new plant 
at Morton, Pa. 


They were selected because every detail of 
the Marcus dry type transformer is engi- 
neered for long life...and continuous, 
trouble-free performance. Latest contribu- 
tion pioneered by Marcus for greater trans- 
former durability is Hi-Heat, Hi-Dielectric 
Magnet Wire, insulated with DuPont's 
newest miracle polyester film “Mylar,” 
combined with Johns-Manville “Quinterra” 
to reach insulation levels at least 10 times 
present industry standards. 


MARCUS— 


TRANSFORMER CO., inc. 
HILLSIDE 5, NEW JERSEY 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 
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for accurately positioning them be- 
aa £ i a ee db 24 P # 8) D U C T y forehand. Ample gutter space is pro- 
vided at both ends and sides of the 
circuit breakers, Circuit breakers are 
FLOOR BOXES « WIRING SPECIALTIES factory wired to the main busses. The 
panelboard can be arranged for either 
top or bottom feed. The enclosure 
walls are sufficiently thick to permit 
" " Adi : drilling and tapping for branch con- 
All Latrobe Adjustable Watertight Floor Boxes are ite cecedicass ti the aie OF olden. 
now equipped with a positive electrical bonding “ 
wire between the exposed flush parts and the con- 
duit system, which make them completely fireproof. Single-arm wiring support 


Conforms to Underwriters’ Laboratories specifica- Fast-Lok Manufacturing Co., Ash 
tions and complies with the Street at Bedford, Bridgeport 5, 
: / Conn., is now distributing catalog ma- 
National Electrical Code. terial on their new Single-Arm Sup- 
port for carrying outlet boxes and 
Receptacle Nozzle conduits above hung ceilings. Said to 

be the first supports developed specifi- 

Adjustable Watertight We can supply a type nozzle cally for such use, the supports attach 
Floor Box to fit any application you securely in a few seconds to the carry- 

Can be had in single, two gang, might desire. ing channels or angle irons without 
three gang and four gang Floor disassembly of the holding - clamps 
po Represented in the South by —_ with which they are equipped. They 


are designed for use with all types of 
FULWILER & CHAPMAN, INC. LEIGH A. DOXSEE CO. ceiling suspension and material, and 
702 Whitehall St., S.W., Atlanta, Ga. 4030 Chouteau Ave., St. Louis 10, Mo. with all kinds of recessed lighting. 
213 S. Front St., New Orleans 12, La. FRED H. SIMMER CO. 
445 English St., Greensboro, N. C. 1406 S. Akard St., Dallas |, Texas 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





GROWING BIG / Stet When intended for carrying outlet 

ELECTRICALLY Y/, UZ = boxes the Fast-Lok Single-Arm Sup- 

: port is fitted with the exclusive Fast- 

fe Lok Snap-on Button. This remains 

on the support at all times, and the 

proper knock-out hole is simply pushed 

over the button; the box is locked se- 

curely by tightening a single screw. 

When used for conduits, four or more 

may be racked on a single support 

with half-clamps. If desirable, an ad- 

ditional conduit may be supported 
above or below the outlet box. 


e 
Mareo acoustical tile unit 


A NEW LIGHTING unit designed for 
use with acoustical tile has been 
placed on the market by the Marvin 
Manufacturing Co., 731 West 14th 
St., Chicago, Ill. 

The new unit was designed to pre- 
sent architects with a fixture which 
would blend harmoniously with the 
pattern created by acoustical tile, and 
contractors with a fixture that would 
eliminate cutting and piecing tile. 

In addition to meeting these re- 
quirements, the unit is ruggedly 
constructed and designed to meet ex- 
acting specifications. They employ alu- 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. minum reflectors and Corning lenses, 


and patented J-Box and Bar Hangers. 








ELECTRICAL SOUTH for APRIL, 1953 








Lighting catalog 

ONE OF THE FEATURES of the new 
lighting catalog issued by the Glat- 
thar Lighting Co., 949 E. 72nd St., 
Cleveland 3, Ohio, is an octagon 
shaped four-lamp lighting fixture, 
which because of the nature of the 


glass bowl, gives off an iridescent 
color when lighted. 

Another feature of the catalog, 
which may be obtained from the com- 
pany, is a flexible arm arrangement 
with a translucent fibre-glass shade, 
finished in polished chromium, and de- 
signed especially for use over a sink 
or worktable. 

The new catalog contains complete- 
ly remodeled lines to suit every need. 
% 
Engineering conference 

(Continued from page 50) 
Light Co., Wilmington, Del. 

Production Committee members 
will be addressed in the afternoon 
by S. A. Cole, Industrial Division, 
Wallace and Tiernan Products, Inc., 
Belleville, N. J.; and John H. 
Rusch, development engineer, 
Dowell, Inc., Shreveport, La. The 
meeting will adjourn after a round 
table discussion. 

During its morning and after- 
noon sessions, the Transmission 
and Large Substations Committee 
will hear several outstanding 
speakers discuss topics of timely 
interest, with group discussion. 

Included in the speaker’s list 
are: G. W. Clothier, manager, 
Transformer Section, Power De- 
partment, Allis-Chalmers, Milwau- 
kee, Wis.; E. H. Wildeberger, 
supervisor of substations, and T. J. 
Allen, superintendent of transmis- 
sion, Georgia Power Co., Atlanta; 
L. B. Murray, Alabama Power Co., 
Birmingham, Ala.; D. H. Davis, as- 
sistant chief engineer, South Caro- 
lina Electric and Gas Co., Colum- 
bia, S. C.; W. L. Pilsbury, superin- 
tendent of transmission, construc- 
tion, and maintenance, Florida 
Power Corp., St. Petersburg, Fla.; 
and W. M. Brewer, Arkansas 
Power and Light Co., Pine Bluff. 
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THESE LINES HAVE BEEN TIME- 
TESTED AND APPROVED BY 
MANY YEARS OF 


Quality and Service 











NEWART MFG. COMPANY 


Complete Line of Switch Boxes, 
Outlet Boxes and Covers in all 
standard types and sizes. 





Display Lamps 
Colorbeam Lamps 
Accent Lighting 
Hi-Hat Fixtures 


AMPLEX CORP. 


111 Water St., Brooklyn, N. Y. 





STAR-A ELECTRIC MFG. CO., 


WIRING DEVICES 
CORD SETS, SPECIALTIES 
Brooklyn 6, N. Y. 


A COMPLETE LINE 





of Newark, N. J. 


Dura Starters are 
thoroughly tested 
and proven. More 
DURA STARTERS 
are ETL approved 
than any other line. 





OHM 
WIRE AND CABLE 


BROOKLYN, N. Y. 


POT, Thermostat Cable, and Bell Wire 


PROMPT SHIPMENTS 





COMMERCIAL ENCLOSED 
FUSE COMPANY 


PLUG FUSES 
NON-RENEWABLE FUSES 
RENEWABLE FUSES—LINKS 


USED BY SOME OF THE BIGGEST INDUSTRIAL 
PLANTS. THEY MUST BE GOOD. 





MERIT 


MOLDED PLASTICS CORP. 
PROVIDENCE, R. I. 


The reliable design 
for wall plates. 
Ask your whole- 
saler about the 
premium offer. 


ALL LINES ARE SOLD THRU WHOLESALERS ONLY 


JULES J. DREYFUSS’ SONS. 


em “SS 
“epg 324 PETERS ST., S. W 
\e) ATLANTA 3, GEORGIA 


MAIN 6886 


MEMBER 


ELECTRICAL FACTORY AGENTS gave, 


1361 N. W. 23rd STREET =| 
PLEASE ADDRESS MAIL TO: | <} 
P.O. BOX 187, ALLAP. STA. \ 
MIAMI, 42, FLORIDA 
PHONE 2-6736 





WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 





Contractors confer 


a 
the ventilator (Continued from page 48) 
H ° dent of Westinghouse. ‘“Develop- 
with the high ment of the Southwest,” was his 


subject and he showed slides, de- 
| ( *K picting industrial, commercial and 
owe cultural progress in the region, 
A lot of electric exhaust with accompanying descriptive 
fans look like this, comment. 
Including Paul M. Geary, execu- 
BUT... tive vice-president, five members 
of the NECA staff were on hand 





mil 


BLO-FAN alone has THE 


blade which combines the for the convention. 
power of a blower with 
the volume of a fan. Dues may be changed 





Geary’s appearance, he specified, 
was principally for the purpose of 
apprising members of what might 
come before them at the Miami, 
Fla., convention, including a pro- 
posal to dissolve the IBEW em- 
ployers section in the line con- 
struction section. He discussed 
* - 2 four possible constitutional amend- 

; ments “that might come before 
you” and said it might be proposed 
to revise the 1 per cent minimum 

P payroll dues of traveling con- 

dam rhymes with FINE...end meeons it! tractors. 
BOX S$-33, POMONA, CALIFORNIA “And the matter of dues gen- 
EASTERN FACTORY: KEYSER, WEST VIRGINIA erally might come before you, for 
10 per cent of the members pay 
more than 50 per cent nationally, 
the same situation prevails in 
local chapters and we wonder if 
it is sound for that condition to 
exist.” 

George A. Seaman, director of 
the Southwestern region, had the 
topic, “Government Controls and 
National Legislation,” and made 
a detailed report on progress in 
this direction, such as bid shop- 
ping and bid peddling legislation. 

Bill Damon, director of ap- 
prenticeship and training  pro- 
grams for NECA, made a report 
on developments in that field. He 
’ is a former manager of the West- 
ef a ern Oklahoma chapter, District 

Soe SO AW, Five, with offices in Oklahoma City 


90% EFFICIENCY aap 
before joining the NECA staff. 
ONE MAN LOUVER INSTALLATION ne on 


EXCLUS'VE “VIBRA-LOCK” END SECTION Damon said the program “is 

CONFORMS WITH A.S.A. REQUIREMENTS now receiving the help and support 

SIMPLE LOW COST MAINTENANCE that it deserves,” that there are 

AVAILABLE IN 3 CUYOFFS 62 wage areas and 50 approved 

35° - 25,35 -45,45 - 45 programs. Point by point, he dis- 

IDSREICENT OR SLIMLINE, 4, 6, 8 FOOT UNITS cussed briefly a 20-point program, 

There's a colorful NEW CATALOG SHEET with complete se 4 

| information about the ''N" Series. Write for yours today. said that further progress depends 
EASTERN FIXTURE COMPANY upon how rapidly information may 
170 VERNON STREET - BOSTON 20, MASS. be obtained from the field, and 


S. L. BAGBY CO. FRANK E. KEENER 0 . 
822 West Morehead St. 169 Feld Ave. . ncinded P 
Charlotte, N. C. Decatur, Ga. ‘ Apprenticeship lays the ground- 





INSIDE QUALITIES 
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work for leadership in industry 
and society.” 

E. R. (Al) Cornish, director of 
research and education for NECA, 
reported his program “well on the 
way to being successful” with 1,700 
enrolled in accounting and estimat- 
ing courses. 

He said some tabulations of bids 
“lead us to believe” all are not 
keeping faith with the industry, 
that competition is tougher, and 
price wars are evident. 

“But if you keep faith with the 
industry, the industry will keep 
faith with you,” he advised. 

“Let’s not kid ourselves, fellows. 
It may be we make what we think 
is a good profit on one job, but that 
profit goes out the door on the next 
job. It has been said that real 
profit is what can be taken from 
the business without adversely af- 
fecting that business.” 

John L. Rose, managing editor 
of Qualified Contractor, the NECA 
publication, reported on the busi- 
ness development program of the 
association. He identified District 
Five as having an outstanding rec- 
ord in business development and 
in leading the whole country in re- 
sponse as to what is being done. 

“No one will quarrel with the 
idea that the long term trend of 
business in this country is up,” he 
continued. “Intermediate trends 
are those that are difficult to fore- 
cast. 

“There are numerous fields from 
which we can develop new business, 
especially commercial _ lighting. 
This business development pro- 
gram is creative selling and sales 
engineering.” 

W. B. Petty, international vice- 
president from District 12, was the 
only IEBW officer on the program 
or, apparently, in attendance. His 
district includes the state of 
Arkansas and his assigned topic 
was “A Message from the IBEW.” 

Petty said “we haven’t pro- 
gressed to the point over here 
where we meet jointly,” then dis- 
cussed strikes in which he had a 
part and a big construction job 
where a local contractor was of- 
fered $35,000 for use of his name. 

“When you take a labor contract, 
you’re not performing the function 
of an electrical contractor,” Petty 
warned. 

R. M. (Buster) Thompson, of 
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High Performer y” 


on FREE AIR or PRESSURE DELIVERY 





At last, here's an easily installed 


propeller fan with stable, high efficiency performance 
Popular 


either on free air or 14” to 2” static! The result of 
New many years of work by “Buffalo” engineers, the NV- 
BREEZO has a 4-bladed wheel specially shaped for 

efficiency. Blades are die-formed of #16 ga. steel in 
NV-BREEZO the smallest sizes and #12 ga. in the largest. Other 
parts of the fan are correspondingly sturdy: the panels 
are die-stamped of heavy-gauge steel—and the motor 
support, of strong, welded wire, is also a motor-side 
guard. WRITE TODAY FOR NEW BULLETIN 3865 
for the profit facts on these new, efficient fans which 
may be fabricated of special metals or provided with 
protective coatings for corrosive industrial applica- 
tions. 8” to 24” sizes to handle any fume, steam or 


air removal problem you have. 





FANS 


BUFFALO FORGE COMPANY 


210 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 
PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS L” BREEZO FANS NV” BREEZO FANS 

















PYLE- 
NATIONAL 


RECEPTACLES 


TYPE ERR 
RECEPTACLE 


DELAYED ACTION 
EXPLOSION PROOF 


-.-are safe, reliable connectors for 
portable electrical equipment in 
hazardous locations, (Class I, groups C 
and D) and also are safe and positive 
current rupturing devices. 


The delayed action lock, which is 
extremely easy and simple to operate, 
makes it impossible to open or close 
the circuit except when the contacts 
are safely confined within the 
explosion-proof chamber. Pressing a 
conveniently-located button is all that is 
necessary to release the delayed 
action lock: The plug is inserted and 
withdrawn in a straight line. No 
turning is necessary. No separate 
sealing fittings are required. For 15 and 
30 ampere, 2-wire, 3-pole and 3-wire, 
4-pole circuits. 


Sold nationally through electrical 
distributors. Write for detailed literature. 





THE 
PYLE - NATIONAL 
COMPANY 


1354 NORTH KOSTNER AVENUE 
CHICAGO 51, ILLINOIS 


CONDUIT FITTINGS ¢ FLOODLIGHTS 
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Houston, G. C. White, of Fort 
Worth, and Les T. Allen, of 
Tulsa, served as chairmen of the 
three business that 
order. 

Registration was announced as 
in excess of 250. Although there 
was no formal action on the site 
of the next convention, it seemed 
to be taken for granted that the in- 
vitation of Tulsa for 1954 would be 
accepted. 


sessions in 


How to estimate 
(Continued from page 42) 

recommended as being more practi- 
cal and flexible. In this method, 
man-hour units are used on a deci- 
mal basis, 14 hour being used as 
0.25, % hour as 0.50, 1 hour as 
1.00, and so on. Thus the units are 
extended as if they were dollars 
and cents. 

A labor unit, even though it has 
been soundly determined, will not 
give a correct total unless it is 
properly applied. For example, if 
the labor unit determined for con- 
duit placed in a floor slab were ap- 
plied to conduit placed exposed on 
a concrete ceiling, the total man- 
hours for the installation would be 
incorrect. Further, it is considered 
important that labor units be re- 
checked from time to time even 
though they have proved their cor- 
rectness in the past. A change in 
the productivity of labor may oc- 
cur, for example. 

“It must be recognized,” says 
NECA, “that any nationally pub- 
lished labor units will necessarily 
be based upon averages. They are 
usually determined on a basis of 
ideal working conditions, which 
rarely exist. It must also be rec- 
ognized that there are many vari- 
able job and other conditions over 
and above the usual factors, which 
must be taken into consideration if 
the estimated labor for a given job 
is to compare favorably with the 
actual labor which is finally ex- 
pended.” 

There are many factors which 
affect the cost of labor operations, 
such as type of building, working 
conditions, the ability and attitude 
of the general contractor, the 
amount of nonproductive labor, 
and the electrical contractor’s own 
ability and efficiency. The deter- 
mination of sound labor units must 
be based upon some form of job 


FITTINGS SAVE 
INSTALLATION TIME 


ey 


SET SCREW 
CONNECTOR 
#2750 


625" 


«SET SCREW 
_ COUPLING 
#2760 


These new EFCOR Set Screw Connec- 
tors and Couplings make possible 
amazing labor and material cost 
savings in non water-tight installa- 
tions. One turn of set screw locks the 
E.M.T. firmly into place. 

No Special Tools Needed—Instal- 
lations which are inaccessible with 
an open end wrench are now 
quickly, easily accessible with an 
ordinary screwdriver! 

Stripping of Screw Threads is 
Eliminated—Overlapping of steel in 
the construction of the body doubles 
the length of the screw thread. 


@) DENOTES BINDING SURFACE. 


| Efcor Cas 
| \\ | 7 


Screws lock 
securely than ¢o 
pointed screws becaus 
bind a greater surface 


of tubing. 


e Hardened Cup 
tubing more 
nventional 
e they 
arec 


FOR RAINTIGHT INSTALLATIONS 
USE EFCOR COMPRESSION TYPE 
E.M.T. FITTINGS 

EFCOR'S wide and complete line of 
electrical fittings for all installations 
is available to you from warehouses 
in all principal cities. 

FOR FREE ILLUSTRATED 


CATALOG AND PRICE 
LIST WRITE TO 


© 


_ ELECTRICAL FITTINGS CORP. 
] Dept. S4 
WOODSIDE 77, NEW YORK 





‘SOLD THROUGH WHOLESALERS onty 


ELECTRICAL SOUTH for APRIL, 1953 


«IVE LASTING GRIP 


NEW E.M.T.SET SCREW 
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NEW IDEA FOR PROFIT 











be a “model T” builder 


with “model T” profits? 


Just as the “model T” was 
once the best method of transportation, 
SUNWARM Electric Radiant Heat is 
today the newest, most economical 
method of heating a home. 


SUNWARM Radiant Heat is 
an electric heating cable specially de- 
signed to make the entire ceiling an 
invisible radiant panel. It works on 
the same principle as the sun warming 
the earth ... with radiant heat from 
above. 

After plastering, the only 
evidence of a heating system is a small 
thermostat in each room. A flick of the 
finger beams down clean, healthful 
heat, evenly distributed throughout the 
entire room . .. temperature does not 
vary 6° from ceiling to floor. 


SUNWARM heating can save 
the home builder up to $2,000 over a 
20-year period permits the con- 
tractor and architect to reduce build- 
ing costs ... and speeds construction. 

Entirely safe, SUNWARM 
Radiant Heat is Underwriters’ Labora- 
tory approved, and accepted for FHA, 
GI and other mortgage loans. 

No upkeep! No depreciation! 
SUNWARM Radiant Heating System 
carries a 5-year factory guarantee! 
The homeowner’s initial cost is his only 
cost. 

Brighten your profits = 
brighten the homes you build .. . with 
SUNWARM — it heats like “indoor 
sunshine.” 

Write today for our neu 
booklet giving complete information! 


HEATS LIKE 
“INDOOR 
SUNSHINE” 


RADIANT 
CEILING 
HEAT 
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cost data and actual labor cost ex- 
perience. 

Many estimators have periodi- 
cally accumulated labor records for 
given sections of installations. In 
some instances groups of estima- 
tors or contractors have pooled this 
sort of data to provide estimating 
data applicable to one area. The 
NECA labor units have been 
largely determined by expanding 
this approach, with supplementary 
research studies. 

After all the work has been done 
in the take-off and in applying 
proper pricing to material and la- 
bor items, mistakes sometimes oc- 
cur in the extensions. It is recom- 
mended that every extension be 
double checked, first by the estima- 
tor himself, and then by some 
other competent person. 
Adequate wiring 

(Continued from page 39) 
how his own company is promoting 
better home wiring and why others, 
sooner or later, must follow suit. 
In closing, he stressed that “it is 
the responsibility of any business 


which manufactures a product or 


sells a service to create and carry 
out sales promotion plans that will 
tend to insure the maximum use of 
the product or service it supplies. 

“Whether or not the effort ex- 
pended in the promotion of ade- 
quate wiring brings in the return 
from its investment, of course, is 
important. However, in my opin- 
ion, we owe it to our consumers to 
inform them of this problem as a 
part of our service.” 

Constant changes in living habits, 
plus revolutionary developments in 
home design and equipment, force 
the appraiser to readjust his think- 
ing at frequent intervals, said 
Dominick Dunn, member of the 
American Institute of Real Estate 
Appraisers and of the National 
Association of Real Estate Boards. 

In the case of electrical usage, 
major changes are taking place 
continually, he pointed out. Those 
who are old hands in the field as 
well as newer men are therefore in 
need of the latest information on 
proper wiring design. To help 
them keep up with the electrical 
times, Dunn suggested the develop- 
ment of educational material slant- 
ed specifically at appraisers. 





Gans 
need MORE 


ELECTRICAL 


OUTLETS! 


PLUGMOLD 
2000 with Snapicoil 


Is the FASTER, EASIER, 
CHEAPER way to provide 
multiple convenience 
outlets! 


PLUGMOLD makes work 
benches more efficient! 


This easy-to-install multi- 
outlet system gives you outlets 
right at the spot where they're 
needed — Duplex or NEMA 
grounded outlets every 30 inches 
in a continuous run. Closer 
spacings available if needed; 
also available in 3-foot and 6- 
foot factory-wired sections. 


PLUGMOLD 2000 eliminates the 
hazards of a tangle of extension 
cords — dangerous to workers 
and to the work! With a PLUG- 
MOLD outlet right at the point 
of use, you can use shorter cords 
for electrical tools. 


Write today for the free Plugmold 
2000 book! 


SS ee 
WireworD 
Makers of 
PLUGMOLD — multi-outlet systems 
WIREMOLD- electrical raceways 
PANCAKE -overfioor raceways 


THE WIREMOLD CO. 
Hartford 10, Connecticut 











Spring building 
Say ep call 

or Poles for 
Service Sta- 
tions, Indus- 
trial, Commer- 
cial and Sports 
Lighting appli- 
cations. We 
manufacture 
the most com- 
plete linein 
Rigid—Separa- 
ble and Hinged 
Types. 


Be prepared for 
this business... 
you know it 
leads to volume 
floodlight sales. 
Your sales hit is not 
lete without 
ERE Pole 


data. Write for liter- 
ature today. 
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HEADQUARTERS 




















Inform them by providing texts 
understandable to the layman, he 
said. Such material should include 
basic information on 
proper layout of circuits, how to 
identify 120 or 240 volt wiring, 
what appliances need more than 
120 volt circuits, overloading, what 
is meant by volts, watts, and ohms, 
functions of the fuse and circuit 
breaker, split circuits, etc. 


wire sizes, 


AW plus planned lighting 


Joint promotion of adequate wir- 
ing and light conditioning really 
pays off, agreed all participants in 
the AW-planned lighting panel. 
When properly merchandised, these 
features attract great public inter- 
est and win demands for repeat 
performances from builders. In de- 
tailing their experiences, several 
panelists stated that builders were 
loathe to cooperate when first ap- 
proached on the idea. But after one 
venture, they clamored for con- 





tinued promotional aid on homes so 
equipped. 

One word of caution was sound- 
ed for those contemplating a simi- 
lar activity: allow plenty of time, 
at least six months, from the time 
the builder agrees to tie-in till the 
home’s opening. Unless this is 
done, they stressed, proper plans 
cannot be made to merchandise the 
features adequately. 


REVERE ELECTRIC MFG. CO. 


6005 Broadway Chicago 40, Ill: 


OUTDOOR LIGHTING FOR EVERY NEED 





OVE ailIr | & D, Div.2 — 


sen alarm unit 
ideal for flow line and graphic panels! 


Monolarm offers instant warning against any abnormality 
occurring in a processing operation. Should any abnormality 
occur the normal light ceases to shine...the alarm light flashes 
rapidly on and off... also an external howler, if used, is sounded. 
Acknowledgment by the operator must be made by turning the 
° . Matching pilot 
re-set switch... the alarm light then assumes a steady state |ijght with 
until the condition is remedied ...then Monolarm automatically Monolarm for 
resumes its normal indication. ne go ey 
¢ Write for Sales Data Sheet #21253 — 11 F PP 


ance, 


‘ Advantages of RaS MONOLARM = 


1. A single narrow bezel and tw or three colors on one switch receptacle and plug. 
button fits into a flow or bezel. 


Also, builders must have time to 
work out new construction tech- 
niques required for some of the 
lighting. The panelists unanimous- 
ly stated that previous years’ pro- 
grams would be repeated in their 
areas during 1953. And some said 
that advertising appropriations 
would be increased to assure great- 
er promotion of adequately wired- 
light conditioned units. 





Rewiring is good business 


Wiring modernization can be 
sold profitably and on a large scale, 


raphic line diagram without 
areas the continuity 
of the design story. 


2. Occupies minimum back- 
of-panel mounting space. 


\ 3 Lighting indications in 





4. Relamping is quick and 
easy from the front of the 
panel. 


5. Instantaneous connect 
and operon of the power 
supply cable to Monolarm is 
provided by an interlocking 


6. Hermetically sealed plug- 
relays instantly removable if 
replacement is necessary. 


7. Time delay circuit avail- 
able to counteract turbulence 





and vibration when oo) 





RUSSELL & STOLL COMPANY, INC. + 125 BARCLAY STREET, NEW YORK 7, N.Y. 


condition is reached. 
Wey, 





testified participants in the panel, 
Selling the Biggest Market. All 
that is required is the will to do 
the job, an efficient sales organiza- 
tion, a sound plan, and co-operation 
between the key industry groups. 
When these factors are present, 
success is assured, they agreed. 
Representatives from two urban 
areas, St. Joseph, Mo., and the 
Quad-Cities, described the mechan- 
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HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PLYMOUTH 
PLASTIC 


PACKED INDIVIDUALLY CONVENIENT FIVE. PACK 
One 66-ft. roll, 34" width in Five 30-ft. rolls, 34," width 
single pocket-size metal can in handy container 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 


1. Where tape is subject to abrasion (resists abrasion). 

2. Where space is limited (makes neater job, as in terminal box). 

3. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
4. Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASS. 


TRADE MARK 


HOT-DIP GALVANIZED 
for Lead, Rubber, Braid or GROU > RODS 


Synthetic Covered Cables 





Nothing else gives ‘slip’ to electric cables like Y-Er ; r | 
Eas. This creamy, non corrosive lubricant simplifies : a 
cable pulling, especially through saddles and sharp el 
turns. 


The finishing touch 
Y-er Eas is never harmful to cables or conduit. It - 
performs its slipping function, then dries out and to a first-class job 


Write for Shrinks in volume leaving only a light film of powder 
Descriptive 


alder Only Y-Er Eas has all these features! 

© Never messy or greasy to use. : Ae 
Never harmful to hands or clothing. Sharp-pointed for easy driving . . . hot- 
Prevents sticking and setting of cables. dip galvanized for positive protection 
Does not run back on cables. ' 
Facilitates removal of cable at later date 


THE MARK of a good electrical job well 
done is a Dixistee, Galvanized Ground Rod. 


. 
a 
against rust. %%” x 8’ and other popular 
oa . . . 

sizes carried in stock. 

Improved Y-Er Eas has been tested and approved 


Waten op tele : > prices. 
by the Underwriters’ Laboratories, Inc. Write or tele phone for _— 





At all leading Electrical Supply Houses FABRICATING DIVISION 


if sy Atlantic Steel Company 
- Ey ELECTRO oN ROUND 00. es so SRMED 


_ ATLANTA, GEORGIA « EMERSON 3441 
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High Lighting 
Efficiently 
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Rigid 1-Piece Stee! 
Louver Assembly 











Easy Lamping 
and Servicing 


Modern Design 





oo 


a 











Simplified 
Installation 


miller 
BURLINGTON 


CORRECT LIGHTING is one of the most 
vital factors in the making of sales—it 
puts customers at their ease—enables 
them to see merchandise at its best— 
speeds IMPULSE buying. The new 
Miller Burlington—a distinct advance 
in store lighting—provides CORRECT 
store lighting of high efficiency without 
glare. It provides it at L. O. C. (low 
overall cost) —through engineering fea- 
tures that make for easier, quicker 
installation, and materially reduce cost 
of maintenance, making it more eco- 
nomical over the years. You get more 
Valve for your lighting dollars. 


Write for Burlington Store Folder 


e 
THE miller COMPANY 
SINCE 1844 
meriden, conn. 


Miller has a complete line of 
Fluorescent, Mercury and Incan- 
descent luminaires, covering a 
wide range of industrial and 
commercial lighting require- 
ments, NATION-WIDE SERVICE 
is available through Miller 
field engineers and distributors. 


Field Sales Engineers: 
H. Connell, 132 Heatherdown Rd., Decetur, Ge. 

C. H. Phillips, 212 West Newlyn St., Greensboro, N. C. 
C. Maddox, 2700 Connecticut Ave., N.W., Washington, D. C. 
3. W. Fowler, 2709 Live Ook Drive, Nashville, Tennessee 
Ben Blarkson, 6147 Prestonshire Lone, Dallas, Texas. 


miler 


SINCE 1844 





ics of their programs which have 
won hundreds of rewiring jobs 
for contractors averaging $156 in 
the Quad-Cities and $200 in St. 
Joseph, plus’ kilowatt-hour  in- 
creases in modernized units of 30 
to 32 per cent. 

In both cases, the sales approach 
is identical. Women, on the utility 
payroll, approach home _ owners 
with the AW story. Their leads are 
obtained from electrical contrac- 
tors and inspectors, responses to 
advertising, “no light” trouble re- 
ports, applications for building per- 
mits. In St. Joseph, where there 
are 20,000 residential meters, over 
2,000 jobs have been sold since 
1948. And in the Quad-Cities, 
where there are 60,000 meters, 
1,301 jobs have been sold in the 
past three years. 

Though skeptical at first, co-op- 
erating contractors in both areas 
now are enthusiastic about the ef- 
fort. They have been relieved of 
time-consuming sales work and 
much unnecessary travelling be- 
tween jobs. For all concerned, the 
home owners, electrical inspectors, 
utilities, contractors, wholesalers, 
and others, wiring modernization 
has brought tremendous benefits. 
Today, in St. Joseph and the Quad- 
Cities, more homes are safely and 
adequately wired than ever before, 
the participants testified. 


Dealers will participate 


About 15 per cent of the appli- 
ance dealers in Louisiana Power 
and Light’s territory are now tell- 
ing the AW story to customers, 
said J. M. Mooney, wiring consul- 
tant for the utility. This reversal 
of former practices was achieved 
by making dealers aware of their 
profit losses through returns of 
appliances from dissatisfied cus- 
tomers, replacements of burned-out 
motors, and excessive service calls, 
he said. 

To win their initial interest, the 
utility’s dealer representatives 
called on dealers with copies of the 
“Farm Market Reporter,”  pro- 
duced by the National AW Bureau 
and the NEMA Farm Electrifica- 
tion Bureau. Using the case his- 
tories of dealers who have lost 
profits through obsolete wiring in 
this bulletin, the representatives 
interested many in arranging for 


meetings with their sales staffs. 
Scores of such meetings have been 
held in dealers’ stores and the re- 
sults have been most gratifying, 
he said. 

Close to one hundred dealers 
now are explaining AW funda- 
mentals to their customers. As a 
result, he testified, there has been 
an appreciable decline in customer 
ill-will, returned appliances, and 
unnecessary service calls. 


The 1953 AW program 


During 1953, the National AW 
Bureau will offer a well-rounded 
program to sell consumers, lenders, 
home economists, electrical con- 
tractors, and other industry groups 
on the importance of up-to-date 
wiring, said L. E. Barrett, who is 
president of the Barrett Electrical 
Supply Co., St. Louis. 

Of special interest is the expan- 
sion of the consumer advertising 
program, which will reach millions 
of home owners through the pages 
of home magazines. The increase, 
he said, was due to the outstand- 
ing success of nominal size ads run 
in 1952 which pulled an average of 
1,000 requests a month for an ex- 
planatory booklet. 

Barrett listed as new items 
scheduled for 1953 production: a 
promotional kit for electrical con- 
tractors to use in selling better 
wiring; placards for model homes; 
a new house sign to identify certi- 
fied jobs; spot announcements for 
use on TV; a special folder aimed 
at financing institutions; and an 
additional teaching aid for home 
economists. 

When a 1,000 sq. ft. home is 
“light conditioned,” approximately 
5,000 watts of connected load are 
used, said E. W. Commery, illumi- 
nating engineer for GE’s Lamp 
Division. If this figure is com- 
pared with the 1,500 watts used in 
the average home, the reasons for 
promoting 
obvious. 


planned lighting are 


In discussing wiring require- 
ments for light conditioning, Com- 
mery pointed out that GE’s rules, 
or recipes, have been determined 
by human needs. How much light, 
what kind and where, should flow 
from people’s needs in specific cir- 
cumstances, he said. By way of 


illustration, Commery mentioned 
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HEIGHTEN ee 
THE BEAUTY . & 
OF YOUR FIXTURES Pe 8 


NALCO 
Accurate Weight 

EN . Accurate Length 

conseunens as Marked 


For Soft Candlelight Glow 


Candle Flame Lamps diffuse the warm light of burning candles to 
create @ hazy, enchanting reflection in oll fixtures . . . available clear When it’s a Haartz-Mason made tape you know it’s 


or frosted in flame, amber and red tints, and white with yellow tip 





For Sparkle and Brilliance full length . . . full weight. You know it’s full 


Candylbeme Lamps radiate without diffusion to permit full, accented 
reflection from polished fixtures available clear or frosted 





strength in substance. You know its adhesive stays 


Add New Charm to wali Brackets + Candelabra * Electric Candie | fresh longer. You know there’s no better tape 
Sticks * Crystal Table Displays a 
Both of these long-burning carbon filament lamps are supplied with made than Paramount, Stre mnghold and Paraplas- 
Standard or Candelabra bases to fit all types of fixtures 


wine. . «te Mattia eubatien. tic .. . because they’re Guaranteed. 


NORTH AMERICAN 
Electric Lamp Co. 


1041 TYLER STREET, ST. LOUIS 6, MO. 


NATURLITE 


Reg. U. S. Pat. Off 





. It Pays 
Fluorescent Fixtures a, aia 


For every commercial and industrial use 


Quality High—Cost Low these brands 


Write for catalog and prices— 


LIGHT & POWER UTILITIES CORPORATION 
1035 Firestone Bivd., Memphis, Tenn., Dept. E 


Southern Representatives 
Chas. K. Ramond Co. Craig-Owen Co 
102! Carondelet Bidg. 736 Georgia Ave. 
New Orleans 12 La Chattanooga, Tenn 





BUSINESS CHARACTER 
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of tee Morid 


COO RED ‘\ ae E34 
y 18 “4 lous Gs caspases F 
BRUSHES (* oie 


SDROVED MOTOR PERFORMANCE 9 y 
ER BRUSH CHANGES “© |/ 
; 6 All guaranteed gage ~ 


accurate length accurate 
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HELWIG CO. Conk PRODUCTS sebitik th estat: \ ELECTRICAL 


2536 N. 30th St., Milw. 10, Wis. + 
ee =| Hoartz-Mason, Inc. © y 


WATERTOWN 72, MASS. 
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There's Money To be Made 
By Selling 
ATLANTIC to the Trade 


#901 
Non Metallic 
Connector 


#523 
Entrance Cap 














ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 





UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be 
from 8-A copperweld to .595” A.C.S.R. 


armour rods, 


ADAPTABLE TO A WIDE RANGE OF USES 














== 1 /@} 
WRITE FOR BULLETIN 8-A 





KRUEGER & HUDEPOHL 


VINE A ® f . MCINMAT 





the recommendations for entrance 
lighting. Two lamps are advisable, 
one on each side of the door. Both 
are needed to illumitate the faces 
of visitors, and they should be of 
such a height as to achieve this ob- 
jective, he said. With the aid of 
slides, Commery explained the 
whys and wherefores of many of 
his Company’s recommendations 
and gave tips on wiring short cuts 
for some of the installations. 


Contractor interest in AW 


The fact that progressive electri- 
cal contractors are on the move 
promotion-wise, was brought out 
repeatedly during the panel, How 
Electrical Contractors Build Busi- 
ness Through AW Promotion. All 
participants detailed their own ef- 
forts to sell better wiring and 
unanimously agreed that higher 
profits and better customer rela- 
tions were the inevitable result. 

It was pointed out by several 
that the idea of co-operative effort 
through local AW programs fre- 
quently was difficult to sell to con- 
tractors. Because of the highly 
individualistic nature of their 
work, contractors have been con- 
ditioned against joining with 
others to put across an idea. But 
with patience, it was emphasized, 
contractors can be won over to the 
AW cause. 


Distribution of power 
(Continued from page 36) 


rectly from the 460-volt supply to 
the lighting load. The reluctance 
of many individuals to go to volt- 
ages higher than 120 volts for light- 
ing plus the failure of most dis- 
tribution engineers to recognize the 
inherently lower cost and copper 
savings in this type of system is 
apparently responsible for the fact 
that 460-volt supply to lighting 
loads has not become more widely 
used. 

The line-to-neutral connection of 
the lights on 460-volt system ap- 
pears to be the most practical 
method at the present time. Con- 
necting the lights line to line on 
either a 460-volt delta or a 460-volt 
grounded wye system is feasible 
and offers the advantage of slightly 
lower cost branch circuits from the 
panelboards. However, line-to-line 
connection of lights makes it nec- 


essary to use either two or three- 
pole breakers in the lighting panel- 
boards. Panelboards consisting of 
two or three-pole breakers which 
can be applied on a 460-volt system 
are somewhat more expensive than 
the panelboards containing single- 
pole breakers which are used when 
the lights are connected from line 
to neutral. 


Substation lighting 
(Continued from page 37) 

12 fixtures per row. The two inside 

rows were 3-lamp fixtures, the two 

outside rows were 2-lamp fixtures. 

The bottoms of fixtures are 11 

feet-6 inches from the floor. 

The total wattage of lighting in- 
stalled is 6,900 watts. This illumi- 
nates the 58 foot by 24 foot sub- 
station room to a general lighting 
intensity of 75 footcandles. Light- 
ing intensity on the faces of the in- 
struments averages 65 footcandles. 

Other details of the room which 
affect the lighting distribution are 
as follows: ceiling height, 13% 
feet; floors, green asphalt tile; 
walls, light buff; ceiling, white. 








Quality Residential 
Lighting Fixtures 
The Packaged Line 


Ace Lighting Products Co. 


914 Piedmont Ave., N.E. 
Atlanta, Georgia 














STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fla. 








WANTED 


Sales engineer for Air Conditioning 
and Heating Contracting firm. City 35,- 
000. Capable of engineering, design, 
supervision. Write: Joel A. Wier, Jr., 
owner: WHITE & WIER, Athens, Ga. 








IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 


UNIVERSAL WIRE & CABLE CO. 


Clybourn \ 
Chicago 14, til. 
Ph.: EAstgate 7-4777 Ph.: FAirfax 9468 


able Address: Uniwire 
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“Now I’ve Seen The Style Leader... 
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nd you can quote me”, 


It’s Tops In Design... 


¢ 


says Maynard Ford, of The H. K. Dewees Co., Atlanta, Ga. 


“I like the generous co-op plan Viking offers on these new 

“340s” — it promotes my store, too. And it really works. That 
co-op allowance (3 V adnits worth $12 with each unit) of up 
to 50% on the advertising I do on Viking products is terrific 
support. That and the popularity of this extra good looking 
room air conditioner are my reasons for placing a big order’, 
agrees H. L. Arwood of Ace Electric Co., Atlanta, Ga. 


“If you've ever installed room air conditioners, you know 


what a cinch this V iking is. That's a slick idea, and it’s safe, 


that being able to fasten that modern design cabinet firmly 
into place without the heavy cooling mechanism inside it. 
And then to slide it in just like a drawe rin a letter file. Easy 
to remove for factory servicing, too.” This enthusiastic en- 
dorsement from J. Richardson of Rick's Ref. Service, 
Marietta, Ga. 


Better place your order today with your friendly Viking jobber! 





“No wonder these Vikings sell on 
sight. Our dealers recognize at a 
glance that they've got what 
their customers want — complete 
air cooling and circulation, clean 
filtered air with the excess mois- 
ture out of it — and all this housed 
in a cabinet that actually adds 
beauty to the home or office”, 
states R. D. (Dick) Morrow of The 
Henry V. Dick Co., Atlanta, Ga. 


“For 1953 distribution will be limited 

















Electric Automatics ieee 


Pe CRUE heal that you need | 





W ny sell the “hammer and tongs” way — reduced prices at reduced 
mark-ups — when Preway gives you outright price leadership at your 
normal profit. That's strong language, but it’s crystal clear, 

You don’t have to cut anything with this fighting line.* Everything is 
there — everything ... price that beats the field, style that women want, 
automatic features second to none, and quality construction that you can 
prove black on white — for all Preway automatics have been tested and 
rated by the Electrical Testing Laboratory. No other ranges in America 

= Porcelain have scored higher than these four front runners that Preway makes to 

Finish teach every segment of your market. Join the hundreds of alert 

el Fi merchandisers who are promoting Preway — profitably. Write today 
for full information. 


PRENTISS WABERS Propucts Co. 


1453 SECOND ST., N., WISCONSIN RAPIDS, WIS. 


Titaniv 
Enam 














Exclusive, easily 
BS teemin also offers three S re removable Drip Bow 
it-mahing, pon-automatic ranges. 
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“Spent *40 on ads. 
Got *15,000 results !” 


Phone calls started imme 
diately after the first Fedders 


dealer newspaper ad ran, 
pa} 





says Lou Nachman, Nach 
man & Co., St. Louis, Mo 
“Ninety per cent of the 
people we contacted bought 
Fedders units. We sold 50 
units from 3 ads which cost 
us exactly $40. You bet I'm 
tying in tor the whole 1953 
program.” 


“We couldn’t have afforded 
to run ads like these !” 


Fedders dealer news 

ids with our store 

em brought ex 

celient sales results, Says 
Leonard J Fleck, Fleck’s 
Appliance Center, St. Louis 
We couldn't have aftorded 
to run any ads like these 


ealer ads even in our neigh- 


{ 


borhood papers Fedders 
knows the secrets of retail ad 


vertising, all right 





“Sold 40 to 50 units 
from 3 newspaper ads !” 


1952 was our first year in 
the room air conditioning 
business,” says F. W. Greis 
singer and C. E. Greissinger, 
Variety Vacuum, Harrisburg, 
Pa. “We got into it because 
Ort Distributors had the 
Fedders dealer newspaper 
advertising program. We felt 
it would help us sell. We 
sold 40 to 50 Fedders units 
from 3 ads. Just think what 
we'll do next year now that 


we know how 


How did we sell 








“Couldn't afford to advertise 
any other way !” 


We sold six Fedders Room 
\ir Conditioners from one 
ad.” says Bob Heimer, Bob's 
Cabinet Shop, St. Louis 
Sorry I didn’t go along in 
the very beginning, but I sure 
im going to ue in 100% 1n 
1953. We could not aftord 
to advertise in any other way 
Even if we could, I'd stick 
to Fedders dealer advertising 
program.” 


so many Fedders 


Room Air Conditioners ? 


OW did these Fedders dealers 

clean up? It’s simple. They 
helped Fedders test a dealer news 
paper advertising plan in 3 markets 
last year. The way those ads brought 
in customers and relieved them of 
thousands of dollars, you'd think 
there was some kind of hypnotism 
involved. But let's be modest and 
just say that Fedders knows the secret 
of retail advertising. Here's what this 


dealer new spaper program gives you 


1. The biggest, most concentrated 
barrage of newspaper ads ever run 
during the selling season 


2. Lower cost per ad. 


3. Split-second timing...on the hot 
test days in the heart of the selling 


season 


4. Your name in BiG PRINT in your 
own market 


5. Better tie-in with Fedders national 
advertising 


6. Greater Fedders dealer identitica 
tion 


You'll sell more and protit more it 
you tie in. See your Fedders distribu 
tor right away and get full details on 
the complete 1953 Fedders mer 
chandising package. Or write to 
Fedders-Quigan Corp., Dept. § -3 


} 
Buffalo 7, New York 
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UNITED WE SELL 


FEDDERS 





Its a Fae 


t! 


on new ranges and for replacement 


CHROMALOX Supreme 


\«62.Units 





UNIFORM OVERALL HEAT 





a 


Do Sell Better-Faster! 











OUTER COIL HEAT 


INNER HOT SPOT 


“nr, Range Units 








Cc B. Rogers, 1000 Peachtree St., N. E., Atlanta 5, Ga.; L 
Dallas 1, Texas; 1814 Texas Ave., Houston 3, Texas; 1519 So. Boston Ave 
116% East Fourth Street, 


82 


Ovter band of heat goes evenly into large 
frying pans and utensils for economical cooking! 








The “extra” inner unit saves up to 45% of the 
electricity used in percolators and small pons! 


Whether you're selling new ranges or servicing old ones, Chromalox 
Supreme Range Units give you not one but many “hooks” on which to 
hang your sales story. In addition to the “2-Units-in-l"’ design of every 
Supreme Unit, you'll find Chromalox gives you these extra selling points: 
1—Lower operating costs, 2—Longer unit life, 3—-Cooler Kitchens, 4— 
Easiest cleaning. And best of all for you: Chromalox Replacement Range 
Units fit all electric ranges regardless of make, model or age. 


A Handy Booklet 
to help Your 


Service Department 


Bulletin RU-149 
shows exactly the 
Chromalox Unit 
and ee Rings 
to fit a//] ranges. 


Write Today for Your Free Copies 
7600 THOMAS BLVD., PITTSBURGH 7, PA. 


__ CHROMALOX — 
Clechic Cooking at ia But. 


EDWIN Lk. WIEGAND COMPANY «¢ 


Ranson, Wallace & Co., 


R. Ward Co 


Charlotte 


A Profitable Booklet 
for Your Range 


Salesmen 


“The Switch is On” 
is chockful of valu- 
able tips on how to 
sell more electric 
ranges. 


2711 Commerce S 


. Tulsa 14, Okla 
i. ¢. 


A 





Are You Making Use 
of Our 
? 


Reader Service: 


The editorial and business 
staff of ELECTRICAL SOUTH 
One 


way in which we can help you 


is eager to serve you. 


is to make it easy for you to 
draw upon the wealth of tech- 
nical and 


promotional ma- 


terial available from manu- 


facturers. 


In the accompanying pages 


_are the descriptions of scores 


of useful catalogs, applica- 


tion information booklets, and 
These 


are available without charge. 


technical publications. 


Check over the list of pub- 
lications available, circle the 
numbers of the ones 


the 


you 


need, and mail 


coupon 
to us with your name, title. 
company and address plainly 
We will tell 
manufacturer to send directly 


to you the 


written. each 


information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
The 
vices of a number of consul- 
tants are available. Whether 


your problem relates to sales 


business problems. ser- 


promotion, lighting or wiring 


layouts, 


applications of the 


National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 


Atlanta 5, Ga. 
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New Customer Suterest trom Air- Flow to Rnish! 


ROEBINS & MYERS 


beautiful NEW 34 +0n 


' 
There's more to sell, more to tell about this beauty of a buy! AD -DISC -DIRECTOR 
Here is an entirely new principle of air circulation and cooling 


Here are exciting new features you can really demonstrate. The 
exclusive Roto-Disc Director channels air up, down, to either side 





—or any combination. The whisper-quiet operation sells. New 
easy installation provides a strong closer. And the beautiful 
“Chameleon” finish adds appeal by taking on the shade of sur- 
rounding colors. Take advantage of this easy selling opportunity 





Ask your distributor, or write us for complete details 


: U ; NEW 


w 
~ Controlled 
a Air Flow! 
v 














Leet 
lie 
~~... 





NEw ~ | ht) 
Easy Instaly : 
~ Stion! Lal 
I 
IT COOLS!—Delivers a large volume of cool Exclusive Roto-Disc Director—New air-control grilles rotate 
air in hottest weather. independently to direct the flow of air to any part of room 
: Beautiful Modern Design—Fresh, clean lines harmonize with 
IT DEHUMIDIFIES!— Removes approximately 9 = ; 
: any room. Controls are enclosed for added beauty 


Large Evaporator and Condenser— Surfice area of two-bank 
every day. 
‘ / evaporator and three-bank condenser is one of largest sold 


IT VENTILATES 3 WAYS!—No-draft circula- Easy Installation—Newly designed brackets make it easy to 


tion with or without cooling—fresh air cir- install in any double-hung window up to 48” wide 


6 gallons of excess moisture from sticky air 


No plumbing 
culation—stale air exhaust. Five-Year Protection Plan—One-year warranty on complete 


iT FILTERS! Cleanses air of ollen dirt, soot unit workmanship and material only) and additional four-year 
o=—L, : , , ‘ 
P replacement warranty 


ROBBINS & MYERS, INC. 


ES-43 Fan Division: 387 So. Front St., Memphis 2, Tenn. 


—wonderful for hay fever sufferers. 
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FOR FULL PROFIT... 
SELL THE CROSLEY 
FULL LINE! 





















Medel CAE-8 with 
PushButton Auto- 
matic Defrost, 






$289.95* 
Ou lo 
’ ok ar it 
“ ” heg a9 d 
This “Star Salesman e rt” of 
Is Working for You! G22 or becay 
ed, se 
is —4 
’ cara ry emai per maior odes : Ge ihe 
Shelvador Refrigerators and vther Ptaue, Le, 
Crosley products to your customers on 
that top TV show, “What's My Name?”’. Or 
See your local paper for time and station. cuss Your 
o 
Make the most—sell the mest—stock the Crosley full line! ers) 





If you’re not a Crosley dealer now, write Crosley 
Division, AVCO Manufacturing Corporation, 1329 
Arlington Street, Cincinnati 25, Ohio, or phone your 
nearest Crosley distributor for full information. 







CROSLEY SHELVADOR 


Your customers are setting their hearts on Crosley Shelvador 
because there’s a size and price just right for everyone! 
Look at these values, for example: 





Model SE-7—$199.95*. 7 cu. ft. Real Model SE-95—$299.95*. 9.5 cu. ft. 


freezer — frozen-storage drawer — 42-lb. freezer—roller-mounted crisper 
roomy door shelves. —ButterSafe. 


Model CAE-11— $439.95". Fully Automatic 
Defrost. 50-lb. freezer -— meat holder — 
adjustable and removable ButterSafe. 


For ’53, seven beautifully styled single-door 
models— plus two breathtaking twin-door models 
at the top of the line. 


PushButton Automatic Defrosting even in mod- 
erately priced models—Completely Automatic 
Defrosting at the top of the line. 


A huge, across-the-top freezer locker is built 
right inte every model for ’53. 


And in every model, famous Crosley recessed 
shelves in the door. 


Removable shelves provide flexible interiors for 
all ’53 Shelvadors. 


Every model has either a meat holder or a frozen- 
storage drawer. 


Seven models have a ButterSafe: The ButterSafe 
in the top three models is adjustable and 
removable. 


Sealed crispers in all models but one. 
Seven models have color styling — Custom Models 


in beautiful “‘sorr-GLo,”’ Standard Models in 
striking ‘“‘SEA-MIST.”’ 


*Meanufacturer’s suggested retail price 


CROSLEY 


Better Products for Happier Living 


Shelvador® Refrigerators + Shelvador® Freezers + Electric Ranges + Range and Refrigerator Pantries » Automatic 
Dishwashers * Sinks + Electric Food Waste Disposers * Electric Water Heaters + Steel Wall Cabinets + Steel Base Cabinets 


Vinyl-on-Steel Centinveus Counter Tops + Handy Accessories 


* Television + Radios + Room Air Conditioners 





YA inakes You the fan man 


wih NEW PRODUCTS! 
BIG SALES PUSH ! 


NATIONAL PUSH—R «2 M LOCAL PUSH—Newspaper POINT-OF-SALE PUSH 
covers the nation with regular mats, counter folders, TV film Counter and floor displays that 
advertising sales messages in spots, radio spots and decals remind, inform and let custom- 
leading weekly magazines, are all available for your use. ers sell themselves by test-using 
home interest monthlies. R & M fans. 


“Package”’ 
Home Cooling 
Helps Customer 
Save! 


NEW Sales Sizzle 
For a Waiting Market! 


This new R & M Casement Win- 
dow Fan packs real appeal for the 
new home owner! Has all the 
quality features that have made 
standard R & M Window Fans 
steady sellouts. Easily installed 
in standard 3-light casement win- 
dows. (Panel furnished to fit 4- 
light.) Two speeds, intake and 


No “extras” to explain 
when you sell the R & M 
**Package”’ Attic Fan! 
No trap door, grille, or 
suction box needed. It’s 
a complete home cool- 
ing system! Ideal for 


exhaust. Electrically 
reversible. 12” twin ae 


fans have 2000 CFM cater oF 
delivery. Silver gray 

finish. Guaranteed 

5 years. $79.95* re- , 


tail. 


low attics and all stand- 
ard hallways. Rubber- 
mounted, sound-insu- 
lated. Changes air once 
every minute in average 
house. Baked enamel 
(off-white) on shutter 
and trim. Four sizes 
with air deliveries from 
5000 to 16000 CFM. 
From $139,.95* retail, 


Sparks a Trial! 


Beams a minimum 
gross sale of $139.95* 
to your customer’s 
eye! Lets him sell him- 
self! Kiln-dried lum- 
ber. Dark green with 
yellow letters. Size 
43° x 47°. Ht. 8’ S’ 
Ext. cord incl. Ask 
your distributor or 
write us for details. 





New Sales 
Catcher! 


Two-way Action Socks-up Sales! 


Stop Shoppers! 


Eye-catching display sells for 
you on counter, table, or in 
the window. Two sturdy sup- 
ports fasten to fan panels. 
Fan operates in display. 72” 
high, 27” wide, 22” deep. Ask 
your distributor or write for 
details about this display. 





Customers try—then buy 
more casement window fans 
from this display! It wins at- 
tention, lets customer operate 
fan displayed. Fan fastens 
to sturdy wooden stand, col- 
orful signs screw onto fan 
panel. Height approx. 6’ 6”. 
For details, ask your distrib- 
utor or write us. 


18” and 22” R & M electrically 
reversible Window Fans ex- 
haust stale air, drawing in 
cooling breezes... reversed 
electrically, they circulate fresh 
air. Install with a screwdriver! 
Two sliding panels adjust 22” 
fan up to 39”, 18” 
fan adjusts up to 35”. 
Silver gray finish. 
Guaranteed 5 years. 
18” size 2500 CFM 
delivery ; 22” size, 
3400. 18” size, 
$64.95* retail, 22” 
size, $84.95* retail. 


*Prices and specifica- 
tions subject to change 
without notice 


w 





including new auto- 
matic shutter. 





First Choice of Thousands! 


This 12” “Breeze-All” floor fan gives 
you two good talking points.. 
and utility. It lifts cool air from the floor 
to cool the room quickly and quietly. 
Full 360° circulation! Three speeds. De- 
livers 3500 CFM! Attractively styled in 
mottled mahogany with chrome-plated 


. beauty 


guards and grilles. Serves as an extra 
seat or low table. Guaranteed 5 years. 
$49.95* retail. 


W 
AP as! 


SALES-BUILDING FILMS FEATURING YOUR 
STORE ARE AVAILABLE ON R&M ATTIC AND 
WINDOW FANS. WRITE FOR DETAILS, NOW. 


ES-43, Robbins & Myers, Inc., Fan Division, 387 So. Front St., Memphis 2, Tenn. 
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Features that freezer buyers want most... 


and Manitowoc HoH all| how 


Upright design...extra convenience 
Manitowoc’s full-width door eliminates 
hidden corners—keeps all shelf space 
in sight. Cold-Hold inner doors re- 
duce condensation , . . make it easy 
to store food in pantry-neat order. 


Compact . .. fits anywhere 
Manitowoc offers up to 18% cu. ft. 
of storage capacity in only 214 x 3 ft. 
of floor space. 

ig capacity for top economy 
Manitowoc freezers hold up to 650 
lbs. of food . . . room to let folks really 
enjoy the savings possible through 
quantity buying. 

Kitchen-keyed styling 

Manitowoc’s clean, functional ap- 
pearance fits kitchen, utility rooms, 
anywhere in the most modern homes. 
Easy quick-freezing ... anywhere 
A flip of a handy switch pulls tem- 
perature inside entire freezer down 
to 20 degrees below zero. 


A cinch to defrost 

Frost falls freely down smooth walls 
to bottom shelf — can be wiped up 
in a jiffy without tedious “bucket 
bailing.” 





Real food protection 

Manitowoc’s Watching-Eye warning 
light is safest, surest in the industry, 
and food spoilage insurance is avail- 
able on all models. 


n full color, 
packaged 
lose their 


the store 


ing Brochure, ! 
provides ao ‘complete 


c 
are Ip your men 
pitch” to — ither in 


mo- Better Liv 
e 


int-of-sal 
— four- 


4 . life-size 
ial including \f . 
a inserts for each pee freezer prospects © 
thet make disploy treet or in the home- 


‘live.’ 


n 

full-color advertising Compelling 

_ "- ony exclusive 
= . and complete 
to help you 


Big 
program 
freezer line te 
local material 
capitalize on it. 


MANITOWOC EQUIPMENT WORKS 


Manitowoc, Wisconsin 
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Ou the Appliance Prout 





[wee usTRY NEWS 


BRIEFS 


GOVERNMENT 


REGULATIONS 





NEMA appliance sections 
hold annual meetings 


ANNUAL WINTER MEETINGS of the 
Major Appliance Sections of the 
National Electrical Manufacturers 
Association was held recently at 
the Edgewater Beach Hotel, in 
Chicago. The groups reviewed their 
advertising and promotional plans 
for 1953. 

In all programs this year, em- 
phasis is being placed on “coordina- 
tion,” not only among the various 
manufacturers in each field, but 
coordination of the selling efforts 
of appliance industry with the elec- 
tric light and power companies, 
electrical leagues, distributor and 
dealer organizations. 

One example of this is the new 
“Electric Cooking Month” program. 
Ttis program is being handled as 
a voordinated effort of the NEMA 
Electric Range Section and the 
Residential Section Committees of 
the Edison Electric Institute. Ob- 
ject of this promotion is to have 
everyone in the industry push the 
sale of electric ranges at the same 
time, during the months of April 
and May..Slogan for the campaign 
is “Women Who Know—Cook Elec- 
trically!”” Material has been pre- 
pared and made available, featur- 
ing the slogan, calling attention to 
Electric Cooking Month. The pro- 
gram is receiving wide publicity. 

In addition, the Electric Range 
Teaching Kit is in preparation, and 
will be distributed to teachers in 
the fall, and advertising in trade 
publications to architects and build- 
ers, school management officials, 
home economics teachers, and deal- 
ers is planned. 

The Electric Water Heater Sec- 
tion, in addition to its advertising 
and promotional campaigns to ar- 
chitects, builders, and plumbers is 
also planning sales promotion aimed 
at the farm and rural markets. 
This campaign is in recognition of 
the need of these markets for sell- 
ing aids which help all rural power 
suppliers to do an increasingly bet- 
ter job in promoting the use of 


88 


electric water heaters to fill the 
need for hot water both on the 
farm, the dairy, and in rural res- 
idences. 

The Farm and Home Freezer Sec- 
tion is continuing to direct its 
promotion to the educational field. 
Its trade paper advertising features 
the new Freezer Teaching Kit, full- 
color charts and a teacher’s manual, 
which tells the complete story of 
freezing food for preservation, and 
the time and labor saved thereby, 
while providing better meals for 
American families. 

Participation of 50,000 dealers, 
almost 50 per cent more than in 
1952, is expected for the 1953 Elec- 
tric Housewares Gift Campaign, it 
was announced at the Electric 
Housewares Section meeting. 

The announcement was made in 
a report on the progress of the 
campaign made to the Section by 
the chairman of the Sales Promo- 
tion Committee. He pointed to early 
starting of local programs by elec- 
trical leagues and local area com- 
mittees as an important factor in 
the intensified drive to get the elec- 
tric housewares industry an ever 
increasing share of the multi-bil- 
lion dollar gift market. G. W. Orr, 
sales manager, Electric Housewares 
Division, John Oster Manufactur- 
ing Co., Racine, Wis., is chairman 
of the Sales Promotion Committee. 

The 1953 program will carry on 
with many time-tested techniques 
for increasing the sale of electric 
housewares items as well as newly 
developed ideas. 


Inventory situation 
termed satisfactory 

THE INVENTORY position of busi- 
ness concerns as a whole is better 
than it was a year ago. At that 
time total stocks on hand were not 
so topheavy as in mid-1951. Today, 
judging from the latest available 
figures, reports the Cleveland Trust 
Company, inventories are about in 


line with the current volume of 


sales. If anything they may be 


slightly on the high side, but not 
to a serious extent. 

In dollars, total business inven- 
tories at the end of 1952 were 1 
percent larger than a year earlier, 
but the dollar figures by themselves 
do not mean very much. A better 
way of appraising the position of 
inventories is to relate them to 
sales. This has been done on the 
diagram for manufacturers’ inven- 
tories and also for those of re- 





MANUFACTURERS INVENTORIES 
AS PERCENT OF SALES 

















RETAIL INVENTORIES 
AS PERCENT OF SALES 














tailers. The respective curves show 
the book value of inventories at the 
end of each month as a percentage 
of sales during that month, be- 
ginning with 1946. The data are 
compiled by the Department of 
Commerce, with adjustment to 
eliminate seasonal fluctuations. 
As shown in the upper chart, the 
ratio of manufacturers’ stocks to 
sales reached its postwar peak at 
the end of 1951. This resulted from 
an inventory build-up which started 
after the Korean outbreak in 1950, 
and also from a mild slackening in 
sales in the latter half of 1951. The 
high point for the ratio was prob- 
ably above the prewar 1939-41 level, 
although strictly comparable figures 
for those years are not available. 
During the past year the trend of 
the curve has been downward, with 
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“Retail appliance dealers in same position today as 


car dealers in old days... cannot finance their own 


paper as many formerly did~ 


Says \Ir. N.S. SHOBE, President 
of Shobe. Inc., prominent Phileo distribu 
tor in Memphis, Tenn., shown with Mrs. 
Louise M. Rogers, Treasurer. 


H": HOW this successful Memphis 
distributor, a Commerciat Creprr PLAN 
user for the past 3 years, explains the real 


need today for anew approde hi to finaneimeg. 


“The retail appliance dealers have reached 
the point now where they are comparable to the 
automobile deale rs in the old day cannol 
finance their own paper as lots of them formerly 
did. You will find television sets now for almost 
as much as the cheaper price automobiles used 


to retail for.” 


In Mr. Shobe’s opinion, the retailer just 
can t afford to operate without a good finance 
plan. One like the Commerciat Creprr PLAN 
that assures him adequate wholesale and 
retail finaneing day after day, year after veat 
Gives him complete control of his stock 
Eliminates dealing with more than one 
financing source. Why not find out for your 
self why thousands of distributors (like Mi 
Shobe) and dealers prefer the Commercial 
Crepit PLAN? 


For a copy of our message. tuv and Sell 
with Sound Financing.” ask your distributor 


or call vour nearest COMMERCIAL Crenir office, 


ComMMERCIAL 
CREDIT 


CORPORATION 


A subsidiory of Commercial Credit Company, 
Baltimore .. Capital and Surplus over $125,000,000 
. offices in principal cities of the United States 


and Canada. 
Vore appliance dealers use 


Commercial Credit financing 


than any other national plan 








the latest ratio being a little higher 
than the prevailing postwar range. 
The stocks of goods in process of 
manufacture at the end of 1952 
were greater than a year ago, but 
both finished goods and purchased 
materials for processing were less. 

Retail stocks were low at the end 
of the war, but by 1949 they had 
moved up to about the same per- 
centage of sales as before the war. 
The post-Korea rise, when inven- 
tories were being rapidly accu- 
mulated, is evident on the lower 
chart. By the middle of 1951, when 
sales had been slipping for several 
months, the ratio of stocks to sales 
was clearly out of line. The sub- 
sequent decline in the curve has 
brought it down to a point not 
much above the 1948-1949 level. 
Inventories of wholesalers, not 
shown on the diagram, likewise 
advanced sharply in relation to 
sales for about a year after June 
of 1950, but the ratio has since 
declined. 

Having gone through a period of 
over-expansion of inventories two 
years ago, business concerns for the 
most part are maintaining a reason- 
ably conservative inventory policy 
at present. According to a recent 
survey made by the National Indus- 
trial Conference Board, nearly half 
of the manufacturers who replied 
are expecting their inventories to 


decline, as a percentage of sales, in 
the first half of 1953. Only 20 per 
cent anticipate a rise in the per- 
centage, and in some of these cases 
the advance will be due to an in- 
crease in stocks from an unusually 
low point. 

A cautious attitude toward the 
building up of inventories is to be 
commended. Past experience shows 
that excessive accumulation of in- 
ventories can bring a_ painful 
liquidation process later on. Figures 
for earlier years are rather sketchy, 
but they furnish evidence of inven- 
tory over-building in some periods 
of high business activity. To give 
one example, stocks of goods held 
by 50 leading manufacturers in- 
creased rapidly throughout the first 
nine months of 1937, even after the 
curve of business activity had 
started down after reaching a peak. 
The inventory liquidation which 
followed was a factor in the sharp 
business decline of 1937-1938. 


Carolinas distributor 
named by Universal 

Moore & STEWART, Inc., of Gas- 
tonia, N. C., has been named a 
distributor for the entire line of 
major home appliances of Universal 
Major Electric Appliances, Inc., 
Lima, Ohio, according to Harry J. 


Signing the agreement between Universal and Moore and Stewart are. seated 
left to right, Harry J. Holbrook, Universal vice-president in charge of mar- 


keting, and Sam Stewart, president of the distributing firm. 


Witnessing 


their signatures are, left to right, William I. Meyers III, Universal regional 

manager in North-South Carolina and Virginia; Denton W. Cruse. Moore 

and Stewart's vice-president in charge of sales; and Morton L. Clark, presi- 
dent of Universal. 


Holbrook, vice-president in charge 
of marketing. 

The thirty-year-old distributing 
concern will represent Universal in 
the Piedmont and the western sec- 
tion of North and South Carolina. 

Moore & Stewart already has 
placed orders with Universal total- 
ing approximately $250,000. The 
distributor held the initial showing 
of the new Universal line for its 
dealer organization of about 110 
recently, in its Gastonia auditorium. 
Attending the meeting also were 
a number from Universal’s execu- 
tive staff. 

The Universal 
television 
home 


includes 
refrigerators, 
room air condi- 
tioners, ranges, gas and 
electric heaters, automatic 
and conventional washing machines, 
electric electric clothes 
driers and dehumidifiers. 


line 

receivers, 

freezers, 
electric 
water 


ironers, 


Southern farm incomes 
show eash inerease 


FARM CASH INCOME in the South 
increased last year, according to 
the Research Department of Farm 
and Ranch. 

Quoting information from the 
Bureau of Agricultural Economics 
of the U. S. Department of Agri- 
culture, the magazine pointed out 
that heavy gains in cash receipts 
from marketing of livestock and 
crops were made in Arkansas, 
Georgia, Louisiana, Mississippi, 
and Oklahoma. Smaller jumps oc- 
curred in New Mexico and Ten- 
nessee. Declines took place in the 
other states, ranging from a slight 
0.8 per cent in Virginia to a larger 
7.9 per cent for South Carolina. 

Total cash receipts from farm 
marketings in the South, govern- 
ment payments omitted, were 
$9,328,560,000 in 1952, compared to 
$9,250,508,000 in 1951, an increase 
of 0.8 per cent. 


Crosley official sees 
greater appliance use 


ACCORDING to William A Blees, 
vice-president of Aveo Manufactur- 
ing Corp., in Crosley 
Division sales, “The current trend 
for manufacturers to broaden their 
appliance lines with the addition of 
new products and the intensified 
promotion and advertising 
114) 


charge of 


sales 
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It's good business to install a 





Modern builders know ... Yes, today’s 
modern builders know, “Features Sell Homes’ 

. and one of the most outstanding and appeal- 
ing features is a Lau low cost “Niteair” Fan to 
bring constant breezes all summer long. 





Lau offers you America’s finest attic fans in your 
choice of 2 popular models and a wide range 
of sizes and air capacities. These low cost fans 
have 4 blades, properly pitched to provide great- 
i SO a: Maite i ' est suction and air movement, plus trouble-free 
complete package unit available economy and quiet efficiency. Lau “Niteair” 
in 4 sizes—24", 30", 36". 42". Fans are all fully guaranteed. Each carries a Cer- 
tified Rating, motors carry l-year factory war- 
Lau “Niteair” Panel Units avail- 4 ranty and entire unit is Underwriters’ Laboratory 
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Washer and dryer sales volume mounts when 


Prospects see effective demonstrations 


@ JUST WALK INTO Top Appliance 
Company, in Kansas City, Mo., any 
time of the day and chances are a 
salesman will either be conducting 
a washer demonstration, “doing” 
his own laundry, or running a 
bundle of dirty clothes through for 
a prospect. 

That’s true because Gladys 
Lilleston, owner of the company, 
believes that demonstrations and 
first-hand experience are the most 


Mrs. Lilleston, owner of the Top 
Appliance Co., firmly believes that 
seeing the cleansed article after it 
has been run through the washing 
and drying processes has much more 
impact on the prospective customer 
than several thousand words of 
sales talk would have had. In order 
that material may be kept on hand 
for demonstrations and in order to 
give the salesmen practice in using 
the machines, this appliance dealer 
encourages her sales force to bring 
their weekly washing to the store. 
Several models of washers and dry- 
ers are kept connected so that the 
men may learn about the features 
of the machines and thereby enrich 
their sales technique. 
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effective ways to build washer and 
dryer sales volume. The feminine 
owner, who runs the business with 
a quiet but zestful efficiency, even 
requests that each salesman bring 
in his weekly wash and launder it 
in the store. 

Washer prospects are also urged 
to bring their dirty clothes in for 
a laundering demonstration. A 
housewife might not linger to 
watch the entire operation, but 


when she returns and inspects the 
finished product, she is invariably 
impressed, according to Mrs. 
Lilleston. And the best way for 
salesmen to keep up with features 
of new washer and dryer models, 
she believes, is to use them. 

“Ninety per cent of the women 
who bring in clothes for washing 
and drying, either buy a washer or 
a complete washer and dryer pack- 
age,” says Mrs. Lilleston. “Our 
store is in an outlying district, with 
very little foot traffic, but distribu- 
tors tell us we’re turning in one of 
the best jobs on washers and dryers 
of any dealer in this area. We’ve 
had steady month-to-month _ in- 
creases in volume.” 

Several models of washers and 
dryers are kept connected in one 
corner at the back of the 30 by 60- 
foot store where demonstrations 
are conducted free from disturb- 
ance from other areas. Close by is 
a 20-gallon hot water heater. 

The store is staffed with a small, 
but efficient crew. Mrs. 
Lilleston herself has had sales ex- 
perience with an appliance dis- 
tributor and a retailer. She believes 
in emphasizing “product selling,” 
with attention focused carefully on 


sales 
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by Grier Lowry 


merits and features of equipment. 
For example, the “‘save-door” fea- 
ture of one of the top-brand 
washers handled by the Top com- 
pany is given a big play in sales 
talks since it is a soap and water 
saving device. 

“Women with large washings are 
especially susceptible to the soap 
and hot water-saving angle,” said 
Mrs. Lilleston. “We show them step- 
by-step how the clothes are weighed 
on the door, how the dial is set and 
how the washer apportions the 
soap and hot water. With this 
method, prospective buyers are 
told, large washings take a maxi- 
mum mixture of twenty-six gallons 
of hot and cold water, and small 
washings require only — sixteen 
gallons.” 

To appeal to “working wives,” 
Mrs. Lilleston explains, ‘“‘we show 
how several blouses, slips, and 
other small quantities of laundry 
can be washed nightly without 
strain on the family hot water sup- 
ply.” 

The fact that she washes, dries, 
and irons all of her own weekly 
wash in the store, enables Mrs. 
Lilleston to talk with more enthusi- 
asm, and first-hand knowledge of 
the equipment she is trying to sell. 
She usually points out the store’s 
20-gallon water heater and under- 
lines that despite the fact that she 
runs three washings in succession 
from the tank, it is never out of 
hot water. 

“IT wear nylon blouses’ and 
sweaters,” she says, “and always 
ask a women-prospect to feel the 
material and notice that there is a 
minimum of wear and tear on these 
garments in laundering them in an 
automatic washer.” 

“Bring in a chenille bedspread 
and let us wash it,” is an oft- 
repeated suggestion made to pros- 
pects who phone in for information 
on dryers and washers. The impact 
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of seeing the fluffy, pure white, ap- 
pearance of the spread after it is 
run through a washer and dryer 
exerts more impact than several 
thousand words of sales talk,” be- 
lieves Mrs. Lilleston. 

Tie-in of a dryer to one out of 
every three washer sales is achieved 
by following the same sales tactics 
utilized on washers—a full explana- 
tion of features of the dryer, plus 
plenty of stress on the eye-appeal- 
ing appearance the “twin set” pre- 
sents in a modern kitchen. 

Salesmen don’t pass up the op- 
portunity to lay the groundwork for 
a dryer sale when a washer sale is 
made. Feather pillows, the prospect 
is told, take hours to dry on a 
clothesline. With a dryer, the pro- 
cess is shortened to two hours. 

Attractive linens are utilized in 
demonstrating dryers. The auto- 
matic shut-off on the dryer elicits 
a lot ef attention. The fact that she 
can continue her duties in the kitch- 
en while the dryer in the basement 
shuts itself appeals to the house- 
wife, according to Mrs. Lilleston. 

“Dryers were in the luxury 
bracket a couple of years ago. Our 
customers are just beginning to 
realize the time and trouble they 
can save with one.” 

The increasing number of new 
without base- 
ments presents the Top company 
with a golden opportunity. Having 
no basement leaves the housewives 


homes being built 


no place to dry clothes in inclement 
weather. The company keeps up 


(Top) Mrs. Lilleston accepts some 
soiled linen from a prospective cus- 
tomer which she will use in a dem- 
onstration of a washer which has 
interested the woman. “Product sell- 
ing” is carried out in the lower 
photo when special features of the 
machine are played up during the 
demonstration. The store stocks only 
three lines in order to enable per- 
sonnel to keep pace with the features 
and merits of new models. 


with areas in which these basement- 
less homes are sprouting up, work- 
ing through contractors to get the 
residents, and then 
following up with telephone calls. 


names of the 


A year’s free service on washers 
and dryers is an effective sales 
tool, according to the proprietress. 
She believes that first of all people 
want to see what they are buying; 
second, they want to watch it per- 

(Please turn to page 117) 


93 































































































as 


It’s fan promotion time! 





NEMA window display contest encourages dealers 


to make their fan promotion plans early 


® HOT WEATHER is inevitable, and 
the enterprising fan dealer will 
take advantage of this fact by 
starting right now on the job of 
selling fans. He will begin in the 
spring months to plan displays, 
promotional material, advertising, 
build his prospect lists, and train 
his salesmen. 

Probably the most _ effective 
method of building fan sales is 
found in the use of window dis- 
plays. Many manufacturers fur- 
nish stands which show the fans in 
actual operation, banners, cards, 
blow-ups of national magazine ad- 
vertising, and other materials for 
such displays. 

More and more dealers are in- 
stalling fans in their own places of 
business so that they can demon- 
strate for prospective buyers how 
the fans operate when doing the 
job they are actually designed to 
do. Many dealers, also, install fans 
in their homes for this purpose. 


Window display contest 


In line with the idea that display 
of fans is most important to their 
sale, the Electric Fan Section of 
the National Electrical Manufac- 
turers’ Association is this year 
sponsoring a window display con- 
test among retailers. Defense bond 
prizes totalling $2,500 will stimu- 
late the widespread display of fans 
during the period of the contest, 
which begins on May 1 and ends at 
midnight on June 1, 1953. The 
contest is open to all retailers who 
sell electric fans. 

NEMA contest prizes are sub- 
stantial. First prize is a $1,000 
defense bond. Second prize is a 
$500 defense bond, and there will 
be ten honorable mention prizes, 
each a $100 defense bond. 

Stanley M. Ford, chairman of 
the merchandising committee of the 


94 


NEMA Electric Fan Section, and 
president, Chicago Electric Manu- 
facturing Co., says of this contest: 

“Aggressive retailers are begin- 
ning to realize that in order to 
build volume electric fan business 
they must put some real selling ef- 
fort behind this appliance. They’re 
finding out that the way to do that 
is not to wait for hot weather, but 
to anticipate it. They’re establish- 
ing their stores in advance as fan 
headquarters — through advertis- 
ing, direct mail, campaigns, and by 
early window and in-the-store dis- 
plays. 

“They’re training their salesmen 
to sell fans early—the proper type 
of fans for customers’ needs— 
while there’s still a good selection 
available. They’re not selling just 
fans, but summer comfort for the 
whole family. They use motion, 
wherever possible, in their dis- 
plays. They use manufacturers’ 
display and promotional material 
to best advantage. 

“But most important of all— 
they put displays in early. Any 
dealers who will start working on 
it this spring can build themselves 
an assured volume of electric fan 
business throughout the summer 
and not depend upon a heat wave 
to move their inventory.” 

In the Electric Fan Window Dis- 
play Contest, winners will not 
necessarily be chosen on the basis 
of the biggest displays, but rather 
the most ingenious and original. 
Therefore, the little store in a small 
town has just as much opportunity 
to win a prize as the biggest em- 
porium in a metropolis. 


Simple contest rules 


The requirements of the contest 
are simple. The window must fea- 
ture electric fans exclusively, and 
the display must remain for at 
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least a period of one week during 
the month of May. 

A photograph or snapshot of the 
window must be sent to the Fan 
Window Display Contest, Electric 
Fan Section, National Electrical 
Manufacturers Association, 155 
East 44th Street, New York 17, 
N. Y. On the back of each photo- 
graph or snapshot, the following 
information must be printed: name. 
of person installing the display; 
name and address of the store; 
date and length of time the dis- 
play was in window; type of store; 
and name of distributor or dis- 
tributor salesman serving the re- 
tailer. 

There’s no limit to the number 
of entries that may be sent in, and 
all prize winners will be announced 
as soon as possible after the close 
of the contest. 

All retailers entering the con- 
test, to qualify for award, must 
display the window streamer pro- 
vided by the NEMA Electric Fan 
Section. This streamer is pro- 
vided free upon request. 


Training is essential 


Training salesmen to know what 
they are selling and how to use pro- 
motional materials and obtain and 
use prospect lists is almost as im- 
portant to the sale of electric fans 
as are displays. Early in spring, 
after the men have been trained in 
fundamentals about the fan busi- 
ness, they should study the opera- 
tion and advantages of the lines 
handled by the dealer for whom 
they are working, and should learn 
how to apply the various models to 
the different ventilation problems 
that arise. 

Generally the best training of 
this kind can be done with the use 
of literature provided by the manu- 

(Please turn to page 118) 





At left, a testing laboratory workman uses a spray gun 
to apply a new synthetic exterior finish to an old re- 
frigerator. Usually only one coat is required, The elee- 
tric oven below is used in the Kelvinator program for 
baking new finishes on renovated appliance parts. 








One manufacturer is now furnishing 


dealers with new processes 


and materials for 


Renovating used appliances 


@ NEW RENOVATING processes are 
being offered Kelvinator dealers 
this year as a part of the com- 
pany’s plan to implement its “Veri- 
fied Value” refrigerator replace- 
ment program. 

The program, now in its second 
year of nation-wide operation 
after nearly ten vears of study and 
preparation, is intended to help 
Kelvinator dealers realize the great- 
est possible return in the refriger- 
ator replacement market, according 
to William G. Kronauge, sales man- 
ager for used refrigerators. 

“Kelvinator realizes that dealers 
who plan on doing a volume busi- 
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ness in used refrigerators must 
have the proper materials and 
equipment to do a complete refinish- 
ing job if necessary,” Mr. Kronauge 
said. 

The improvements to the “Veri- 
fied Value” program this year are 
aimed at showing dealers how to 
improve reconditioning quality at 
substantially lower cost, he added. 

Two new types of paint now are 
available. One gives a synthetic 
white exterior finish to the refrig- 
erator and the other, a vinyl] plastic 
compound, gives a glossy, light blue 
finish to shelves that may be de- 
teriorated. 


If a complete reconditioning job 
is not needed, a refrigerator’s in- 
terior can now be cleaned and 
deodorized with a new cleaning 
solution that 
Kronauge said. 


simply brushes on, 

This requires five 
minutes to dry and then can be 
wiped off with a clean cloth. 

If only the refrigerator’s exterior 
appearance needs restoration, this 
can be done with a factory-tested 
solution that 
faded or yellowed finishes. 


bleaching whitens 
Mr. Kronauge said the “Verified 
Value” program was founded upon 
these major tenets: 
(Please turn to page 120) 














Call-backs train appliance 


by Baron Creager 


@ OUT OF A SALES MEETING last au- 
tumn at the Caffey Appliance Com- 
pany, in Midland, Texas, there de- 
veloped a theory that call-backs on 


users can provide some of the best: 


possible sales training. 

So Owner C. E. Caffey and his 
four salesmen decided on a program 
that calls for review of product in- 
formation and sales procedure on 
four low saturation appliances, fol- 
lowed by a canvass of users and 
actual self-testing of individual 
technique by salesmen. 

It was decided that in this re- 
fresher-course type of training, the 

sales force would concentrate on au- 

tomatic washers, dishwashers, 
ranges and dryers, with boxes in- 
cluded for good measure. 

“In operation, this is a three- 
purpose canvass,” explained Caffey, 
“but the sales training angle had 
special appeal for my four sales- 
men. They are all talented young 
men who realize they cannot permit 
themselves to get rusty on sales 
technique. 

“We work the program starting 
with the sales meeting and there is 
nothing so very new about that 
part of the procedure. Before the 
meeting one man is assigned to pre- 
pare himself on an item and pro- 
ceeds as if he were trying to sell 
this appliance to all of us. 

“Another salesman holds the 
manual and checks on the demon- 
strating salesman as he makes his 
sales argument. If the monitor 
finds the demonstrating salesman 
deviating, or wrong in any respect, 
he breaks in and says so. Any of us 
can and do break in, for that mat- 
ter. In that way we all get a review, 
and brush up on our technique. And 

‘the program can be extended, of 
course, to all other appliances.” 
Caffey points out that at the con- 
clusion of a sales meeting, the pro- 
gram introduces its novel twist. In- 
stead of attempting to store up 
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salesmen 


~ 


From its excellent location in downtown Midland, salesmen of the Caffey 
Appliance Company go out to apply sales techniques they have rehearsed. 


Haskell V. Jobe, extreme left, tells other salesmen how he arranged a demon- 
stration. Others (left to right) are Henry Cutbirth, Forrest Vaughan and 
Royce Collier, salesmen; and Owner Caffey. 


knowledge gained from such a re- 
fresher course, for the next sales 
effort, the salesmen test themselves 
with users. 

“When we pick users for sales- 
men to call on, we choose those who 
have been the most recent cus- 
tomers,” continued Caffey, “and 
when we exhaust the ‘fresh’ list we 


plan to go back to those who have 
been in our file as customers 
longer. 

“But, for this purpose, ‘fresh’ 
users are best. They have more en- 
thusiasm for the product. They are 
more in need of information on the 
appliance. They are almost certain 

(Please turn to page 119) 
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® THERE IS A PROFITABLE reason 
why the Fuller Appliance Co., of 
North Little Rock, Arkansas, all 
but added TV to its name when, six 
weeks ago, they moved from a sub- 
urban location to 305 Main Street. 

As soon as the move was made, 
W. R. Fuller, owner of the firm, 
launched a sales and publicity cam- 
paign to connect his name dramati- 
cally with TV, and immediate re- 
sults of the move, the stepped-up 
sales activities, and daily advertis- 
ing are evident in the volume on 
television sets and service during 
the first four weeks in the new loca- 
tion. 

More than $10,000 worth of tele- 
vision sets were sold in that period, 
with installation and service carry- 
ing an additional price tag of 


In the new location of his appliance store on Main St., in 
Little Rock. W. R. Fuller depends a great deal on the attrac- 


ELECTRICAL SOUTH for APRIL, 1953 


Main street television 


by S. W. Ellis 


$1,400. In a city of 45,000 people, 
that volume figure represents di- 
rected sales activities that 
tioned according to plan. 

Mr. Fuller’s promotional cam- 
paign is built on service—not ordi- 
nary service, but the sort of service 
that is offered by an owner who 
is widely known as an electronics 
expert, who knows how to select 
helpers and equip a repair shop. 
Every advertisement stresses ser- 
vice. When a customer or a prospect 
first starts to think about a TV set 
from Fuller’s, he is made to feel 
that his purchase will be protected 
by the best in service. 

Mr. Fuller cashes in on his repu- 
tation as an electronics expert. His 
advertising plays it up, and his 
three salesmen, three service men, 
and office manager, Miss Blanche 
Choate, include information con- 
cerning Mr. Fuller with every sales 
talk. It impresses the prospective 
buyer to learn that Mr. Fuller is 
the only electronics expert who a 
well-known radio station entrusts 


func- 


with adjustments to its equipment. 
One display window of the attrac- 
tive new show room is always filled 
with television sets, at least one of 
(Please turn to page 116) 


Miss Blanche Choate, office man- 
ager, characterizes the friendliness 
which has been one of the factors 
in the success of the Fuller Appli- 
ance Co. She talks to a TV cus- 
tomer on the phone, and waves to a 
prospect who is entering the store. 


tiveness of display windows and show room for sales. He 


keeps an activated television set in the window at all times. 
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A vacuum cleaner dealer 





Handpicked 


@ IN AN AREA where almost any 
able-bodied man can, for the first 
time in history, find a high paying 
job, Sandy Dellaria has no difficulty 
recruiting salesmen, and no trouble 
holding them. 

Mr. Dellaria, with his eight out- 
side salesmen, make up the person- 
nel of the Bay-Kirby organization, 
Victoria, Texas, vacuum cleaner 
dealers. The business is a new one, 
less than a year old. 

“And our men,” said Mr. Del- 
laria, “are batting down $500 to 
$900 a month for themselves. Last 
month, one of our newer men sold 
31 units.” 

Because of the flat fifty dollar 
commission paid for each sale, Mr. 
Dellaria’s salesmen are content to 
stay on the job. And it is a conten- 
tion of Mr. Dellaria’s that picking 
the right men has a lot to do with 
this staying-with-it, too. 

Mr. Dellaria employs a unique 
method in employing a new sales- 
man. It bears out the theory that 
you have to be a salesman to know 
one. 

One morning, Sandy Dellaria 
quickly dismissed four applicants. 
“One look,” he said, “and I knew 


Sandy Dellaria of the Bay-Kirby 
Company, vacuum cleaner dealers, 
has a patterned formula for deal- 
ing with sales applicants and new 
salesmen. He has trained himself 
to “size up” the applicant’s poten- 
tialities the moment he appears at 
the door. His first step after the 
interview is to demonstrate the ma- 
chine and note the interest. and 
enthusiasm shown by the applicant. 
Then he accompanies the new sales- 
men on his first call. He stations 
himself behind the new salesman 
to prevent his “quick get-away” in 
case he becomes discouraged. 
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tells the value of 


salesmen 


by C. Thomas 


they weren’t the right men. By 
their appearance, it was obvious 
they were unaccustomed to hard 
work, and had no intention of get- 
ting any more than a nodding ac- 
quaintance with it.” 

This almost makes the usual rou- 
tine of screening applicants seem 
ridiculous. The usual procedure is 
to hand the applicant a form to fill 
out, and the sales manager studies 
the written form. All the time, Mr. 
Dellaria maintains, the applicant 
is before him with all he ever was, 
or ever can hope to be, stamped all 
over him. There’s his_ physical 
build, his speech, his mannerisms, 
his gestures, and his choice of 
wearing apparel. What more could 
a prospective employer want to 
know, asks the 
dealer. 

Late in the evening an applicant 
knocked at the door. The office is 
located in an old home close to the 
business section. 

As the applicant approached, it 
was obvious that he was a country 
boy. His stride, his clothes, and 
his diffident manner showed that. 
Fumbling for expression, he told 
Mr. Dellaria that he had come in 
reply to his classified ad. 

“Tnexperienced.” Mr. Dellaria’s 
word was a statement, not a ques- 
tion. This embarrassed the young 
applicant, and he turned to walk 


vacuum cleaner 


Mr. Dellaria insists that the poten- 
tial buyer handle and use the ma- 
chine herself. On his call with the 
new salesman, he demonstrates this 
practice, and shows the neophyte 
how he can turn visiting neighbors 
into “leads” for other sales. 
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away. Sandy invited him in, and 
very quickly he got to the point. 

“You want to make money,” he 
told the applicant. “But you cannot 
make a dime here unless you can 
sell. And... you can’t sell a prod- 
uct that you yourself don’t like. 
You don’t know our produc.t So, 
you don’t know yet whether or not 
you like it. Am I right?” 

Without any more talk, Mr. Del- 
laria hauled out a machine and 
went through a demonstration as 
thorough as though he were per- 
forming for a potential customer. 
He was selling the applicant the 
machine. Not in the hope that the 
applicant would buy it, of course. 
But the demonstration awakened 
the prospect to its selling potenti- 
alities and, at the same _ time, 
showed him how he would sell it, if 
he got the job. 

When Mr. Dellaria finished with 
the demonstration, he stood up. 
stretched, and said, “See what I 
mean? That’s all there is to selling 
























































this machine. Looks very simple, 
doesn’t it?” 

During the demonstration, Mr. 
Dellaria had asked questions that 
the customer might ask, and had 
explained their answers. All the 
time, he kept reminding the appli- 
cant what his other salesmen were 
making. He’d stop, too, to haul out 
a piece of literature the factory 
had put out on the machine, and 
show the applicant what men in 
other localities were making, and 
the cash bonuses and prizes they 
were winning. 

After the demonstration, the ap- 
plicant felt much better about 
things. He now felt more confident 
of himself, and some of the awk- 
wardness had been pushed into the 
background. By the time it was 
time for the applicant to decide 
whether or not he wanted the job, 
the young man’s self-consciousness 
was no longer apparent. 

Later Mr. Dellaria explained, 

(Please turn to page 115) 
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This Tennessee duo follows-up its @ Two PART-TIME appliance sales- 
men in Tennessee report that about 
lead-getting program to build an 50 per cent of the leads for their 


sales come from community demon- 
strations. Each year for the past 
several years, these two have sold 
75 to 100 home freezers, 40 water 
heaters, 40 ranges, refrigerators, . 
milking machines, and every other 
e major appliance it takes to make 
: Demonstrations an electrified farm tick. ee 
These two men are John Scott 
and Robert Gower, part time sales- 
e men for appliances and full time 
furn ish sales leads field sellers for the Springfield 
Implement Company, managed by 
Gene Beck, at Springfield, Tenn. 
Even though their sales have 
dropped off somewhat during the 
past few months because of an un- 
precedented drought, they are still 
shouting their message to Robert- 
son County’s buying power through 
get-together club meets where a 
demonstration shows rural women 
how to process their perishables. 
With their selling schedule 
spread over such a variety of ap- 
pliances and farm implements, the 
two men naturally have to “scare 
up” their leads with the least pos- 
sible leg motion. Since the freezer 
is now their best selling appliance, 
they can captivate more prospects 
at a club demonstration than by 
any other method. 


enviable record of appliance sales 





by Ross L. Holman 


County agent assists them 

During the fall of the year, just 
before and after hog-killing time, 
they stage one demonstration a 
month. During the spring and 
early summer months, other meet- 
ings are held, with the emphasis on 
vegetables and fruits. 

At these demonstrations, a regu- 
lar home economist, Mrs. Judy 
Dollinger, is on hand with a home 
freezer to show the assembled 
women how to prepare their food 
and make the best use of their home 
freezing equipment. Mr. Scott and 
Mr. Gower work through the home 
demonstration agent of the county. 
They learn from her when Mrs. 
Dollinger will be available, and the 
agent calls a meeting of the Home 
Demonstration Club members in a 
selected county community. 

Usually 40 or 50 women attend 
each demonstration. The mere fact 
that they are there is a clear indica- 
tion that they are interested in 
This freezer being loaded onto a Springfield Implement Company truck was freezers. A few of them already 
sold to a customer who became interested at one of the community club meets. own freezers, and the chances are 
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strong that either Mr. Scott or Mr. 
Gower has sold them after a pre- 
vious demonstration. Be that as it 
may, the freezer owners can put in 
good plugs for home freezing that 
help a lot to lead non-owning women 
to the dotted line. Too, many women 
are ready to turn in their old ma- 
chines for larger and more modern 
boxes. 


Prizes are awarded 

As the women gather into the 
meeting place, each is registered 
and asked for the following in- 
formation: her name and address, 
and whether or not she has a 
freezer or plans to buy one. Later, 
there is a drawing of registration 
stubs, and three lucky stub holders 
get a cake, a frozen chicken, or 
three boxes of frozen vegetables. 

If it is a fall meeting, Mrs. Doll- 
inger shows how the various cuts 
of beef and pork are prepared and 
packaged for freezer storage. She 
can also demonstrate the processing 
of chickens and turkeys. Always 
the women present are encouraged 
to ask questions. 

In the spring and summer, in- 
structions are devoted chiefly to the 
processing of vegetables and fruits, 
notably strawberries, string beans, 
corn, and peaches. 

Because the farm housewife pro- 
duces a lot of her own perishables 
and consequently has more of them 
to process, Mr. Scott and Mr. Gower 
consider her a better prospect for 
buying either a freezer or a re- 
frigerator than the average city 
lady. She needs larger freezers and 
refrigerators, too. Ninety per cent 
of the farms in Robertson County 
are now electrified. Practically none 
of these had access to electric 
power 15 years ago, and they all 
had to start from scratch in buying 
appliances. Mr. Scott says that now, 
while the farm homes of his county 
have reached almost 90 per cent 
saturation on refrigerators, they 
are only about ten per cent satu- 
rated on freezers. But the momen- 
tum on the latter is gaining so that 
they now out-strip all other appli- 
ances in sales. 

The two field sellers use the regis- 
tration stubs from the demonstra- 
tion meetings to follow up leads 
before the next monthly meeting. 
These leads, plus those that develop 
in the store, handed in by satisfied 
customers, and gained through 4-H 
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Many of the ¢ounty 4-H Club boys and girls have freezer projects. Their 
names are cdllected and the Springfield Implement Company offers to 
furnish free of charge the use of a freezer to start and carry on for awhile 
the freezer project. During the course of the project. other club members 
and their parents visit the homes in which the loaned freezers are located 


and watch them work. 


The result is more leads for the freezer salesmen. 


Typical of the young people helped through this plan is Linda Hollings- 
worth, a remarkable 4-H’r, who shows here some of the foods she has put 


away. 


In her 7 years of 4-H Club work, Linda has earned $1.220.08 from 


her projects. Of this amount, $558.00 was prize money. She won 12 medals 


in 1952 and has won the freezer medal 


for three years. In addition to 


money winnings, Linda won a free plane trip to Pasadena. California, in 1952. 


Club demonstrations, keep the pros- 
pect lists leaded. 


1-H projects are helpful 

In additior: to the sales which re- 
sult from demonstrations, the 
Springfield company has 
project which they consider valu- 
able to their sales volume. 

Many of the county 4-H Club 
boys and girls have freezer projects. 
Their names are collected and the 
company offers to furnish free of 
charge the use of a freezer to start 


anather 


and carry on for awhile the freezer 


project. During the course of the 
and 


homes in 


members 
the 
freezers are lo- 
them work. The 
is more leads for the freezer 


club 
visit 


project, other 
their 
which 
cated 


result 


parents 
the 
and 


loaned 
watch 


salesmen. 
After the project 
has run a certain course, the child 


bov or girl's 
or his parents are allowed to buy 
the freezer at wholesale price. The 
plan has never failed to sell. 
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Sell room coolers all year 


by Beatrice Miller 


@ “WE HAVE NEVER let the public 
forget how hot it was last summer 
and what a hard time everyone had 
trying to sleep nights,” says Victor 
J. Filler of the Sun Radio Co., of 
Washington, D. C. Mr. Filler re- 
ports that his company sold close 
to 2,000 air conditioning units last 
season and expects to increase that 
number by 50 per cent the coming 
season. “We have been reminding 
the public of air conditioning by 
newspaper, radio and floor and win- 
dow displays ever since Christmas.” 

Starting their seasonal promo- 
tion of room coolers by presenting 
them as suitable Christmas gifts, 
Sun Radio placed full-page news- 
paper advertisements in the three 
local daily papers during the holi- 


Victor J. Filler, Sun Radio Co. buyer, 
catches a customer interested in the 
floor display of a year-round room 
air conditioner, which heats as well as 
cools, The units were even featured 
as suitable gifts for Christmas as 
shown in advertisements like the one 
below. 52 units were sold at Christmas! 














day season. Pointing out that this 
was an all-year-around necessity, 
Sun Radio emphasized that the air 
conditioner heats as well as cools. 
Radio announced three times daily 
the comfort brought by air condi- 
tioners. 

As a result of the Christmastime 
promotion, 52 units were sold. 

Nor has Sun let up on its cam- 











paign since then. From December 
through August the physical, hy- 
gienic and therapeutic value of 
room coolers is stressed in all 
phases of the company’s promotion. 
Air conditioner displays in street 
windows and store entrance con- 
stantly confront the entering cus- 
tomer and the passerby. 

“The most important factor in 





selling air conditioners is to have 
them on hand when the customer 
wants them,” Mr. Filler believes. 
He recalled that they had run out 
of stock last season and were tak- 
ing extra precautions by ordering 
two cars of air conditioners in dif- 
ferent sizes for the current season. 
“This time we shall not be caught 
in short supply.” 

Considered an important factor 
in the high sales volume experi- 
enced by the company last summer, 
is the credit plan which allows the 
customer to pay for the air condi- 
tioning unit over a period of 24 
months. This plan has enabled the 

(Please turn to page 116) 
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Timely items relating to dealers, light and 


power company sales departments, electrical 


wholesalers, manufacturers and their agents. 


NEMA’s gift campaign 
pians are revealed 


PLANS OF THE 1953 Electric 
Housewares Gift Campaign will 
be built around the direct tie-in 
among manufacturers, distrib- 
utors, and dealers to enable all 
levels of the industry to cash-in on 
the five million dollars spent an- 
nually on national advertising by 
manufacturers who are members 
of the Electric Housewares Section 
of the National Electrical Manu- 
facturers’ Association. 

The plan will be accomplished, G. 
W. Orr, chairman of the sales pro- 
motion committee, has pointed out, 
through the use of the new 1953 
gift theme logo in manufacturers’ 
national advertising and publicity, 
in dealers’ local advertising and 
display and on permanent decals 
that will identify stores as gift 
headquarters for electric house- 
wares. 

Mr. Orr has stated also, that all 
branches of the electrical business 
are backing the new promotional 
program because they believe it will 
be a great factor in keeping mer- 
chandise moving all through 1953. 

From the 5,000 dealers who took 
part in 1950, Mr. Orr indicated the 
electric housewares program has 
grown until 35,000 dealers partici- 
pated in 1952. Over 50,000 dealers 
are expected to collaborate in the 
1953 campaign. 

A permanent three-color decal 
for dealers is a completely new 
wrinkle in the electric housewares 


promotional program designed to ° 


accomplish complete gift campaign 
continuity quickly and easily at the 
local level. Designed for permanent 
display on doors or windows, it 
serves as a constant reminder and 
traffic-puller. This dramatic device 
is offered free of charge to all deal- 
ers participating in the campaign. 
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In addition to the distinctive 
decal, dealers will be provided with 
a “Spring Sales Planner” which is 
a step-by-step guide for promoting 
electric housewares for extra sales 
and extra profits during the tradi- 
tionally slower first six months of 
the year. Organized for easy, prac- 
tical use by all stores, large or 
small, it contains effective selling 
ideas for advertising and display 
plus point-of-sale pointers, traffic 
pullers, and a specific timetable for 
promotional action. 

A simplified ad mat package, with 
item illustrations, seasonal head- 
ings, and gift theme drop-ins, will 
be distributed to more than 800 
newspapers from coast to coast for 
use by dealers to implement the 
“Spring Sales Planner” in their ad- 
vertising. 

A new 1953 display contest is 
open to all retailers to earn national 
recognition for their electric house- 
wares windows. All that is required 
to enter the event are photographs, 
ordinary snapshots will do, of as 
many window displays as the dealer 
wishes to submit. These must be 
sent, not later than July 15th, to 
Contest Editor, Electric House- 
wares Section, National Electrical 
Manufacturers Association, 155 
East 44th St., New York, 17, N. Y. 


Modernization guide 
for retail stores 


A RETAILER’S GUIDE for moderni- 
zation and cost-cutting, called the 
“Retailer’s Fact-Gathering Guide 
For Modernization and Cost-Cut- 
ting,” has been published by the 
Store Modernization Institute, of 
New York. 

The guide, in the form of a check 
list, was designed for retailers to 
study in preparation for attendance 
at the Fourth National Store Mod- 


Building and Mainte- 
nance Show, to be held at Madison 
Square Garden, in New York, June 
9th through 12th. The guide will 
enable retailers who are planning 
to attend the show to chart their 


ernization, 


through the show and 
come away from it completely well- 
informed with more specific help, 
more valuable ideas, and money- 
By formulat- 
ing his questions with regard to 
modernization and cost - cutting 
prior to attending the show, he can 
better find the answers he will need 
to find at the show. 

Prior to the 1951 curtailment of 
store construction and moderniza- 
tion, the Government estimated the 
expenditure of three billions annu- 
ally by all types of independent and 
chain modernization, 
new building, and other improve- 
ments. Beginning this year, build- 
ing and modernization programs 
for stores and their warehouses are 
expected to reach the five billions 
mark, and the largest number of 
visitors in the history of the 
Modernization Show is expected by 
the Institute. 

Free copies of the guide may be 
obtained from the Store Moderni- 
zation Institute, 20 E. 55th St., New 
York City, N. Y. 


progress 


saving suggestions 


stores for 


Slogan to highlight 
range promotion 


WHAT IS LOOKED upon as one of 
the most ambitious electric range 
promotional ideas ever proposed is 
the coordinated effort on the part 
of range manufacturers, dealers, 
distributors, and electric light and 
power companies, to promote range 
sales with the slogan, “Women Who 
Know, Cook Electrically,” being 
carried out and presented to the 
trade by the National Electrical 
Manufacturers Association and the 
Edison Electric Institute. 

Slogan for the effort will be 
made available through the Edison 
Institute, in the form of wall post- 
ers and window strips, and will be 
offered in the form of glossy prints 
from which reproductions can be 
made for advertising logotypes, 
trick posters, strips for outdoor 
poster boards, for letterhead and 
bill imprints, and in local television. 
It is also being urged that the 
slogan appear in the regional news- 
paper advertising of electric range 
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manufacturers, as well as in the 
advertising of their dealers. 

Other materials available for the 
promotion will be spot stickers for 
ranges on display, booklets, a win- 
dow display piece, a short color 
movie, and a movie stars’ cook book. 

Dealers may secure full informa- 
tion on the promotion through local 
factory branches, distributors, or 
electric light and power companies. 


ICS offers new courses 
in radio-TV servicing 


TWO NEW COURSES in radio and 
television servicing —one for the 
person with some practical knowl- 
edge of radio and the second for 
the beginner — have just been an- 
nounced by John C. Villaume, dean 
of the faculty of the International 
Correspondence Schools, of Scran- 
ton, Pa. 

The first course, Radio and Tele- 
vision Servicing, is designed for 
the amateur, the experimenter, the 
apprentice service technician who 
wants more training and wants it 
faster than experience provides. 

It presents essentials in a step- 
by-step manner, covering funda- 
mentals of electricity, electronics, 
radio and television receiver tech- 
niques, and modern methods of in- 
stallation, service and repair. 

In addition to the instruction 
texts, the course includes several 
job sheets, outlining in detail spe- 
cific job projects, and a supplement 
giving the main characteristics of 
all tubes used in radio and tele- 
vision receivers. 

The course consists of 39 lessons 
and estimated average study time 
for completion is 630 hours. 

The second course, Radio and 
Television Servicing with Training 
Equipment, is basically the same 
except for additional features 
which make it more suitable for 
the beginner. 

One of these features is practical 
training based on four texts con- 
taining numerous experimerts and 
job assignments. Another, the in- 
clusion of three work kits with the 
essential equipment to conduct the 
experiments. This course comprises 
43 lessons, and estimated average 
study time is 700 hours. 

The new courses are available 
both to individual students and to 
employers who wish to provide spe- 
cific training for key personnel. 
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NARDA head urges 
look at service evils 

SPEAKING RECENTLY in Rockford, 
Ill., to members of the Rockford 
Appliance Dealers Association, 
Wallace Johnston, of Memphis, 
president of the National Appliance 
and Radio-TV Dealers Association, 
emphasized the fact that dealers 
must educate the public to beware 
of the exaggerated low prices ad- 
vertised for service and of over- 
generous trade-in allowances. Mr. 
Johnston said that if this is not 
done, the consumer, the industry, 
and the brand names involved will 
suffer. 

Holding up examples of ads offer- 
ing three years free service, two 
television sets (one a trade-in 10 
or 12-inch unit) for the price of 
one, free antennas, and a lifetime 
service guarantee, Mr. Johnston 
said that “they show the trickery, 
the deception, the concealed dis- 
counts, the bribes offered customers 
to buy from one retailer in prefer- 
ence to another. And, knowing the 
modest mark-ups television allows, 
we know who’s going to pay for 
those extra offers in the end—the 
customer, although the charge may 
be disguised; the industry, al- 
though the culprits who did the 
damage may be out of it before 
then, and the brand names that 
presented a cloak of respectability 
behind which the sharpsters could 
hide.” 

NARDA’s head also pointed to the 
danger of the program which offers 
a $3 set-up and week’s service 
charge with the view of keeping 
the set owner’s service business for 
the life of the set. This sort of 
program, he warned, presents the 
danger that another service or- 
ganization, finding it lost money in 
attempting to match or undercut 
this price, might initiate a hidden 
or false charge to make this door- 
opening policy self-liquidating and 
thus another servicing evil would 
be created. 

He emphasized that closer dealer- 
service contractor co-operation 
could bring about a great many de- 
sirable results to the industry: 

1. Get service data simultane- 
ously with the introduction of new 
models. 

2. Have an adequate reserve of 
replacement parts, particularly 
newly introduced ones, at the time 


new models are first offered. 

3. Work for faster and more effi- 
cient in-warranty parts replace- 
ment including a _ standardized 
parts-replacement tag. 

4. Secure a full year’s life for 
lines so that servicemen will have 
longer periods in which to apply 
knowledge of models they have 
gained and fewer models will be in- 
troduced each year. 

5. Team up in adopting codes of 
ethics such as the Certified Tele- 
vision Installation & Service Pro- 
gram which NARDA introduced 
two years ago. 

6. Develop an efficient and eco- 
nomical trade-in servicing program 
to facilitate the sale and service of 
trade-ins. 

7. Give their combined forces re- 
sponsible, high-level representation 
in both government and manufac- 
turer relations. 


New franchises 
granted by Mitchell 


NEW FRANCHISES to handle the 
1953 line of Mitchell window-type 
room air conditioners have been 
awarded to several major appliance 
dealers, it was announced by E. A. 
Tracey, vice-president in charge of 
the Air Conditioning Division of 
the Mitchell Manufacturing Co. of 
Chicago. 

Among the new distributors are: 
Crenshaw-Baine, Inc., of Memphis, 
Tenn.; Catlett-Johnson Corp., of 
Richmond, Va.; and Schiffer Dis- 
ributing Co., Atlanta, Ga. 

The new company franchises are 
in line with Mitchell’s increased 
program of production and promo- 
tion, Mr. Tracey explained. 


New distributor 
for Norge line 


Crenshaw-Baine, Inc., 714 East 
Fourth St., Little Rock, has been 
appointed to handle the complete 
Norge appliance line in Central 
arkansas. Tnis was announced by 
H. L. “Red” Clary, vice-president 
in charge of sales for the Norge 
Division of the Borg-Warner Cor- 
poration. 

Key personnel of Crenshaw- 
Baine, Inc., are J. H. Baine, presi- 
dent; Pete F. Crenshaw, secretary- 
treasurer; and J. B. Hocke, general 
manager. 
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Crump Roanoke branch 
to handle CBS-Columbia 

IN ANTICIPATION of TV broad- 
casting in Roanoke early this year 
over Channel 10, Roland D. Payne, 
manager of sales of CBS-Columbia, 
Inc., has announced that the CBS- 
Columbia distributor in Virginia, 
the B. T. Crump Co., of Richmond, 
will now distribute the company’s 
complete line at its branch in Roa- 
noke. The branch, under the super- 
vision of Arnold M. Proctor, is lo- 
cated at 204 Fifth St., S.W. 

An intensive distribution pro- 
gram in the Roanoke area for pro- 
motion of CBS-Columbia television 
has been planned by the Crump 
company. 

Mr. Payne emphasized that this 
move does not affect any other dis- 
tributor, nor is there a change in 
the rest of franchised territory cov- 
ered by B. T. Crump, whose officers 
are W. E. Seaton, president, and B. 
Lower, manager. Mr. Payne said 
that the Crump company will con- 
tinue to be responsible for the ter- 
ritory covering the greater portion 
of Virginia and the eastern half of 
North Carolina. 


Manitowoe names 
several distributors 

APPOINTMENT of Mason Supply 
Co., of Charleston and Clarkesburg, 
W. Va., Brooks Supply Co., of 
Tampa, and Parnell Martin Co., of 
Jacksonville, as distributors for 
Manitowoc freezers, has been an- 
nounced. 

Announcements came from J. J. 
Fitzpatrick, South Central Regional 
representative, and E. E. Brammer, 
representative of the Manitowoc 
firm in the Florida region. 

* * *% 

RECENTLY it was announced by 
William H. Kelley, vice-president of 
Motorola, Inc., that South Texas 
Appliance Corp., 641 Flores St., in 
San Antonio, has become distribu- 
tor for Motorola television and ra- 
dio sets in the South Texas area. 

The South Texas firm maintains 
50,000 square feet of show room 
and service facilities in San An- 
tonio, as well as a show room in 
Austin, according to Jack B. Pol- 
lock, president. The company has 
been in business since 1936. Its 
territory includes 60 counties in 
South Texas. 
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W. F. Linville, sales manager, 
heads a sales force of 14 distributor 
salesmen. 


THE William M. Wider Distribu- 
ting Co., 3821-25 Olive, St. Louis, 


Mo., has: been appointed to handle 


Reveo Chill Chest and Upright 
freezers, according to Harold Over- 
myer, vice-president in charge of 
sales. 

The new distributor's territory 
will cover the southern portiqn of 
Illinois and the eastern half of Mis- 


sour. 


Product Parade 


Automatic laundry equipment 


A PATENTED feature of the new 
Laundry Queen Automatic Cycle 
Washer, recently placed on the mar- 
ket by Automatic Washer Co., of 
Newton, Iowa, is the Hydro-Poise 
Balancer, which is designed to provide 
quiet, vibrationless operation. Design- 
ers of the new washer have claimed 
that it is so free from vibration that 
a nickel can be balanced on its top 
while the machine is in operation. 
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Other features of the new Laundry 
Queen are the Spray-Away Rinse 
which skims off all the soil and sed- 
iment from the water instead of filter- 
ing it through the clothes, and the 
Unimatic Control, which provides for 
automatic control of the various steps 
in the washing cycle. A single dial 
permits the housewife to adjust the 
washing time, reduce the amount of 
water for small loads, and to select 
individual rinses or drying operations 
as: desired. 

The cabinet is top-opening, and a 
full-are agitator action is employed 
in the washing process. 

In addition to the Cycle Washer, 
the Automatic Washer Company has 
placed on the market a new line of 
conventional washers, dryers, and 
ironers. 

A feature of the new conventional 
washers is the “sealed heat” used on 
most of the models. Between the top 
and bottom of the tub and outer 


jacket, a tight fitting rubber insula- 
tion has been effectively used to seal 
off the air space which serves to hold 
the heat in a manner somewhat sim- 
ilar to that of a thermos bottle. 

The new dryer is of the cabinet 
tumbler type, and the ironer com- 
pletes the full line of laundry equip- 
ment which Automatic will offer 
through its own sales organization. 


Electric heaters 


FULL DETAILS, price lists, and mer- 
chandising data are available from 
the Federal Malleable Co., of Mil- 
waukee, Wis., on their two new elec- 
tric convection heaters. 

The most significant feature of 
these heaters is their completely new 
principles of air movement. The fan, 
common in most heaters of this type, 
has been completely eliminated and 
replaced by a new principle borrowed 
from the jet aviation industry. By 
use of a venturi tube principle, the 
heaters create air movement at the 
rate of 100 feet per minute, yet have 
no moving parts. 

Result, according to a company offi- 
cial, is a heater designed to be more 
efficient and more economical. The 
maximum amount of electrical energy 
is converted into heat, since none of 
it is required to run any other equip- 
ment. In addition, since there are no 
moving parts, there is nothing to 
wear out. The result should be almost 
lifetime trouble-free operatior 

Because of the principle employed 
of the heater 
remains cool, assuring safety from 


in its use, the outer case 








burns. There are no exposed wires or 
coils to touch. 

Thermostatic controls automatically 
hold each room at the desired tem- 
perature without any waste of energy. 
In addition, the efficiency of this new 
heater is evidenced by the speed with 
which it circulates heat to all corners 
of the room. There is practically no 
heat distribution by radiation. In- 
stead, it distributes heat the same 
way as a central heating unit and ac- 
tually passes the air in the room 
through the heater repeatedly in large 
volume. 

Air Control heaters, trade named 
Vectaire, will be available in both a 
portable 1500-Watt, 120-volt model, 
and a larger 3000-Watt, 240-volt room 
heater model. The larger room heater 
model will be available in both on-the- 
floor, on-the-wall, and_ in-the-wall 
styles. This heater will have ample 
capacity to heat the average room in 
the South, Southwest, and West Coast 
areas. In these areas, it can be used 
as a primary house heating wuit. 


Portable shaver 


AN AMAZING NEW PORTABLE electric 
shaver that operates on ordinary 
flashlight batteries or off a six-volt 
automatic battery has been introduced 
by North American Phillips Co., Inc., 
100 42nd St., New York 17, N. Y. 

The revolutionary new shaver is 
the Norelco Sportsman, companion 
product to the Norelco rotary action 
Double-Header a-c/d-c electric shaver 
introduced in 1952. 

The Sportsman operates on three 
ordinary flashlight batteries which 





provide the power for weeks of shav- 
ing. It is also equipped with an adap- 
tor for an automobile lighter socket. 
The shaver is said to use less than 
one-tenth as much current as a car 
radio. 

Designed to sell as a sportsman’s 
gift item as well as to men whose 
occupations keep them outdoors, the 
Norelco Sportsman comes in an at- 
tractive pigskin travel case with steel 
battery container, making the entire 
shaving unit completely portable. 

The Sportsman has two rotary ac- 
tion heads operated by a quiet brush- 
type motor, which requires no lubri- 
cation. It has twelve self-sharpening 
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cutters contained in the two cutting 
heads which are designed to speed 
shaving by exposing maximum beard 
area to the cutters. 


w 
Moisture conditioner 


DEVELOPMENT OF a “two way” 
moisture conditioner which is en- 
gineered to increase the humidity con- 
tent in the home in winter and lower 
it in summer has been announced by 
Admiral Corp., 3800 Cortland St., 
Chicago 47, Ill. 

Principle behind the new Admiral 
product is a humidifying cycle, in 
which water is evaporated and the 
moisture-laden air distributed 





throughout the home, an addition to 
the conventional dehumidifying cycle 
in which moisture is taken out of the 
air. 

The unit can be plugged into any 
standard 110-115 volts a-c outlet. It 
is two feet high and 16 inches in 
diameter, and weighs less than 50 
pounds. In the humidifying cycle, a 
pivotal heater is immersed in a three- 
gallon water container. This evapor- 
ates the water and a fan circulates 
and distributes the moisture-laden 
air. When all the water has been 
evaporated, the heater turns itself off 
automatically. 


Home laundry equipment 


Two NEW General Electric auto- 
matic clothes dryers which operate on 
220 volts but which may be adapated 
for 110-volt operation have been an- 
nounced. 

Two automatic washers, companion 
pieces to the new dryers, also are in 
the newest home laundry automatic 
appliances which have been completely 
restyled for appearance and which in- 
corporate a number of design changes. 

The washers and dryers feature 
functional controls mounted on four- 
inch back-splashers, formed as a con- 
tinuation of the one-piece work sur- 
faces. The location of controls, places 
them well out of the reach of children, 
makes for ease of operation, and 
affords better visibility. 

For most efficient, quick drying, it 
is recommended that the new dryers 
be operated on 22-volt, three-wire ser- 
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vice. Should a user desire 110-volt 
operation, however, an authorized GE 
agent can make a simple wiring 
change and install the machine with 
a two-wire cord set. The timer con- 
trols are calibrated to a full cycle of 
140 minutes. 

Completing the 1953 line of home 
laundry equipment are a deluxe, me- 
dium-priced, and low-priced wringer 
washer and two ironers. The wringer 
washers have been re-styled for ap- 
pearance, and design improvements 
have been incorporated for efficiency. 


® 
TV voltprobe 


A NEW, LOW cost, high voltage 
measuring device called the TV Volt- 
probe, has been developed by the 
American Research Corp., 1504 11th 
St., Santa Monica, Calif. 

Developed for use by television 
servicemen, the Voltprobe is small 
enough to be carried in a tool kit or 
pocket. It enables servicemen to mea- 
sure the accelerating d-c voltages on 
a TV tube from 4,000 to 25,000 volts 
quickly, easily, and accurately on lo- 
cation in the home,, as well as in the 
shop, without the use of a heavy, 
power-operated vacuum tube type of 
voltmeter. 

The Voltprobe is ten inches long, 
light in weight, and completely self- 
contained. It requires no outside cur- 
rent, and its designers claim it has 
indefinite life. 

Operation of the instrument in- 
volves the clipping of the device to 
the set, and the probe end to the sec- 
ond anode by piercing through the 





rubber protective cap. To obtain the 
voltage measurement, the knob on 
the Voltprobe is turned down until 
the lamp inside it lights. The voltage 
is then read off a calibrated dial. 
Measurement can be made without 
removing the tube or chassis from 
the cabinet. 

The device, which is being distri- 
buted by Clover House Products, 
Dept. 31, Box 1107, Santa Monica, 
Calif., can also be used as an rf in- 
dicating mechanism for checking high 
voltage oscillator circuits, etc. 


. 
New dishwashers 


RECENTLY placed on the electric 


dishwasher market by Hotpoint, Inc., 
5600 West Taylor St., Chicago, IIL, 
are six new models with a new type 
of dispenser 


that automatically in- 





jects detergents into two consecutive 
washing cycles. 

The dispenser, located on the door, 
has two compartments. The user 
places detergent in both compartments 
after loading the machine. One com- 
partment empties into each washing 
cycle. 

Other features of the 1953 model 
dishwashers include a separate dish 
rack that rolls out on ball bearings in 
stainless steel runners, allowing for 
greater loading ease, plastic lining to 
cushion the dishes, and a new grav- 
ity drain principle which eliminates 
a number of working parts, and there- 
by reduces the number of service ad- 
justments. 


Deep fat fryer 

A NEW COOKER and deep fat fryer 
featuring large capacity for any deep 
well cooking or frying operations has 
been shown by the Westinghouse 
Electric Appliance Division, Mans- 
field, Ohio. 

The deep fat fryer has a tapered- 
bowl design that requires only three 


pounds of fat for all types of French 
frying. This amount of fat, coupled 
with the bowl design, gives 56.7 square 
inches of cooking surface area. 
Graceful in appearance, this cooker 
can be used for table or buffet serving. 
Flexible cooking needs are met with 
the automatic heat control dial that 
has a temperature range of 150 to 425 
degrees Fahrenheit. Wattage has been 
tailored to fit cooking needs at 1,450 
watts. This provides high wattage per 
pound of fat used, and permits faster 
heating, more uniform frying tem- 
peratures and faster heat recovery. 


& 
Room air conditioners 


NEW PRODUCTS in the 195? Coolera- 
tor line will be four room air condi- 
tioner models, it was announced by 
G. L. Rees, president of the Coolera- 
tor Company, 128 W. First St., 
Duluth, Minn. 

Designed to meet the requirements 
of all markets, the Coolerator room 
air conditioners will appear in 1/3 hp, 





ONTZ 


TV INSTALLATION 


ACCESSORIES 


N._CUT INSTALLATION COSTS 


oo+e INCREASE PROFITS 


Jontz TV Installation Accessories 
give you extra quality, greater econ- 
omy. All Jontz masts have an addi- 
tional chromate coating. . . six times 
more weather protection than ordi- 
nary zinc-plating, as proved in salt 
spray tests! 


JONTZ 


Pioneers in the field 
of TV Reception 


MODELS 120, 130, 140, 150, 150A 
KWICK-UP TELESCOPIC MAST 


Sturdy, well built, good-looking TV 


masts to suit any location... Model 
120 — 20 feet, Model 130 — 30 feet, 
Model 140—40 feet, Model 150—50 
feet, Model 150A—S50 feet (extra 
heavy duty). Constructed of highest 
quality rust-resistant steel tubing 
Available in complete package of 
welded nuts with set bolts, six-way 
guy rings, and cotter keys...with or 
without roof mounts. All masts 
shipped four to a set in special pro- 
tective cartons. 


ee 


Your inquiries will receive prompt 
attention. 


Write us for details today! 


QUALITY ECONOMY 


MANUFACTURED By 


TELE-TUBE 
CONSTRUCTION 


Jontz masts are 
madewithNikoh 
Tele-Tube — 
highest quality 
electric weld 
steel tubing 
with heavy zir 
galvanized 
coating ... 
your assurance 
of tubular 
strength and 
durat ty 





APEX MOUNT, 
MODEL A-S 
4-way swivel mount 
for any type of instal 
lation. Fully adapt 
able to flat surface 
peak roof, or corner 

mounting 





a 


ad —  , 
ROTARY MOUNT, 
MODEL §$ 
4-way rotary base 
mount. Fits along roof 
peak for safe, easy in 
stallation 





o © 
oC): 
© « 


GUY RINGS 

BY JONTZ 
The answer to your 
guy ring needs. Handy 
Jontz guy rings may 
be used with either 3 
or 4 guy wires...your 


choice of 5 1. D.’s 


JONTZ MANUFACTURING CO. 


1101 East McKinley, Mishawaka, Indiana, Mishawaka 5-5178 


lo hp, %4 hp and 1 hp sizes. 

An outstanding feature of the new 
Coolerator room air conditioners is _- 
their compact size. The Coolerator i “At tet. 
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units will fit into a 24-inch window 


in the 1/3, %, and % 
sizes, it was announced. 
Thermostatic control, variable speed 
operation, and reduced projection into 
the room were other features listed. 


Arvin table radio 


IMPORTANT improvements, reflected 
in much greater range and sensitiv- 
ity, have been incorporated in the new 
Arvin table model combination AM- 
FM radio, according to an announce- 
ment made by the Radio and Tele- 


horsepower 





vision Division of Arvin, Industries, 
Ine. 

The changes made in the Arvin 
Model 580TFM, now designated as 
Model 581TFM, are in the circuitry 
as well as in incorporation of a new 
type tube. 

Model 581TFM has a straight a-c 
transformer-type circuit and eight 
tubes, including rectifier. There is no 
change in the cabinet design which is 
plastic molded and finished in willow 
green, sandalwood, ivory, or rose- 
wood. 


% 
New hand mixer 


THE NEW Universal hand mixer, 
which will be added to the Landers, 
Frary and Clark electric housewares 
line in 1953, is designed to provide 
full power at all speeds. It is gover- 
nor-controlled so that even at slow 
speeds, the motor is operating under 
full force of the rated voltage. 

The mixer has five speeds to pro- 
vide a speed for all mixing and beat- 
ing requirements. It has a positive 
off position on the slide and the speed 
control is designed to be moved easily 
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by the finger tip and stays fixed in the 
position set. 

Streamlined in appearance, the 
mixer has a completely enclosed case 
which provides for easy cleaning. It 
is adequately ventilated through lou- 
vers in the back. 


cs 
Window fan 


THE “944” WINDOW FAN of the 
Viking Air Conditioning Corp., Cleve- 
land, Ohio, is designed to bring beauty 
as well as cooling efficiency into the 
small apartment at minimum cost. 
Styled in a new attractive seafoam 
color with bright chrome legs and 





trim, the “944” will night cool and 
ventilate the average four or five 
room living quarters at a minimum 
price. 

The “944,” which is guaranteed by 
the manufacturer, is equipped with a 
1/6 hp motor and drive belt and large 
29-inch blades. A two-speed switch 
enables the home-owner to temper the 
speed of the fan once the house has 
been cooled, assuring maximum effi- 
ciency and economy. Installation is 
amazingly simple, and can be com- 
pleted in a few minutes. 

Also available is the Viking Timer 
which makes it possible to turn off the 
fan automatically at any designated 
time. 


ACES 





Frank Breckenridge, president of 
Automatic Washer Co., has announced 
the appointment of D. A. Rizor, as 
sales manager of the company. 

Mr. Rizor is widely known in the 
laundry equipment industry, having 
served a number of years on the ex- 
ecutive committee of the American 
Home Laundry Manufacturers’ Asso- 
ciation. 

The new sales manager will direct 
the sales activities on the full line 
of Laundry Queen products, which is 
being distributed nationally, and to a 
number of foreign countries. 


Norman Skier has been named mer- 
chandise manager of the Receiver 
Sales Division, Allen B. Du Mont Lab- 
oratories, Inc., it was announced yes- 
terday by Irving Rosenberg, director 
of operations for the receiver and 
cathode-ray tube divisions. 

In his new post, Mr. Skier will have 
over-all charge of Du Mont’s receiver 
merchandise planning, and the devel- 
opment of cabinet designs and prod- 
uct features. His responsibilities will 
include supervision of Du Mont’s in- 
dustrial designers in the creation of 
new cabinet styles, field trips to dis- 
tributors and dealers across the na- 
tion to determine regional styling 
trends and preferences, and close 
liaison with Du Mont’s Advertising and 
Sales Promotion Department. 

Mr. Skier, who has been in charge 
of new market planning and develop- 
ment for the Du Mont receiver divi- 
sion, has been an executive of the Du 
Mont organization since February, 
1950. 

& 


American Blower Corp., has an- 
nounced that J. W. Ruff is their new 
director of purchases, succeeding R. 
S. Reade, who has been made director 
of purchases for American Radiator 


and Standard Sanitary Corp., the par- 
ent organization. 

Mr. Ruff started his service with 
American Blower in 1934. He was 
transferred to the St. Louis District 
sales office in 1939. In 1946, he re- 
turned to the Detroit District sales 
office as manager of the Suburban Di- 
vision, which is the position he held 
at the time of his new appointment. 


Dean Spencer, Northeastern regional 
manager for Norge Division of Borg- 
Warner Corp., has resigned to enter 
the appliance and television distribut- 
ing business as a principal with Valley 
Appliances, Inc., of Knoxville, Tenn., 
Norge and Emerson distributor. 

Mr. Spencer started with Norge in 





Dean Spencer 


1939 as field service representative, 
after eight years with the Norge dis- 
tributor in Oklahoma City. During his 
14 years with the company, he has held 
several positions including southern 
sales manager in Atlanta and director 
of refrigeration in Detroit, before 
going to the Boston office as North- 
eastern regional manager in 1950. 
Norge is expected to announce a suc- 
cessor for his vacated post soon. 
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A. R. Atkins, president of Valley 
Appliances, has announced that Mr. 
Spencer will be in charge of an ex- 
pansion program to include larger fa- 
cilities and improved service to appli- 
ance and television dealers in eastern 
Tennessee, western North Carolina, 
southwest Virginia, and southeastern 
Kentucky. 

Mr. Spencer has stated that Valley 
Appliances will provide selected Norge 
and Emerson dealers complete ware- 
house stocks, sales promotions, sales 
training, and service facilities which 
are necessary to insure profitable 
dealer operations. 


Appointment of Paul W. Tanner as 
general sales manager of the radio 
and television division of Arvin Indus- 
tries, Inc., effective at once, has been 
announced by Harlan B. Foulke, vice- 
president of the company. 

Mr. Tanner succeeds Raymond P. 
Spellman who has requested a less 
demanding assignment because of a 
recent serious illness. Mr. Spellman’s 
new duties, while permitting him to 
conserve his physical resources, will 
enable him to contribute from his long 
experience and wide acquaintance to 
Arvin sales and marketing problems. 

The new sales manager is a twenty- 
year veteran with Arvin Industries. 
He joined the organization in 1933 and 
has held responsible sales and admin- 


istrative posts in the company’s car 
heater, electric housewares and radio 
and television divisions. Since 1949 
when Arvin entered the television 
field, Mr. Tanner has served as mer- 
chandising manager of the radio and 
TV division of the company. 


Announcement has been made of the 
appointment of six district sales rep- 
resentatives to launch a nation-wide 
distributor organization for the new 
Republic Steel Kitchens line. 

The new representatives and the 
territories assigned to them include: 
Bayard A. Yerkes, Pennsylvania, New 
Jersey, Maryland, Virginia, and the 
District of Columbia; Dayton Young, 
Iowa, Missouri, Nebraska, North and 
South Dakota, north Kansas, and Min- 
nesota; John Anderson, all of New 
England, but a small portion of Con- 
necticut, upper New York State; 
James D. Hesser, New York City, 
lower New York State, and a portion 
of Connecticut; Frank A. Riley, Jr., 
Texas, Oklahoma, Arkansas, portions 
of Tennessee, Kansas, and Louisiana; 
Gordon A. Yeazel, Illinois‘and Wis- 
consin. 

The men recently took part in an 
intensive sales training program at 
the Canton, Ohio, plant of the Berger 
Manufacturing Division of Republic, 
where the new steel kitchens are be- 
ing fabricated. 


T. J. Morley has been named to fill 
the newly-created position of southern 
sales manager of Motorola, Inc., ac- 
announcement made by 
H. Kelley, vice-president in 


cording to ar 
William 
charge of sales. 

Mr. Morley will headquarter in 
Little Rock, Ark., and will report to 
James E. Herbert, national sales man 
ager. He has been with Motorola for 
four years, and in the appliance busi- 
ness since 1930. His most recent po 
sition has been as regional manager 
of the Motorola area covering Shreve- 
port, Mobile, Memphis, Oklahoma City, 
and Little Rock. 


* 

Robert Shaffer, director of sales for 
Dominion Electric Corp., of Mansfield, 
Ohio, has announced the appointment 
of Jack H. Miner to the post of 
assistant sales manager for the com 
pany. 

Mr. Miner joined Dominion in 1946, 
and served in the accounting and 
office management department before 
entering sales work. 


Newly appointed Coolerator district 
sales manager in the Cincinnati dis- 
trict is S. D. Camper, it was an- 
nounced recently by F. C. Margolf, 
sales manager of the Coolerator Com- 
pany. 

A veteran in the appliance business, 





Another 
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heater you can sell . . 


State Stove Exclusive! 
TWO YEAR GUARANTEE ON ELEMENTS AND THERMOSTATS 
—=- 


When you offer your customers 
a 5 year warranty plus an 
optional 10-year Protection 
Policy with every State Electric 
Water Heater. . 
add the exceptional 2-year 


. When you 


guarantee on elements and 
thermostats... When you bring 
out the eleven other features 
that make State the fastest 


and most profitable water 


. Mister, when you can offer all 


that, you've sold another water heater. 


For the full story of State’s twelve 
points for profits and a complete 
catalog, write or wire — 


STATE STOVE & MANUFACTURING COMPANY 


509 25th Avenue, North, Nashville, Tennessee 
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Mr. Camper joined Coolerator after 
serving as sales manager on the dis- 
tributor level in Jackson, Miss., field 
sales promotion manager in the Cin- 
cinnati and St. Louis areas, and as 
general sales manager in Memphis, 
Tenn., the two latter positions on the 
manufacturing level. 

Mr. Camper’s territory includes 
Coolerator distribution in southwest- 
ern Ohio, most of Indiana, all of Ken- 
tucky, western Virginia, and central 
West Virginia. 


Joseph M. Zamoiski, of Washington, 
D. C., has been elected chairman of 
the radio and television committee of 
the National Association of Electrical 
Distributors. Mr. Zamoiski is vice- 
president of the Jos. M. Zamoiski Co., 
wholesale electrical distributors of 
Washington and Baltimore. 


John A. Hurley was elected a vice- 
president of Whirlpool Corporation 
by the board of directors at their 
regular meeting, it has been an- 
nounced by Elisha Gray, Whirlpool 
president. Mr. Hurley’s appointment 
becomes effective on April 1st, when 
he will assume executive respon- 
sibilities, particularly in the field of 
distribution for Whirlpool home laun- 
dry appliances and defense products. 

Mr. Hurley returns to Whirlpool 
after eight years as supervisor of 
home laundry equipment for Sears, 
Roebuck and Company. During World 
War II he served with the War 
Production Board while on leave of 
absence from Whirlpool, becoming 
chief of the Consumer Durable Goods 
Division of the WPB. Before the war, 
he was in charge of sales for Whirl- 
pool. 

& 


M. L. Myers has been appointed 
assistant general sales manager of 
Sparton Radio-Television, of Jackson, 
Mich., it was disclosed in an announce- 
ment by B. G. Hickman, Sparton 
general sales manager. 

According to Mr. Hickman, the post 
has been created to meet the needs of 
Sparton’s augmented 1953 sales and 
advertising campaigns. Mr. Myers, 
who has been on the company’s sales 
staff for several months, will assist 
Mr. Hickman in administering all 
phases of the vastly expanded pro- 
gram. 


Thomas I. Byrd, vice-president of 
the Lau Blower Co., of Dayton, Ohio, 
manufacturer of fans and blowers, re- 
cently announced two new appoint- 
ments on the Lau staff. 

Edward V. Sullivan, who joined the 
Lau organization four years ago, has 
been promoted to sales manager of 
the Fan Division. Prior to joining Lau, 
he was associated with the Hutzler 
Advertising Agency which handled the 
Lau account. 
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E. V. Sullivan 


Appointed to fill the post vacated by 
Mr. Sullivan, Thomas H. Martin has 
been named manager of advertising 


T. MW. Martin 


and sales promotion. Mr. Martin was 
associated with the Monsanto Chem- 
ical Company’s Mound Laboratory at 
Miamisburg, Ohio. He was supervisor 
of graphic services. 


Announcement is made by E. E. 
Cole, eastern sales manager, that 
Frank W. Collins, of Atlanta, and 
E. E. Brammer, of Tampa, are new 
regional factory representatives in the 
Southeast for Manitowoc freezers. 

Mr. Collins will supervise sales 
activities in Georgia, North and South 
Carolina, western Tennessee, Ala- 
bama, and western Florida. Mr. Bram- 
mer will direct Manitowoc activity in 
Florida. 

Both men have been associated with 
thg major appliance industry for many 
years. 

@ 


The appointment of Donald C. 
Smith as manager of air conditioning 
sales was recently announced by F. 
F. Duggan, general sales manager for 
appliances of the Crosley Division of 
Aveo Manufacturing Corp. 

Mr. Smith has had wide experience 
in the appliance field over a number 
of years, embracing retail, wholesale 
and manufacturing backgrounds. He 
comes to Crosley from the Williams 


and Shelton Co., Charlotte, 
distributing organization, where 
served as general manager. 


D. C. Smith 


Mr. Smith, who is filling the position 
recently made vacant by the resigna- 
tion of Ted Nemes, will have his 
headquarters in Cincinnati. 


The appointment of John G. Weaver 
as manager of advertising and sales 
promotion for television and radio of 
the Crosley Division of Avco Manu- 
facturing Corp. was announced re- 
cently by E. W. Gaughan, general 
sales manager for Crosley electronics. 

Mr. Weaver comes to Crosley from 
Swift and Company, Chicago, where 
he has served as advertising manager 
for several departments. 


James D. Walker, manager of the 
New York sales region of Capehart- 
Farnsworth Corp., has been named 
manager of the company’s Washing- 
ton, D. C., sales region. He succeeds 
E. G. Denham, who has recently re- 
signed. 

Mr. Walker will work with Cape- 
hart distributors in the District of 
Columbia, Maryland, Pennsylvania, 
Virginia, and West Virginia, as well 
as in the metropolitan New York area 
and New Jersey. 

e 


Richard A. Graver, vice president 
and general manager of the Cape- 
hart-Farnsworth Corp., has been ap- 
pointed vice-president and director of 
marketing of the Hallicrafters Co., 
manufacturers of precision television, 
radio and communications equipment, 
William J. Halligan, Hallicrafter 
president, has announced. 

In his new capacity, Mr. Graver 
will be in complete supervision of all 
merchandising, marketing, and adver- 
tising activities of the company. 


At a recent meeting of the board 
of directors, Kenneth G. Gillespie, 
vice-president and general manager 
of Jenkins Music Co., was elected 
president of the Electric Association 
of Kansas City. Mr. Gillespie was 
selected to fill the vacancy left by the 
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(Additional items will be found on pages 19, 21, L12 and 113) 


2012—Electric Heating File offered by Electromode Cor- 
poration, Rochester 3, N. Y., is made up to suit individual 
requests for information on Electromode Heaters for do- 
mestic, industrial or farm use; or to contain material on 
the complete Electromode line if desired. Included are 
specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 


2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1952 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
5601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills, ‘telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available i in literature from the American 
— Heater Company, 6110 Case Ave., Detroit 2. 
ic 





2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
and exact dimensions are all contained in the 8-page 
folder. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Blvd., Pittsburgh 8, Pa. The folio contains data and price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
21, Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 
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CHILL-AIR 


20-INCH 


4-SPEED 


WINDOW 





Popular price - leader 
in the complete line 
of Chill-Air fans is 
this Four-Speed 20 
inch exhaust fan. 
Model TW-20. At a 
list price of $49.95 
this sturdily built 
fan, displacing 3300 
cubic feet of air per 
minute, is priced 
well below any com- 
petitive model. In 
addition, it has the 
feature of providing 
full range of air with 
its 4 speeds. 


Blade and motor are 
rubber-mounted for 
absolute silence .. . 
the finger-proof safety guard, with narrowed spaces at the 
blade tips, completely surrounds blade .. . sliding side panels 
allow quick installation in any window from 21 to 37 inches. 


Write today for illustrated literature on the Chill-Air line — 
the big-profit, big-selling line of fans and coolers. 


4-SPEED TURN-ABOUT — Chill-Air luxury 
leader. Four speeds intake or exhaust, 
with no foss of CFM .. . changeable fan 
angle . . . absolutely safe, silent operation 
. . » 5 year guarantee 








CHILL-AIR 
CHILL-AIR ROLL-ABOUT 
SUPREME 4-Speed, light- 
4-Speed weight, attrac- 
Portable. tive; 20” or 
Desk, floor, wall; 20’ and 16 16” blades 
blades. d 








CHILL-AIR Fans Sales Offices: J. V. Folsom & Son, 
301 N. Market, Dallas; covering Texas, Okla.. New Mex., 
Ark., La—S. C. Stockdale Co., 1032 Boulevard Ave., 
Atlanta; covering Ala., Ga., Fla., East Tenn.—Goodman 
Bros., P.O. Box 1872, Norfolk, Va.; covering N.C., S.C., 
Va., W. Va. 

OR WRITE 


NATIONAL ENGINEERING & MFG. CO. 









2072—Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling Kisco Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 

2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 

2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 

2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
placement Manual No. 5 from Tuttle & Kift, Inc., 1825 
N. Monitor Ave., Chicago 39, Illinois. 

2118—Fans. The 1953 Robbins and Myers Fan Catalog 
contains 16 pages featuring fans for every purpose. II]lus- 
trations, tables, and text furnish information on uses, ca- 
pacities, installation, and features of the window, floor, 
ceiling, oscillating, and ventilating fans, the circulators 
and automatic shutters of the 1953 Robbins and Myers line. 

2122—Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 

2136—HANDHOT CONSUMER MAILER—“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawing). Chicago Elec. Mfg. Co., 6333 W. 65th 
St.. Chicago 38, II. 

2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S., Brooklyn 32, New York, for your free 
copy. 

2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Cv., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as fleor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 

2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 

2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
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two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 

2154—Rancher Fan. The “Niteair” Rancher, a com- 
pete package unit designed for ranch-type homes with 
iow-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensiona] drawings and specifications. 

2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 

2158—Long-Range Radio & Television. Write: Michael 
Kelly, sales manager for key dealership franchises; and 
full technical data on Hallicrafters’ world-famed precision 
radios and television. Hallicrafters now GUARANTEES 
150-MILE TELEVISION RECEPTION, and GUARAN- 
TEES WORLD-WIDE RADIO RECEPTION. These exclu- 
sive products may now be available for your territory, so 
write today. The Hallicrafters Company, 4401 W. 5th Ave., 
Chicago 24, Illinois. 

2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 

2164—"“TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Me- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zine-plated & chromate dipped for great rust-re- 
sistance.” 

2166—Radiant Glass Panels. Specifications and appli- 
sation data on electric radiant Glassheat-panels is now 
available from the Continental Radiant Glass Heating 
Corp., 1 East 35th St., New 16, N. Y. The new bulletins 
describe both the flush mounted and surface mounted type 
of panels. 

2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 

2170—Manitowoe Upright Freezers. New features of 
Manitowoc Freezer Models 18.5 and 14 include Watching- 
Eye warning light which burns continuously unless power 
fails or freezer temperature rises 15° above thermostatic 
setting, floating type inner door to eliminate warping, and 
other improvements in construction and styling. Further 
information available from Manitowoc Equipment Works, 
Manitowoc, Wis. 

2172—COMMERCIALAIRE, INC., manufacturers of 
fans, blowers and automatic shutters (louvres), offers their 
current catalogue of over 200 items of domestic, commer- 
cial and industrial equipment to the distributor. Address: 
Commercialaire, Inc., 300 Pacific Street, Bklyn. 2, N. Y., 
Dept. KE. S. 

2174—Evaporative Air Coolers. A four page catalog 
sheet, completely illustrating a complete line of evapora- 
tive coolers from 1400 CFM fan units to 15,000 CFM 
blower units. Featuring a 2000 CFM self-contained blower 
window unit, no water or drain connections necessary. 
Now available from National Engineering & Manufactur- 
ing Company, 519 Wyandotte Street, Kansas City, Mis- 
souri. 

2176—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions, 

2178—Dixie Maid Electric Churns, one, two. three and 
five gallon sizes and glass jars fully illustrated i1 
sheets and consumer leaflets. This sales material includ 
ing window displays will be forwarded to interested deal 
ers and jobbers covering the complete line. Southern 
Electric Products. P. O. Box 106, Anderson,  < 
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CHILL-AIR 


FAN-TYPE 


-SPEED 


WINDOW 


COOLER 


with 8-WAY 
yVigwVaalel i 


Here's the room 
cooler you've been 
wanting — 4-Speed 
super - efficiency, 
8-way air-action, 
absolute silence 
and no more in- 
stallation than put- 
ting on your 
clothes! Completely 
self-contained with 
9 gal. water tank, 
Chill-Air Model 
1617 needs no 
water or drain 
connections and no 
wiring. Just put it 
into the window, adjust the sliding side panels, plug it into 
any 110 v. outlet and it’s ready to deliver up to 2,000 
cubic feet of water-cooled air a minute. Patented odorless 
evaporative pads are easily removed for cleaning. Double 
deflection grille sends air in any direction. Off-on pump 
switch permits 8-way air and cooling control. Rubber- 
mounted fan blade and motor insure absolutely silent 
operation 





Write today for free literature on the complete Chill-Air 
line of Coolers fan-type and blowers, for home, commer- 
cial and industrial use 





Chill-Air Self-Containea Chill-Air 
Blower Cooler. 12 gal. ca Wi 


Home-Cooling 
N ndow-Mounted Blower 
yacit ater sin ‘ ' 
pacity o water or dra Simple, inexpensive installa 


sizes—3300 and 4000 


connection necessary 





CHILL-AIR Cool 
N. Market 
La 5. € 

vering Ala 
Box 1872, N« 


OR WRITE 


NATIONAL ENGINEERING & MFG. CO. 


Dept ES 519 Wyandotte St Konsas City, Mo 








resignation of C. P. Haas, of the 
General Electric Co., who has been 
transferred to Omaha to head the 
Lamp Division operation in that area. 

Mr. Gillespie has been active in the 
work of the Electric Association since 
1929. He has served in various capac- 
ities, has been a director, and for ten 
years was a vice-president of the 
group in charge of the Wholesale Ap- 
pliance Division. Prior to his recent 
election, he was serving in the post 
of vice-president of the Dealer Divi- 
sion. 

s 


Jack Geartner has assumed the 
duties of his new post as vice-presi- 
dent of Frame, Inc., 3910 N.W. 7th 
Ave., Miami, Fla., appliance distri- 
butor in that area. 

Active in the electronics and ap- 
pliance industries since 1927, Mr. 
Geartner is widely known in the 
radio and television field and has held 
sales executive posts in both manu- 
facturing and distributing levels. 


Fred S. Tuerk, sales manager for 
Hamilton Beach Division of Scovill 
Manufacturing Company for the past 
23 years, recently retired. He is suc- 
ceeded by Ralph Zenner. 

Mr. Zenner has been with the Ham- 
ilton Beach sales organization for 25 


Ralph Zenner 


years, the last six as assistant to Mr. 
Tuerk. During his years with the 
company, he has been prominent in 
the affairs of the National Electrical 
Manufacturers Association and the 
National Housewares Manufacturers 
Association. ; 

* 


E. M. Johnson, of Swarthmore, Pa., 
has become Southeastern Rezional 
sales manager for the Air Condition- 
ing Division of Remington Corp., it 
was recently announced by M. L. 
Judd, the company’s general sales 
manager. Mr. Johnson’s new territory 
will cover the area from Trenton, 
N. J., south to Florida, and west to 
eastern Tennessee, Washington, D. C., 
Harrisburg, Pa., and western Ala- 
bama. 
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Mr. Johnson formerly was Reming- 
ton’s district manager responsible for 
part of the eastern seaboard area 
from Philadelphia to Charlotte, and 
he will continue to personally handle 
accounts in the Philadelphia-Washing- 
ton-Baltimore area while supervising 
district managers covering the balance 
of this territory. 


Greater appliance use 
(Continued from page 90) 
activities accompanying such moves 
will result in an unprecedented in- 

crease in the use of appliances.” 

“According to the sales trend 
begun in 1950 and continuing in 
form this year, it appears that by 
1962, twice as many major appli- 
ances, radio, and television re- 
ceivers, or a whopping total of 
325,942,000 units will be in use in 
this country’s homes,” Mr. Blees 
said. 

Mr. Blees believes that the con- 
sumer will benefit from expansion 
which will give the buyer the 
greatest values in the industry’s 
history. He pointed to the possibil- 
ity of over-balanced inventories as 
the only drawback to operations 
during the coming year, and warned 
that new and more vigorous selling 
methods must be called into action. 
Only those companies which best 
handle their promotion and adver- 
tising will be successful in the 
highly competitive markets which 
the industry faces. 

Other predictions made by the 
Crosley official included the belief 
that research and engineering will 
play an increasingly important role 
in the business, prices will remain 
stable, purchasing, manufacturing, 
and sales forces will be forced to 
increase their efficiency, unemploy- 
ment will not increase, night retail 
openings will increase, and the pro- 
vision of adequate parking facilities 
will be accelerated. 

“The more far-sighted and ag- 
gressive dealers will find it profit- 
able to handle a full line of appli- 
ances and some ma; even elect to 
concentrate all of their efforts on 
the products of a single manufac- 
turer,” Mr. Blees concluded. 


Demonstrate for leads 
(Continued from page 101) 

In following up their leads, Mr. 
Scott and Mr. Gower frequently 
find a prospect who hasn’t quite 
made up her mind to buy. Quite 


often, if they feel she is financially 
able to eventually take the appli- 
ance, the salesmen leave it for 30 
days trial without obligation. 

“Doesn’t this give you a lot of 
used machines to sell?” Mr. Scott 
was once asked. “We've never had 
to take up one of them yet,” he re- 
joined. “When the almost-but-not- 
quite-persuaded prospect once gets 
the feel of the machine, and begins 
depending on it for her needs you 
don’t have any trouble closing the 
sale. We don’t keep any demonstra- 
tion models for this purpose. We 
place in the home the brand new 
machine to which the lady has taken 
a fancy. This gives us a stronger 
assurance that she will buy and 
when she does, we don’t have to 
worry about replacements.” 

Traded-in appliances are not the 
problem for Mr. Scott and Mr. 
Gower that they are for some ap- 
pliance salesmen. Because they get 
such strong leads through their 
methods, they are able to get nor- 
mal profits on their trade-ins. This 
business forms a large part of their 
sales, too, because, their rural mar- 
ket is always open for larger and 
more modern freezers, and later 
model refrigerators, despite the 
high saturation in the latter appli- 
ance. Used ranges also form a part 
of their market. 


Promotion backs them up 

The Springfield Implement Com- 
pany backs up its methods of lead- 
getting and new and used appliance 
sales methods with a _ three-way 
promotion program. Radio spots 
remind potential customers of mod- 
ern features in late models and 
bargains in five, ten, and 15 year- 
old model appliances. A direct mail 
program carries similar informa- 
tion, and twice a week the news- 
paper carries a four by six-inch 
advertisement. 

Because dairying is becoming 
such a prominent industry in 
Robertson County, the sale of elec- 
tric milkers, coolers, and’ other 
dairy equipment is becoming an im- 
portant phase of the company’s 
program. 

Many of the sales which develop 
through Mr. Scott and Mr. Gower’s 
field efforts, actually are completed 
in the store. For this reason, the 
firm considers it important to dis- 
play in the store a variety of 
models from which the prospective 
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buyer may choose, and to display 
them in a very attractive manner. 
Among the store displays is a tri- 
plane table which attractively 
features a variety of packaging ma- 
terial suited to every kind of per- 
ishable that lends itself to freezer 
storage. 

Handpicked salesmen 
(Continued from page 99) 
“The boy is used to hard work. 
He’s a little rough in spots, yet he 
wasn’t wearing cheap clothes and 
he was driving a good car. Appar- 
ently he liked nice things, and had 
no choice but to work in order to 
acquire them. Those are the type 
of men I'll put on and gamble on 

training.” 

Often getting a beginner into 
the field and into action poses the 
big problem. Safe inside the office 
they can build themselves up. But 
when their feet hit the hot pave- 
ment, they shrivel up inside. Going 
up to that first strange door is an 
adventure they don’t relish. Left 
to their own resources, they are 
likely to walk around the block or 
drive all over town trying to pic- 
ture who is behind that door, and 
what kind of reception they can 
expect, all the while reminding 
themselves they can’t possibly en- 
counter anything serious. 

For this reason, Mr. Dellaria 
says, “I never let a new man step 
out alone. I don’t even care if he is 
an old appliance man. Even old 
timers have bad habits.” 

Mr. Dellaria has the new sales- 
man ring the bell, while he himself 
stands in the background, making 
sure that he is blocking off the ave- 
nue of retreat, in the event the new 
man may become discouraged. 
When the door opens, Mr. Dellaria 
does the talking, over the new 
man’s shoulder. 

Sometimes it takes more than 
one try to get into a home. Finally 
when the two salesmen do get in- 
side, Mr. Dellaria immediately be- 
gins the demonstration even amidst 
the woman’s protests that she has 
a new vacuum cleaner and isn’t the 
least bit interested. 

Usually the new man will help 
with the demonstration, having 
been coached in the routine and 
knowing which attachments come 
next. Occasionally Mr. Dellaria di- 
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rects a question toward the new 
man. On the first visit of the sales 
applicant mentioned before, the 
new man did not utter a word, un- 
less a question came his way. But, 
to the amazement of all present, 
before the demonstration was over, 
the woman had decided she wanted 
to buy a Kirby cleaner. 

Mr. Dellaria did not make the 
mistake of showing the purchaser 
the rest of the attachments. In- 
stead, he closed the sale with the 
promise of returning to show the 


rest on some other occasion. 

During the demonstration, a 
neighbor of the purchasing cus 
tomer came in. Seeing Mr. Dellaria 
was busy, she began to ply the new 
salesman with pertinent questions. 
Then she asked for a demonstration 
in her home. Here was lead for 
the new man 

“Why didn’t you send this new 
salesman out with an old _ sales- 
man?” Mr. Dellaria was asked. 

He answered, “I want my men’s 
respect. If I can’t sell and prove 








Our fan 
family 
circle is 
complete 


It’s twins, at the Murray house. Murray an- 


nounces the two 
family circle . . 


latest additions to its fan 


The brand new 16” portable window fan, 
“room ventilator,” for window and floor use 


and... 


The gigantic new 30” window fan for the 
average-to-large home. 

These twin additions offer dealers and dis- 
tributors the most complete, attractive and 
efficient family of money-makers available in 


the fan field. 


Now—a Murray window fan for every pur- 
pose, every home, every budget. You won’t miss 
a sale with Murray. ale 


WRITE FOR NEW CATALOGUE 
New catalogue on complete line of 
DELUXE and Standard industrial and 
attic fans and window fan line 


Ventilating & Window Fans 


H.C. BIGLIN COMPANY, INC. @ 177 HARRIS ST.. ATLANTA, GA 














HORIZONTAL OR VERTICAL 


ATTIC FANS 


High Customer Appeal .. . 
Cools WHOLE House 


New Low Prices—make selling easy. 













Trouble - free performance guaran- 

teed by: 

—Sealed-for-life ball bearings, 
mounted in rubber. 

—100% welded construction. 

Ideal for low-roofed houses — only 

16%’ clearance needed. 

—Mounted on 16 rubber pads and 
6" wood frame for quick, easy in- 
stallation. 

PROVEN PERFORMANCE IN THE 

LABORATORY AND FIELD 


QUIET 


Where both the lowest price and top 
quality are needed, “Quiet-Flow” is 
the answer. Costs are lowered by mass 
production to bring you a fan that 
will satisfy the most price-minded 
builder or contractor. 








SEND FOR PRICE LIST AND SPECIFI- 
CATION SHEETS — STATE IF DEALER 
OR JOBBER — TODAY! 





CONSOLIDATED 


METAL PRODUCTS COMPANY 


& N P. 0. Box 7425 


Is 1 St 
HOUSTON, TEXAS 
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that I can sell and close orders my- 
self, the salesmen will soon get the 
idea that I’m a big bag of wind. 
When I show them that I can dig 
up my own leads and close them, 
they have got to believe that I can 
tell them how to do it. Otherwise, 
they gang up over coffee to discuss 
how little I know, and how easily I 
make a living off their hard work.” 

Mr. Dellaria tells his men that it 
is a waste of time to call back on 
a prospect after a demonstration 
has been given. He believes that 
it is better to find a new prospect, 
and begin working on him. A sales- 
man, who had learned the hard 
way, when asked if this held true, 
answered, ‘‘Yes.”’ 

Mr. Dellaria feels that “In sell- 
ing, we all have our off days. Men 
need a little encouragement during 
those times. Start stepping on 
them, and they get the idea that all 
you want from them is the money 
they can make for you. You insult 
them when you remind them they 
have lost their punch. Men don’t 
thrive on that treatment. Instead, 
they quit.” 

Sometimes the Kirby company 
takes on part-time men. Both of 
the part-time men now in the em- 
ploy of the company are making 
more money selling vacuum clean- 
ers than from their regular jobs. 
But they are not the tyne to throw 
away what is to them the security 
of the nay envelope. Mr. Dellaria 
maintains that they would prob- 
ably be poor salesmen without the 
other pay check to back them up. 

Each Kirby salesman picks his 
own territory. But whatever sec- 
tion he takes, he has to work. it 
clean. There’s no_ hop-scotching 
around! 

Sell room coolers 
(Continued from page 102) 
company salesmen to persuade 
many customers interested in a ven- 
tilating fan to purchase a room 
cooler instead. Mr. Filler explains 
to these customers that $30 that 
would buy a fan could be the down 
payment on an air conditioning 
unit, with year-round benefit to the 
user. (Here, he also tells the cus- 
tomer the value of the conditioner 
as a dehumidifier as well as an air 
filter. Its regulation of indoor tem- 
perature against sudden contrasts 


with outdoors is explained as a win- 
ter necessity as well as a summer 
aid.) 

A nine per cent carrying charge 
is made on such accounts. Cash pay- 
ments over a 90-day period require 
no additional charge. 

Long-time planning is also shown 
in the company’s addition this year 
of an air conditioning service de- 
partment. With the help of their 
distributor and an experienced per- 
son whom they have hired, the 
company has trained 15 men in off- 
season in the repair and installa- 
tion of air conditioning units. Last 
year repair work was farmed out, 
but Sun found that the service 
agencies were not able to handle the 
large volume of installations turned 
over to them. This was not a very 
helpful situation when the impor- 
tance of delivering and installing 
units just when the customer wants 
them is realized. 

Since last October, Sun salesmen 
have been compiling a list of pros- 
pective buyers by taking the names 
of all customers who have demon- 
strated an interest in the floor dis- 
plays. This list of some 80 persons 
will be notified by mail when the 
new stock of air conditioners ar- 
rives, just in time to beat the heat 
which Sun Radio Company never 
lets them forget! 


Main Street TV 
(Continued from page 97) 

them kept in operation all day. One 
side of the room is devoted to tele- 
vision, too. In this show room, sales 
and service are twins. Although 
three well-known makes of sets are 
sold, in the medium price bracket 
between $200 and $700, the cus- 
tomer feels that he is buying more 
than a national name. He is buying 
Fuller TV—a set backed by the 
service department in the rear of 
the store. 

After the customer has seen the 
big display floor with its excellent 
showing of television on one side, 
and a variety of electrical appli- 
ances on the other, he is often taken 
to the service department, where 
he meets Television Service Man- 
ager Otis Hale. 

Mr. Hale is a popular “ham” op- 
erator, and is also an electronics 
expert. He is assisted by one 
trained mechanic and a _ helper. 
They have their own truck, used 
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exclusively for television service. 
They also have a large clean shop 
equipped with $1,600 worth of test- 
ing instruments and tools. 

Miss Choate, who is also appli- 
ance demonstrator, bookkeeper, and 
floor salesperson, is a valuable aid 
in directing the three-man sales 
force. Most current television sales, 
she says, are made to customers 
who have already bought some elec- 
trical appliance from the store. The 
general monthly sales records of 
each salesman are used as prospect 
lists for television. 

“Old customers are prime tele- 
vision prospects,”’ Miss Choate said. 
“They are already acquainted with 
the service we offer, and, in most 
instances, they know about our 
trained personnel. We see that they 
get this information.” 

When Miss Choate pays the sales- 
men, she furnishes each with a du- 
plicate sales list. About three to six 
months after a customer has bought 
a major electrical appliance, the 
salesman approaches him for a tele- 
vision set. 

About ninety per cent of the 
store’s customers are interested in 
television, Miss Choate insists. The 
prospect rarely knows what he 
wants or needs. After being ap- 
proached by the salesman, he usu- 
ally wants to come to the store, see 
television in action, and talk to Mr. 
Fuller and Mr. Hale. If he hesitates 
at buying a television set before 
Little Rock can offer high frequency 
reception, it is explained to him 
that a converter can be added at a 
cost of $40. 

The time probably will come 
when Mr. Fuller will want to have 
one or two salesmen giving full time 
to television sales, but at present, 
his regular sales force is an advan- 
tage. 

“Tt will be a long time before 
our old-customer prospect list is ex- 
hausted,” he explains. 

The Fuller Company’s advertis- 
ing is based on impressing the po- 
tential customer with Fuller TV. 
Every day, on the amusement page 
of the morning and evening papers, 
appears the inch-and-a-half, one 
column, display advertisement that 
promotes Fuller TV and service. 
The slogan, “We maintain our 
own service department” is never 
omitted. 

Twice a month larger advertis- 
ing space is bought. This ranges 


from 50 to 54 inches. The larger 
advertisements promote the three 
nationally known sets that are car- 
ried by Fuller. 

“I like the small daily advertise- 
ments because they keep my name 
linked with television,” Mr. Fuller 
said. “I figure that 18,000 people 
in my area are ready to buy tele- 
vision now. Competition is sharp, 
and I feel that the dealer who can 
offer something special in service 
will get his full share of the sales.” 

Even those prospects who are 
waiting to buy their sets until the 
area is served with an ultra high 
frequency station are being influ- 
enced to buy now. Bankers pro- 
mote TV purchasing, declaring that 
television financing is the safest 
and most pleasant paper they carry. 

“People who can buy television 
at the same rate of interest they 
can borrow money want their sets 
now,” Miss Choate said. “We have 
had other major appliances. re- 
turned after a season of use, but 
not a television receiver. Televi- 
sion has no season, and the owner 
cannot bear to part with his set.” 

Mr. Fuller adds that of all the 
items he has in his store, none bol- 
sters a slack business period like 
television. “My salesmen can al- 
ways work profitably on their tele- 
vision prospects,” he says. 

Mr. Fuller has made his new 
store a pleasant, friendly place. 
Miss Choate, whose desk faces the 
entrance, never fails to greet every 
entrant to the store immediately. 
If she is telephoning, she pauses to 
wave, smile, and call a greeting. 

This friendliness, an attractive 
setting, and good service make tele- 
stimulating for even the 
casual passerby who glimpses a set 
enters the store te 


vision 


in action, and 
see a show. 


Effective demonstrations 
(Continued from page 93) 
form; and finally, they want to 
know that they will be relieved of 
service troubles. Washer and dryer 
servicing is provided by two spe- 
cialty concerns who install equip- 
ment, send out a demonstrator to 
explain the operation, and provide 
a year’s service. Prospective buyers 
are told that, without this service, 
expense for home calls would vary 

between $5 and $10. 
Top sales are promoted in various 
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HIGH-GAIN 
VHF-UHF ANTENNA 
EVER BUILT! 

The Far-Reaching Kay-Townes 


BJU-1 


Original, Revolutionary Design 
. FIXED IMPEDANCE* 
Point System Provides All-Chan- 
nel, High-Gain Reception With a 
Single Transmission Line! 


Ultimate High-Gain sharp pic- 
ture reception throughout the 
entire television spectrum . 

ALL CHANNELS, 2 to 83! 


No matching pads or isolation filters . 
no coils or condensers which tend to cut 
down signals and increase costs of instal- 
lations. Simplified, but more effective en- 
gineering not only results in sharper recep- 
tion, but reduces service call-backs to 
absolute minimum. VHF reception im- 
proved by addition of UHF system. 

One lead-in wire only. Built to high stand- 
ards cf performance and workmanship. 
Sold in kits of 2, 3, 4 bay units... BJU-1, 
BJU-1X, BJU-2. 

SOLD ONLY THROUGH SELECTED 
WHOLESALE OUTLETS... 
Contact your jobber or write for name of 

nearest distributor. 
“Patent Applied for 
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other ways. 

Newspaper advertising in the 
well-circulated Kansas City Star 
carries much of the firm’s promo- 
tional burden. Weekly, 16-inch dis- 
play ads, placed strategically be- 
neath the television and _ radio 
program listings, spark the ad 
campaign. 

Ads have high readability as a 
result of the policy of blending a 
small amount of copy with a perti- 
nent illustration and a large amount 
of white space. The neat, well-laid 
out ads are tailored by Mrs. 
Lilleston, who selects features of 
merchandise which she thinks will 
interest the average housewife. 

Ads always contain the correct 
retail price. The firm never utilizes 
the plan of showing an expensive 
appliance model and advertising 
the price of a lower-priced model, 
merely to get reader attention. 

Free parking facilities are pro- 
vided, and a signature cut which 
has a replica of a spinning top on 
it, are incorporated in the ads. Dis- 
play ads are run on Sundays in 
order to snare the attention of both 
husbands and wives. The firm usual- 
ly realizes a couple of dozen phone 
leads and a half-dozen in-person 
prospects from each Sunday inser- 
tion. 

Used merchandise is pushed via 
classified ads which also conform 
to the owner’s concept of using true 
copy which describes the merchan- 
dise with probity. 

Gladys Lilleston also believes 
that direct mail, if slanted to the 
requirements of the individual, pulls 
business. Because of her personal 
fund of knowledge regarding the 
needs of each customer, she can go 
through a card file showing name, 
address, item purchased, date, ser- 
vice contract, price, terms, model 
and serial number, “screen” each 
ecard, and send out literature 
tailored to the interest of the re- 
cipient. For example, if the cus- 
tomer bought a large refrigerator, 
Mrs. Lilleston concludes that she 
can afford a new washer or dryer, 
and sends out material on these 
items. 

When Mrs. Lilleston launched 
her business in such an outlying 
location, with heavy motoring, but 
no pedestrian traffic, and in a 
neighborhood of older-type apart- 
ment and residential dwellings, 
there was considerable scoffing at 


her chances for success. 

Since most of the homes are ten 
years old or older, however, there 
is an excellent replacement market 
for washers and other equipment, 
which has been a key factor in the 
steady, upward growth of the 
business. 

There is a modicum of in-home 
selling since the owner feels that it 
is easier to close sales when the 
contact is made in the store where 
there is a _ sizable selection of 
models from which to choose and 
where a well-planned demonstration 
can be engineered. 

Though she has her “pick” of 
any of the leading brands, Mrs. 
Lilleston prefers to keep the inven- 
tory pared to three lines of TV and 
white goods. 

“A loaded roster only creates 
confusion in the prospective buyers’ 
minds,” she says, “and makes it 
more difficult for salesmen to re- 
member the facts about each 
product and keep up with new de- 
velopments.” 


Fan promotion time 
(Continued from page 94) 


facturers of the fan lines to be sold. 
Such literature is always best used 
in planned training classes, and 
discussion groups. Training should 
especially emphasize air delivery 
ratings, quietness of operation, 


maintenance factors, efficiencies, 
and dependability. 
Salesmen likewise should be 


trained in the art of seeking and 
finding prospective buyers. Planned 
study can be made of the market 
in the dealer’s vicinity. Study will 
show that there are an almost un- 
limited number of ventilation op- 
portunities in the residential ven- 
ilation field, industrial and com- 
mercial applications, and farm 
homes and buildings, all of which 
are important fan markets. 

As the dealer studies the mul- 
tiple needs fcr ventilating equip- 
ment which may be found in his 
area, he can plan a most successful 
campaign around customers to 
whom he has already sold fan in- 
stallations. Service visits and check- 
ups to these customers often pro- 
duce information about the cus- 
tomers’ other ventilation needs, 
and thereby lead to the sale of more 
ventilating equipment to already 
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satisfied users. 
Sometimes the 
duct such calls 


dealer will con- 
in the form of a 
survey which yields names for di- 
rect mail promotion and sales ef- 
fort in the spring months and the 
later hot weather. Often, too, these 
customers the best source of 
names of people who are interested 


are 


six most effective methods of doing 
this are: (1) newspaper advertis- 
with coupons offering 
surveys; (2) 
also offering free surveys; 
vassing by telephone and house-to- 
house; (4) 
direct mail; 
motions. 


ing free 


radio advertising, 


(3) can- 


using your users; (5) 


and (6) special pro- 


in ventilation installations but have 


not yet purchased them. Call-backs for salesmen 


(Continued from page 96) 

to need additional instructions. And 
that, it seems, is the psychological 
time for a salesman to test himself, 
his product knowledge and _ his 
grasp of demonstration. It is quite 
likely that he will find it logical to 
make a complete demonstration. 
The user will appreciate it and the 
salesman gets a chance to practice.” 

The other two objectives of the 
three-purpose canvass are to ascer- 
tain that the user is getting satis- 
faction and service, and to get the 
names of additional prospects. And 
a customer of recent date, being 
more enthusiastic, is most helpful 
in giving prospect names. 

“As we see it, there is another 


Most fan salesmen work better 
when they are given a definite sales 
plan. Successful fan dealers have 
found that to furnish salesmen 
with a list of names of prospective 
buyers, and to plan a method of 
following through with a check-up 
on the visits that the salesman 
actually makes, is the most effec- 
tive sort of plan. Keeping records 
on this activity also provides the 
dealer with an invaluable prospect 
list to which he may refer many 
times. 

Experience of dealers has indi- 
cated that the biggest problem is 
to obtain the initial list of pros- 
pects. It has been found that the 


reason this is good sales training,” 
Caffey added. “A 
confidence in a salesman or repre- 


user has more 


sentative of a firm who obviously 
knows his business. Having that 
confidence puts the user in a frame 
of mind that is co-operative when 
it comes to naming prospects. And 
the new, enthusiastic user likes to 
show off her appliance to friends.” 

One of Caffey’s 
said the was 
him, asked one new 


salesmen, who 


original with 


user to invite 


idea 


for a demonstra- 
tion. The lady co-operated and in- 
vited six friends for a two o'clock 
appointment, at time the 
salesman did a washing, distributed 


in some friends 


which 


favors and collected names and ad- 
dresses of the six friends. 

Caffey supports his sales force 
with persistent promotion. 

On each Monday, Wednesday and 
Friday at 12:15 p. m., he sponsors 
a 15-minutes news broadcast, dur- 
ing which the commercial is heard 
three times. This is supplemented 
by newspaper advertising, appear- 
ing largely at the discretion of the 
newspaper representative, but ap- 





Low-cost attic fan units designed for 
fast, profitable installation! 


BAR-BROOK 


Package Unit 


AVP FANS 


In TWO Sizes: AVP-36 and AVP-42 


Can be installed from a stepladder. 
Fan, motor, safety fuse-link switch 
and shutter completely factory as- 
sembled and wired as a single unit. 
Sealed ball bearings. Certified rat- 
ings. UL Approved. Contractors tell 
us these AVP Units are the easiest 
attic fans on the market to install. 
WRITE FOR CATALOG of 
BAR-BROOK ATTIC AND WIN- 
DOW FANS. 


BAR-BROOK MFG. CO., INC. 6135 Linwood Ave., Shreveport, La. 
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proved by Caffey. 

However, the most effective ad- 
vertising used by the Caffey Ap- 
pliance Company is a theater sound 
film. This short film is prepared by 
a firm specializing in that field, and 
generally features some scenic spot 
with dialogue. It concludes with the 
printed and audible signature. It is 
run after every performance at two 
theaters. 


Renovating appliances 
(Continued from page 95) 


1. Refrigerator sales have moved 
clearly and permanently into a re- 
placement market; 

2. Despite “saturation,” this mar- 
ket alone is in the billion-dollar 
class; 

3. It is a “pre-sold” market, un- 
like the “first-time” market of the 
30's; 

4. With proper handling of trade- 
ins, it is a market not only of sub- 
stantially higher volume than pre- 
war years but one of full profit. 

According to Mr. Kronauge, the 
Kelvinator program turns on four 








IR CORD HOLDER 
that Stays on the Board 


Here’s the holder that makes sense— 
it stays on the board, folds flat for 
storage. Shockproof grip holds the 
cord, prevents wear. Handy three-way 
outlet plus extension cord lets women 
iron where they wish, and plug in a 
lamp and radio, too! Out-O-Way has 
everything. Retails at only $2.49. 
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Less wear on cord. 
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Inbuilt extension cord 
with 3-way plug. 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
Southeast Rep. Southwest Rep. 
Don Estes 
H. K. Dewees Co. Merchandise Mart 
Walton Bidg.,Atlanta,Ga. 


Dallas, Texas 
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Folds flat for easy storage. 





keys — appraising, reconditioning, 
merchandising and control. 

“First, the dealer must be able 
to make realistic appraisals, based 
on the actual resale value of the 
used refrigerator. Second, he must 
be able to recondition the used re- 
frigerator so that it looks like new 
and operates well. Third, he must 
merchandise and sell the used re- 
frigerator and fourth, he must have 
a good system of controls to tell him 
where he stands at all times.” 

Discussing appraisal, Mr. Kron- 
auge pointed out that some methods 
used by dealers tend to be unreal- 
istic. 

“One unwise practice is to allow 
just what the used refrigerator will 
bring in resale without recondition- 
ing,” he said. “This obviously holds 
to a minimum the allowance that 
can be made. 

“Another method is to allow ten 
per cent or some such fixed per- 
centage of the new sale to compute 
trade-in allowances. This has the 
disadvantage of overpricing unsale- 
able junk and underpricing good 
used refrigerators. 

“A third method is to give the 
customer a straight discount, say 
up to 20 per cent, and tell the cus- 
tomer to keep her old refrigerator, 
a method very costly to dealer profit. 

“The appraisal formula advanced 
under the Kelvinator Verified Value 
program permits the dealer to make 
attractive allowances on used re- 
frigerators and still protect the 
profit on the new refrigerator,” Mr. 
Kronauge continued. 

“In computing the allowance on 
the trade-in, the dealer starts with 
an estimate of what it will cost to 
put the used refrigerator in the 
kind of appearance and mechanical 
condition that will bring him top 
return. His allowance is deter- 
mined by subtracting the recondi- 
tioning cost along with reselling 
costs from the estimated selling 
price. The result usually is an at- 
tractive, high-dollar price for the 
trading customer.” 

Kronauge declared the initial 
cost for Kelvinator reconditioning 
equipment and materials is not high 
in view of the saving in time and 
cost and the superior job that re- 
sults. 

“Our new equipment enables a 
dealer to readily determine recon- 
ditioning costs,” he said, “but it is 
still important to know when to 


junk a refrigerator. And a wise 
dealer usually will resort to junking 
if it will cost more than 35 per cent 
of the resale value to put the re- 
frigerator into condi- 
tion.” 

The merchandising phase of the 
Verified Value program calls for a 
separate display room for used ap- 
pliances, located near the new re- 
frigerators because of the possibil- 
ity that prospective used shoppers 
may become interested in a new 
appliance. 

Special promotional and display 
materials are supplied for the used 
appliance department, including an 
electric department sign, pennants, 
streamers and Verified Value de- 
cals. Attention also is called to the 
price tag envelope, 90-day warranty 
certificate, shop work order, service 
label and the ‘Sanitized” sticker, 
all of which are intended for promi- 
nent display with the refrigerator. 

A complete specialized advertis- 
ing and promotion service also is 
offered dealers. This includes spe- 
cial newspaper mats, handbills, 
radio spot copy and special supple- 
ments. 

A record and control system 
rounds out the program. It is based 
upon four simple forms: first, the 
blue tag, used for identification and 
general information on the unit, 
pickup and reconditioning orders; 
second, the Trade-In Record, which 
records the history of trade-in 
transactions on which to base al- 
lowances, service costs, used inven- 
tory age and other data which gives 
an up-to-the-minute picture of the 
dealer’s used appliance business; 
third, the Shop Work Order, which 
serves the dual purpose of providing 
the facts on reconditioning costs 
and providing the prospect of what 
has been done to put the appliance 
in new-appearing condition; and 
fourth, the Monthly Recap of 
Trade-in Liquidation, which gives 
information on profit and loss on, 
trade-in liquidation, percentage of 
trade-in sales, inventory in terms of 
daily supply and junking rate. 
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with Chelsea's new heavy duty airfoil type exhaust fans. 
For use in exhausting, duct work, filter installations, 
range or vat hoods, penthouse units, paint spray booths, 
where static pressures are encountered. 


WRITE FOR NEW CHELSEA CATALOG No. 400 


including detailed information on type, size, specifica- 
tions, engineering data and installation recommenda- 
tions. 30 types and over 200 sizes. Please address re- 
quests to Dept p.4. 
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@ TYPE PLED POWER LINE @ TYPE PLOU POWER LINE 
BELT DRIVEN — 24” to 48° AIR BLASTER —For spot cool 
in oll H.P. ratings. Square ing — availoble on pedestal! 
frames for easy installation 18” to 42” ‘9 ofl H.P. rating 


PROPER VENTILATION 
1S AN INVESTMENT! 
Look for this Symbol of Quolity 
<q look for this Seal of Certified Ratings 
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CHELSEA FAN & BLOWER CO., inc. 
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Known and time-tested, for Quality, 
Long-Life, and Certified Air Delivery. 
That's the Reed story, and why Reed 
should be on your floor this fan season. 


One of the most extensive and liberal 
dealer cooperative advertising plans 
in the appliance business. Ask your 
authorized Reed distributor or write 
direct to us for details 


saad UNIT-FANS, 
1001 St. Charles Ave., New Orleans, U.S.A. 








REX AIRATE CLIPPER 





@ Here’s a big efficient, economical vertical 


comfort-cooler—a floor mounted packaged 
unit that meets every need for low cost 
ventilation in homes, motels, restaurants, 
garages and small plants. 





The Rex AIRATE Clipper is an ideal unit 
for remodellers and builders—easy to sell, 
almost service-free, simple to install in either 
old or new buildings. Four models available 
| with air delivery from 3854 to 10,000 CFM. 





; 

i MOTOR — Oversize, split-phase motors with 
| overload protectors. Rubber mounted to 
absorb shock. No radio or TV interference. 
| 60 cycle, A. C., 115 volt operation. 


HOUSING— Heavy gauge metal with welded 
angle stiffeners and tubular re-inforcement 
brackets. Cushioned in heavy felt. 

OPTIONAL CEILING SHUTTER—AII steel con- 
struction. Positive automatic action. Wood 
moulding included. Automatically closes in 
case of fire. Assembly easily accessible from 
below to permit fan and motor lubrication. 


OPTIONAL TIMER—Automatic operating range 
from 15 minutes to 12 hours. For perma- 
nent wiring. 

BLADES—Six deep pitched blades that reduce 
hum usually found in 3 or 4 blade fans of 


this size. Insure quieter and more powerful 
operation. 


FINISH—A combination green band with gun- 
metal housing in Hammerloid baked enamel. 


CERTIFIED RATING—“‘Air Deliveries are in 
accordance with the standard test code for 
centrifugal and axial fans, and conform with 
U. S. Department of Commerce Commercial 
Standard, No. 178-51”. 
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Get information from 
Southeastern Representative: C. W. Lehnere, 203 Walton Bidg., Atlanta, Ga. 


AIR CONTROLS, INC. 


Division of the Cleveland Heater Co. 
2310 SUPERIOR AVENUE e 


























CLEVELAND, OHIO 









Now, PARAGON 


Attic and Window 
Fan Timers 


help you cash-in on the trend 
to automatic home cooling 







© 


Wall-type 
for Attic Fans 


Model AF-21 — 
provides automatic shut-off for 
attic fans with motors up to 
¥, hp, 115 volts, a-c. 
Dependable, accurate, all-electric. 

Attractively finished. 


$895 


RETAIL 





S 
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Portable-Type 
for Window Fans 


Model PF-21 — 

a real sales stimulator for 
window type fans. 

Automatically shuts off 

fans up to 1/3 hp, 115 

volts, a-c. Powered with 

quiet, industrial type 
synchronous motor. 


$995 


REYAIL 


HERE’S THE WAY TO POCKET AN EXTRA PROFIT on the 
sale of every home ventilating fan. With these timers, attic or win- 
dow fans are converted to semi-automatic operation. Your customers 
get added comfort and convenience . . . enjoy full nights of restful 
sleep. What’s more, Paragon Timers cut current costs, prolong fan life 
because they shut the fan off automatically at any pre-selected time. 

They're easy to install . . . and so inexpensive. Fully guaranteed. 
Start cashing in today with these Extra-Profit builders. Show them, 
demonstrate them . . . and you'll sell them! Get the Paragon profit 
story from your distributor, or write, 1953 


PARAGON ELECTRIC COMPANY 


1618 Twelfth Street © Two Rivers, Wisconsin 


World's largest exclusive manufacturer of time controls for all uses 
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lise saws will sent py We to Your Mow for the 19. 


VESTINGHOUSE FREE DO! 


Just look at the all-star cast of celebrities 
who are being featured in our big Freedom 
Fair announcement! 

Millions of magazine readers— 10 million 
to be exact—will see the full-color consumer 
version of this advertisement in The Saturday 


Evening Post (April 25) and Life (April 27). 


And other millions of prospects will be 
reached with commercials on our three popu- 


lar ‘TN 


Meet Betty Furness and Freedom Rings. 


shows: Westinghouse Studio One, 


So identify your store as headquarters for 
Freedom Fair—join the stars and—GO 


WITH WESTINGHOUSE. 


you CAN BE SURE...iF s Westinghouse 


WESTINGHOUSE ELECTRIC CORPORATION © Electric Appliance Division ¢ Mansfield, Ohio 
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WHO'S WHO AT THE WESTINGHOUSE FREEDOM FAIR 


. Johnny Mize, New York Yankee Hero, author 


of the book, “HOW TO HIT". 


. Teresa Wright, starring in “COUNT THE 


HOURS”, an RKO-Radio Production 


3. Ronald Reagan, starring in “LAW AND 


ORDER”, a Universal-International 
Picture, color by Technicolor. 


* Betty Furness, one of America’s best-k 


TY personalities. 


. Bert Lahr, famous stage, sereen, TV comedian. 


. Lizabeth Scott, co-starring in “SCARED 


STIFF’, a Hal Wallis Production. 


= 


fe 
8. 


¥, 


Edward G. Robinson, starring in Sequota 
Productions’ “HARNESS BULL”. 


starring in the Eree 


ALGIERS”. 


De Carlo, 
Production, “FORT 


Yvonne 


Sir Cedric Hardwicke, renowned star of 
stage and sereen. 


. Eve Arden, star of radio and television's 


“OUR MISS BROOKS", 


° Gladys Swarthout, distinguished American 


mezzo-soprano, ate , television, 


. John Brownlee, Metropolitan Opera star. 
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FRESHAIR. 
MA KR HANS ANS 


20 MODELS YOU WILL WANT 
TO INVESTIGATE... 


e FOR CASEMENT AND SASH WINDOWS... 
REVERSIBLE — TWO SPEED — ADJUSTABLE 
e FOR THE FLOOR AND PORTABLE USES... 
COMBINATION WINDOW AND PORTABLE MODELS 
@ ATTIC FANS— VERTICAL AND HORIZONTAL 




















Fresh- +4ir Waker 
VERTICAL ATTIC FANS 


4500 to 23,500 CFM... 
24” —30” —36” —42”—48” te asintien te 
Fresh Air Maker URN Ws 
HORIZONTAL ATTIC FANS) 9 White for Particulars and Low Prices... 


4500 to 16,000 CFM... 


24” —30"—36"—42" SCHWITZER-CUMMINS COMPANY 


With an all-embracing optional assort- VAS Beee Gen ice Ee se-ahen. 


ment of accessories—automatic inlet 


ead eutlet dutterns~elf or on cute: INDIANAPOLIS 7, INDIANA 
Slowers for SS years 


matic time controls—explosion proof 
motors—two speed motors—etc., etc. 




































Genero! Purpose 
General Purpose a tock 
wi oc ov! 
General Purpose with Pilot Light 
Fai a é 


a / Ps Water tight and 
Dust-tight 
Water-tight ond “ — 
Explosion-resising 
. 


Dust-tight 
Flush Mounting Flush Mounting 







— pushbutton require- 


ere’s a Square D unit to 


Name 


ment—th 
do the job, exactly. Three complete 
















lines --- standard duty, heavy duty, 
General Purpose Flush mounting " : 
oveitable upto tft Pll Box | > and oil-tight heavy duty --- each 
ynits % 2 ay 
. providinga wide range ol operators, 
stahons, and circuit combinations. 
Palm operated Button Selector Switch 
Nine VU he 
a 
Three Unit Station 
. One Umit Station 
j Write for Pushbutton 


Bulletins which give 
complete details. Address 
Square D Company, 
4041 N. Richards Street, 

Milwaukee 12, Wisconsin. 
OlL- TIGHT 


HEAVY DUTY 





aa Available in 1 to 16 ynit sizes. 6-9-12-16 unit 
stations have hinged covers for easier wiring 


OR SQUARE D propucts 


ASK your ELECTRICAL pisTRIBUTOR F 
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1. SILVER PLATING — Electrical contact 

areas are silver-plated to keep the fuse 

from overheating because of copper oxi- 

dation. This elimination of excessive 


heating helps the new fuse to maintain 
original accuracy for years. 


ae 


2. NEW LINK DESIGN—A new link design 
gives accurate protection, plus freedom 
from needless blows caused by harm- 
less, momentary overloads. 


improved 4 ways 


Check these 


important 
features! 


If you buy fuses, you will quickly 
realize how these four features of 
this new G-E fuse can speed, sim- 
plify, and improve the reliability 
of most of the fuse applications 
in your plant. 


All G-E fuses are listed by Under- 
writers’ Laboratories, Inc. Ask 
your G-E Construction Materials 
distributor for a copy of the new 
G-E fuse catalog, or write to 
Section W64A-524, Construc- 
tion Materials Division, Gen- 
eral Electric Company, Bridge- 
port 2, Connecticut. 


3. STRONGER — Solid brass fittings on 
thick fiber casing, and heavy fiber bar tn 
knife blade type, give exceptional rug- 
gedness. Deeply ribbed cap shows at a 
glance which end to remove. Note that 
ampere ratings are in big, easy-to-read 
numbers. 


: } [tm 


4. SIMPLIFIED ASSEMBLY —In replacing a 
link there are only two parts to remove. 
Multiple links for higher ratings are riv- 
eted together, making only one fuse link 
to handle. 








e silver plating 


© new link design 


¢ simplified assembly 


FERRULE RATINGS HAVE SAME ADVANTAGES: 


*® stronger 
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